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Further details on Page 50. 


E station wagon is proving it- 
® self a cushion against recession 
d as a result, a record-breaking 
percent of '58-model production 
li be devoted to this body style. 
This would compare, according 
te an Avtomotive News production 


Chrysler Drops 
> 

Subsidy Program 
T ETROIT. — Chrysler Corp. last 

week joined General Motors in 
ntinuing subsidies to dealers 
sales to state, county and mu- 
Micipal governmental units. 
Ford is expected to take similar 
Sction, but the company had not 
@nnounced its plans at press time 
dast Thursday. 

The below-cost sales to state 
units have been attacked by 
@ealers and dealer associations in 
fecent months. They have cited 
the effect on used-car values when 
the fleets are dumped a year or 
two later and the effect on the 
Prespective buyer when he learns 

what price the cars were pur- 
when new. 
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Pos. Make 
1— 420,200 Chev. 
2— 324,345 Ford 
3— 130,683 Plym. “SP R0T, 550 3 
-4— 112,637 Olds. / 136,820— 5 
5— Buick 150,661— 4 | 
e Ponti#e 113,573— 6 
—q— Mercury 94,832— 7 
S— 45,896 Dodge 87,676— 8 
S— 45,352 Cadillac 49,451— 9 
44460 Rambler 32,596—12 
— 22,257 Chrysler 38,756—I11 
tL 18,310 DeSoto 39,117—10 
15,408 Edsel 
13,480 Stude. 20,492—13 
11,206 Lincoln 14,195—14 
6,066 Imperial 12,016—15 
3,285 Met, 3,022—16 
1,185 Packard 2,306—17 
93,776 Misc. 48,246 
Total All Makes 
1,535,074 1,998,711 


Wagon Penetration Gains 
In Face of Output Lag | 
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est June Stock 


By Maynard M. Gordon 
News Editor 
HE downhill movement in the 
new-car stockpile is progressing 
so smoothly that some dealers now 
see the possibility of cleanup-time 


| shortages. 


With production held below an 
improved selling rate, U. S.-car 
inventories at dealerships and in| 
transit as of June 1 were the low- 
est for that date in three years. | 

The estimated count at the 
end of the Memorial Day holiday 
was 728,864, which was 6% per- 
cent below the May 1 stockpile of 
779,745. The June 1 inventory 
equalled a 52-day supply, com- | 





survey, with a 14.6 percent aillot- 
ment for wagons in 1957 and 11 
percent in 1956. 

The current year’s widening of | 
the wagon beachhead is consid- | 
ered an optimistic sign in a year | 
when car production already has | 
slumped one-third from the level | 
of a year ago. 

Car output for the 1958 calendar 


| year passed the two million mark) 


last week, but at this time last 
year the to-date figure was in ex-| 
cess of 3.1 million. 

> > 

RODUCTION reports and pro- 

jections for June and July sup- 
port the growing consumer demand 
for station wagons. Last week’s| 
estimated production of 80,553 cars, | 
up from 73,666 the week before, in- 
cluded nearly one wagon out of| 
every five vehicles assembled, ac-| 
cording to Avtomotive News esti- 
mates. 

This ratio will balance at the 15 
percent mark when the ‘58 runs 
terminate in September. But any 
kind of an increase in penetration 
for a specialty like the wagon dur- 
ing a recession year is considered 
(Continued on Page 61, Col. 3) 
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Laud GM Action on State Sales— 


| leaders of the New York State Automobile Dealers Assn. praised General Motors’ 
Ganouncement that it will discontinue subsidies and financial assistance in fleet sales 
State, county and municipal governments. The association has campaigned against 
arrangements which make possible the sale of vehicles to anybody at less 
than’ dealer cost. Shown at the association's spring meeting are, from left, William 
A Frame (Chevrolet), Amityville, NADA director; Dean Chaffin, NADA president; 
A. Bigsbee (Ford), Saratoga Springs; NYSADA president; John J. Evers jr., NYSADA 
executive vice-president, and Cari E. Fribley (Cadillac-Pontiac), Norwich, past president 
NADA. Since the New York meeting, Chrysler Corp. also has halted subsidies. 
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pared with a 59-day supply a slashes were made necessary by 


month earlier. 

The May decline was the third 
in a row. Output scliedules were 
cut back sharply in March after 
the inventory load reached a near- 
record 865,566. The production 
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the depressed sales of ’58 models. 
= * * 


Gas have remained mild in 
— relation to previous years. 
May’s warmup at the dealer level 
raised total registrations for the 


Y; 728,864 Cars 


v 


745,211 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Disputes Rock Meeting 
Of NADA Directors 


By William Ullman 
Washington Bureau Chief | 
ASHINGTON. — There were| 
signs that NADA’s board of | 
directors last week held its storm-| 
iest meeting since Frederick J. 
Bell took over as executive vice- 

president five years ago. 

The session here ran a full | 
three days, during which the | 
press was barred from meetings, 
luncheons and dinners. Even 
NADA’s public relations depart- 
ment maintained an embarrassed 
silence. But there was hotel lobby 
talk that current NADA policies 
were under heavy bombardment. 
It is understood that opposition 
came from another group in ad- 
dition to that by the out- 
spoken H, Mead Norton, Okla- 
homa director. 

Sole release to the press was the 
report of NADA President Dean 
Chaffin, who spoke to his board 
in the role of peacemaker. 

In the program to improve 
dealer public relations, one of 
the points under consideration is 
dropping the fiame “dealer.” 
Thus, NADA would become, if 
the proposal is adopted, the Na- 
tional Automofiile Merchants 
Assn. 

In his prepared address, Chaffin 
said he had heard of “some con- 
troversy” over NADA’s plan to 
construct an addjtional building, 
but he added that NADA’s operat- 
ing committee ha@ no choice but to 
proceed with its plans after di- 


rectors voted for the building by 


a two-thirds majority. 
* am = 


(marr also referred briefly 
to his differences with American 
George 
who accused NADA of 
promoting a “dealer union” during 
| @ recent convention of North Caro- 


Motors 
Romney, 


Corp. President 


lina dealers. 

Chaffin said the “controversy 
was not as serious as expressed 
in the press,” but he added that 
“it did provoke him (Romney) 
to ask for an audience with our 
executives in Washington, which 
arrangements have been com- 
pleted for June 24.” 

Chaffin and Bell also met with 
Ford Motor Co. officials in Wash- 
ington last Monday to discuss 
Ford’s position relative to NADA’s 


industry relations program. NADA 
(Continued on Page 4, Col. 5) 
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Auto News 


Indiana dealers adopt new 
code of ethics, Page 3. 


— Management, Page 
Leasing 
plus pitfalls, Page 2. 
Justice Departmeyt clari- 
fies sticker stand, Page 14. 
Turnings, Page 18. 


seminar — profits 












This issue includes the monthly 


SERVICE SECTION 


$8 Per Year, 25c Per Copy 


pile in 3 Years 


irs Talk of Cleanup Shortages 


month to an estimated 450,000, 
substantially below the 500,000- 
plus monthly levels reached in the 
second quarter of 1957. 

The stockpile has not been so 
| low for this time of year since 
| 1955, when the June 1 total was 
| $48,498, Comparable 1956 and 1957 
| inventory sums were 798,902 and 
| 787,749, respectively. 
| Most dealers expect the inventory 
|}curve to stay on the downgrade, 
j}even with June and July selling 
rates staying below 1957 and 1956 
| totals. 

All makes, except Chevrolet, 
Ford and Rambler, have shut off 
| steel orders for the duration of 
the '58 model year. Shutdowns for 
changeovers to '59 models will begin 
| at some General Motors and 
|Chrysler Corp. plants within a 
month. 

= 

HE tenuous labor situation, 

wherein the Big Three and the 

UAW are without contracts, has 

nailed down the production-mix 

|freeze insofar as the plants are 
concerned. 

“It will be rough enough to 
|keep going the way we are now 
| without rocking the boat,” a GM 
executive said. 

Absence of contracts, coupled 
with UAW Preside Walter 
| Reuther’s determination to keep 
| the labor status quo in the plants, 
has temporarily shifted the onus 
for labor peace to management. 

Thus, it was explained, it would 
be most difficult under present 
conditions to shift the production 
mix speedily enough to accommo- 
date dealers complaining of short- 
ages in certain fast-selling models. 
Cleanup merchandising, at best, 
is a hit-and-miss event. It is not 
uncommon for a sudden run on 
certain models to create shortages 
which had seemed improbable only 
weeks before. 

= 

HE Buick dealers constitute one 

line most concerned about the 
threat of cleanup scarcities. The 
main Buick plant in Flint is ear- 
marked for the first changeover 
shutdown in the industry. 

A cleanup-type sales incentive 

(Continued on Page 4, Col. 1) 


Used-Car Stocks 
Dive to Lowest 


Level Since 756 


By John K. Teahen Jr. 
Staff Writer 
TOCKS of unsold used cars held 
by franchised dealers have 
fallen below the 30-day limit for 
the first time in 18 months, accord- 
ing to Automotive News’ estimates. 

On June 1, dealers had a 293- 

day selling supply of used units, 

compared with 36.4 days a month 
earlier and 304 days (the year’s 

low) on June 1, 1957. 

The last time the stock figure 
dropped below 30 days was Dec. 1, 
1956, when used-car supplies were 
good for a bare 20.2 days. That 
capped five straight months of in- 
ventories below the 30-day level. 

= + +. 


. * 


HIS year was the fourth con- 
secutive June 1 that used-car 
stocks have been within an eyelash 
of the 30-day mark. As noted, last 
year’s total was 30.4 days. It was 
30.5 in 1956 and 29.1 in 1955. 
Profits apparently are climbing 
(Continued on Page 4, Col. 3) 
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By Kenneth C. Kelley Jr. 
Staff Writer 
DETROIT. — Vehicle leasing 
offers auto dealers solid profit op- 
portunities but the dealer consider- 
ing a leasing operation had better 
look before he leaps. 

That is the gist of the experts’ 
advice offered here at an NADA 
working conference on_ vehicle 
renting and leasing. 

The dealer is ideally situated to 
go into the renting and leasing 













































Dealers have the equipment to 
service the vehicles, are prepared 
to sell used units at the end of 
lease periods and have the reputa- 
tion of being “Mr. Transportation” 
in their communities. 

But renting and leasing is a busi- 
ness in which small details can 
mean the difference between a 
profit and a big loss. For instance, 
an error in the selection of 
surance can leave the dealer wide 
open to a big loss if one of his 
units is involved in a collision. 

Speakers for the conference in- 
cluded Kenneth Glaser, president 
of Lend-Lease Transportation Co., 
Minneapolis; James Mulgrew, Eu- 
clid (O.) Ford dealer who is in the 
renting and leasing business; 
Joseph Taravella, president of Cars 
Rental, Inc., Fort Lauderdale, Fia.; 
Sam Lee, president of Lee Fleet 
Management, Inc., Cleveland, 

Also J. A, Ross, general man- 
ager of National Auto Leasing 
Co., Detroit; Ken Brown, Detroit 
dealer who has an extensive 
truck leasing business, and Ellis 
Lyons, Washington attorney and 
expert on tax and depreciation 
laws as they apply to the leasing 
business. 


Glaser opened the conference by 
sketching the growth and potential 






ATLANTIC CITY, N. J.—En- 
gineers must meet the challenge of 
providing space for seats before 
lower-profile cars can be built, a 
Fisher Body engineer told the 
summer meeting of the Society of 
Automotive Engineers here. 

Philip O. Johnson said “ex- 

tremely low profiles have been 
achieved in many European cars 
and in several American cars of 
the two and four-passenger 
variety, but no one here is pro- 
ducing six-passenger cars with- 
out having two of the passengers 
sitting astride the hump which 
houses the driveshaft.” 

A reduction in seating capacity 
to obtain lower profiles is inadvis- 
able because of the limited appeal 
of two and four-seat cars, Johnson 
added. 


“The height of the tunnel (hump) 
rather than the chassis frame is 
still the limiting factor in determin- 
ing how low the car can be built,” 
he continued. 

“Much of the solution is going 
to have to come from those en- 
gineers working on suspensions, 
transmissions, drivelines, exhaust 
systems and chassis frames,” John- 
son said. “It may be necessary to 







































Trico Safety Device 
Latch-Locks Car Doors 


completed tooling for production 
of its new “Automatic Intrusion 


locking of car doors, The 
pany said the system is expected 
to be used on some 1959 models. 


All four doors are latch-locked 


business, the speakers pointed out. | 


in- | 


SAE Convention Hig hlig Fr 
Lower Cars Pose Test 


AUTOMOTIVE NEWS, JUNE 16, 1958 
Experts Warn at NADA Panel: 


Leasing Entry Calls for Caution 





|of the leasing and rental industry. | 
|He noted that the number of cars 
|leased had quadrupled in the last | 
|eight years and said that further| 
| growth is expected. 
| Mulgrew told how individual deal- 
ers like himself could get started | 
|in the leasing business. Taravella, | 
Lee and Ross discussed the advan- | 
tages of belonging to a national) 
| leasing system as well as outlining 
|general details of successful leas-| 
ing. 7 

Brown spoke on the leasing of 
|trucks and special equipment and 
contributed information on leasing 
in general while Lyons spoke on 


Early Action Due 
‘On Sticker and 


| Territory Bills 


| WASHINGTON.—Senator Charles 
Potter, Michigan Republican, was 
|named chairman last week of a 
| special subcommittee of the Senate 
Interstate and Foreign Commerce 
Committee to hold hearings within 
the next 10 days on the so-called 
|territory security bill—S3865. 

| The “area of sales and service 
| responsibility” bill was introduced 
| jointly with Rep. James C. Wright 
| jr., Texas Democrat. 

| Meantime, it was learned that 


the House Interstate and Foreign 
|Commerce Committee is expected 
|to report to the House this week 
i Monroney auto price sticker 
bill. 

Favorable action by the full 
|House committee is expected in 
| spite of stumbling blocks, like the 
unfavorable Justice Department 
|report. The Senate already has 
| passed the bill. 





find some new concepts and new 
materials for future car seats.” 


R. H. Maguire, Ford division 
stylist, said the four-seat Thun- 


for future auto design. The T- 
Bird comes closer to being a 
“universal car” than any other 
since the Model T, he added, 

D. N. Frey, Ford division execu- 
tive car engineer, said the car was 
designed to achieve four-passenger | 
capacity with good entrance room| 
and seating comfort. He said first 
design work was done on a 108- 
inch wheelbase, but it was changed | 
later to 113 inches to attain a 
better proportioned silhouet. 

Maguire and Frey discussed 
Thunderbird design and develop- 
ment. 

Darl F. Caris and Edwin E. | 
Nelson, GM engineering staff, 
said present engines can give the 
motorist miles-per-gallon divi- 
dends up to approximately 17-to-1 
compression ratio providing the 
petroleum industry can econom- 
ically supply fuels for them. 

Reporting on experiments with 
seven V-8 modified production en- 
gines ranging from 9-to-1 to 25-to-1 
compression ratio, they said they 
found that an engine’s thermal 
efficiency “peaked” at the 17-to-1 
level. 

Further rises in compression 
ratios are likely to be limited by 
“rumble” unless changes are made 
in the chemical composition of 
fuels, said Warren M. Wiese, GM 
research staff. 

He defined “rumble” as a “low- 
pitched thudding noise which is 
different from knock but is associ- 
ated with combustion.” 

Wiese suggested changes in the 
aromatic (benzene) content of 
fuel and the use of certain phos- 
phorous additives to alleviate 
the “rumble” problem. 

Louis C. Lundstrom, director of 
the GM Proving Ground, called for 





|Ssystem’s help with credit, 
|}ance, accounting and billing were 


| 
i 
derbird may well be the pattern | 





(Continued on Page 61, Col. 1) 


the impact of depreciation and 
capital gains regulations of the 
leasing business. 

The speakers touched only 
lightly on the daily and weekly 
rental of cars. Mulgrew said that 
only a limited number of dealers 
could make money in the short- 
term rental business—those near 
resorts and military bases and 
those who can get the rental 
franchise at an airport. 

Without some ready demand for 
rented cars, the dealer will find 
that the time his cars sit idle eats 
away all profit in the rental busi- 
ness. 

The speakers differed on just 
how a dealer could best get into 
the leasing business or long-term 
rental business. Brown and Mul- 
grew advised a cautious beginning. 
“Slide in easy and you won't get 
hurt,” was Brown's advice. 

Ross said a dealership should be 
able to lease 100 units in order 
to justify going into the business. 
While the dealer might not begin 

with a large number of units on 
lease, Ross said that he must be 
prepared to sustain a $20,000 to 
$25,000 loss while he is building 
his business. 

In addition to a market for a 
sufficient volume of leased units, 
the successful dealer will need 
adequate manpower and avail- 
able capital, Ross said. 

Adequate manpower means two 
persons and perhaps some part- 
time clerical help for 100 leased 


units. Adequate capital means that | 


the dealer should have or be able 
to borrow about $100,000 for 100 
units. 

Membership in a national rental 
and leasing system was offered as 
a possible help in launching the 
dealership’s leasing business. 


The business referred to the) 


dealership by the national system, 
its national advertising and the 
insur- 


listed among the benfits of mem- 
bership. 

It was pointed out that a dealer 
would have little chance of obtain- 
ing an airport rental franchise 
without system membership. 

Lee said his firm also offers 
its professional advice and man- 


| agement service “which we think 


you can’t get anywhere else.” 


The speakers also offered a wide | 


range of advice on the “detvil) 
| work” which they said was so 
|important to successful leasing. 


These tips included: 
The leasing business is best car- 
(Continued on Page 61, Col. 4) 















































Automotive News Economic 


Business Barometer 


99.9 Percent of Last Week 
89.1 Percent of Like Week Last Year 


Auto Production ............... 73,666 110.7 56.9 
ey CED. cc con ecnneneee 16,110 107.8 69.2 
Auto Registrations— Year to date. 1535074 76.8 
Truck Registrations—yYear to date. 220,357 aoe 81.9 
Steel Production—tTons ......... 1,685,000 107.5 76.1 
Lumber Production—Board feet. ... 212,551,000 88.9 102.9 
Paperboard Production—tTons ... 248,617 100.6 94.4 
Soft Coal Oufput—tons ........ 7,145,000 94.3 80.9 
Oil Refinery Output—Borrels .... 46,828,000 102.1 92.4 
Electric Output—Kilowatt hours .. 11,681,000,000 104.7 101.1 
Barometer Freight Car Loadings 307,639 90.0 84.2 
Department Store Sales Index . 116 90.6 99.1 
Stock Market Price Index....... 329.2 101.1 92.4 
U.S. Government Spending 

—Fiscal year to date ........... $77 593,809,000 te 104.6 
Commercial and Industrial Loans $29,199,000,000 99.6 95.0 
Savings Deposits .............. $27,841 ,000,000 100.3 118.2 
Used-Car Prices—aAverage........ $971 99.6 108.2 
Business Failures................ 325 116.9 112.5 
‘on June Il June4 1958 Range — June Il June4 1958 Range 
Ae 13 134%, 14%- 8 ete nss<t — —_ . =. 
a a on saat: Mack...... 25Y, 25% 26%-21% 

Rnerees SP......... 5% 5%  6%- 2% 
GM........ 38% 38% 39%-33% White...... 46 47% 48 -40% 
* Kaiser Industries, parent firm of Willys Motors. 
(June 16, 1958) 








Motorcade— 


|New England 


Worren A. King, left, automotive merchandising manager for Life magazine, and 
Faye Emerson, seated, right, toured New England in a motorcade sponsored by Life. 
Here they are shown with Margaret Boodry, seated, left, executive secretary, 
Rhode Island Automobile Dealers Assn., who arranged for the motorcade to visit 


Providence, R. 1. 


Following official ceremonies with city and state officials in each 


city she visited, Miss Emerson made numerous radio and TV appecronces where she 


stressed the cavalcade theme “Enjoy life—tour New England in a new car.” 


General Motors, Ford Shun 


Car-Price, Excise-Cut Plan 


WASHINGTON.—General Motors 
and Ford have turned down a sug- 
gestion that they cut car prices 6 
percent in return for repeal of the 
10-percent Federal excise tax on 
new cars. 

Senator Paul Douglas, Illinois 
Democrat, offered to fight for re- 
peal of the excise, if the manu- 
facturers would agree to a price 
cut. Douglas had previously made 
a similar proposal which was re- 
jected. 

GM President Harlow H. Curtice 
said both of Douglas’ proposals 
“join two propositions which, if 
acted upon, would have the effect 
of reducing car prices but which 
otherwise are unrelated. 

“I happen to be of the opinion) 
that each should be considered | 
separately and on its own merits,” | 
Curtice said, adding that he felt 
the excise should be eliminated but 
that current car prices “reflect 
competition which is intense and 
ever-present.” 

Curtice said that he had “long 
been of the opinion that the excise 
| tax on automobiles, however justi- 


Silver Jubilee for Meleen 


CLINTON, Mass.— Paul Meleen, 
Meleen Motors, Inc. (Dodge-| 
Plymouth), received a plaque mark- 
ing his 25th anniversary as a Dodge 

| dealer. 
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fied as a war or national defense 
emergency measure, has outlived its 
usefulness.” 

On the price-cutting sugges- 
tion, the GM president said, 
“Prices in a free economy cannot 
be competitive if they are to be 
subjected to a measure of Gov- 
ernment control and regulation.” 

Henry Ford II answered Douglas 
for Ford Motor Co., saying that 
auto prices are not up as much as 
costs and the company is operating 
at a loss. 

Ford said the suggested price 
cut would aggravate the company’s 
current troubles and would cut 
profits by 50 percent in more pros- 
perous times. 

Douglas said he would work for 
a reduction of the UAW’s wage 
demands as a part of the price- 
cutting scheme. Ford suggested 
that Douglas “use your influence 
to alleviate the union demands.” 

The Illinois senator said that 
UAW President Walter P. Reu- 
ther “has given his general ap- 
proval” to the three-point pro- 
gram. Douglas added: 

“I still hope we can get together. 
Let not the auto manufacturers 
close the door to hope.” 


57 Vehicle Count 


‘Rises 3 Percent 


To 67,135,546 


WASHINGTON. — Motor-vehicle 


| registrations in the U. S. in 1957 


rose 3 percent over 1956, according 
to the Bureau of Public Roads. The 
total was 67,135,546. 

The total, up 1,981,736 over the 
1956 figure, included 55,906,195 pas- 
senger cars, 268,537 buses and 10, 
960,814 trucks. Percentage increases 
in each class over 1956 figures were: 
Passenger cars, 2.9; buses, 5.4, and 
trucks, 3.2. 

California had the highest 1957 
registration, with 6,831,950 vehicles. 
New York was second, with 4,777, 
649, and Texas was third, with 
4,095,462. 

Illinois, Michigan, Ohio and 
Pennsylvania each had more than 
three million and New Jersey more 
than two million. Nineteen other 
states had more than one million 
registrations. The eight leading 
states had 48 percent of the total. 

The smallest number of registra- 
tions were in Delaware, Nevada, 
Vermont, Wyoming and the District 
of Columbia. Each had less than 
200,000 vehicles. 


Tornado Strikes 
RENSSELAER, Ind. Curtin 
Motor Sales (Chrysler) was hit by 
a tornado that left only the walls 
of the building standing. Several 


new automobiles were covered with | 


bricks and wood, Many other busi- 
ness buildings in the area were 
demolished. 
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Dealer Forum 


by Robert M. Finlay 





ODAY’S dealer has his eye 
peeled on expenses. That makes 
sense. Cost-conscious operation is 
yital in such times. 
But while a dealer should spend 
time cutting expenses to survive, 


he should also give thought to} 


spending money to make money. 

There is no assurance that 
anything in the immediate fu- 
ture will come along to once 
again bring profits to those who 
sit and wait for them. 

Don’t count on hiding out for 
the duration of these difficult 
times. There’s no future in that. 


So more dealers are taking the 
initiative. They are cutting costs 
aggressively, but also they are 
looking for opportunities to spend 
money to make money. 

= * * 


UDY FICK, Kansas City Ford 

dealer and also a management 
consultant, accented action for 
profit at a profit panel at the 
Missouri auto dealers convention. 
The suggestions he offered are 
time-tested. They work—if they are 
worked. 

Fick indicates that many dealers 
are 90 percent dependent on floor 
traffic. 

For those who would go beyond 
the showroom, he offers suggestions 
as to other sources and ways to 
cultivate them. 


Some may fit in with your 
operation; some you will pass 
up. But take another look at 
them anyway: 

1. The service-customer file. Di- 
vide the list among the salesmen, 


Loan Violations 
Crop Up in N.Y., 


Dealers Warned 


BUFFALO.—The division of con- 
sumer frauds and protection set up 
by the state attorney-general has 
received complaints that a few! 
dealers are violating the Motor| 
Vehicle Retail Installment Sales 
Act. 

These violations consist of: Get- 
ting customers to sign contracts 
with blanks in them and increasing 
the amounts which the customer 


| giving so many letters to each. 
| Object is to check year models that 
| would be good merchandise for the 
| used-car department and, secondly, 
|units with mileage indicating pos- 
| sible trades. 

Have salesmen make personal 
contact with likely owners. Suggest 
| they study the service record so 
they will be able to talk intelli- 
gently about the owner’s car. 

> * * 


19 TIPS on following up new-car 
* purchasers. When an individual 
| gets a new car, he shows it off to 
his friends. Sometimes, says Fick, 
the new owner gives more demon- 
stration rides than a salesman. 

Owners who are sold on the 
salesman will be willing to point 
| him toward prospects among his 
| friends. 

So phone the new owner within 
72 hours after delivery to see how 
the new car is going. Check 
again in a week, and again in a 
month, Object is to make a 
friend of the owner and sell his 
friends. 

3. After delivery of a new car, 
|the salesman contacts all owners 
within a square block. The new car 
in the neighborhood is the con- 
versation opener. 
4. Many dealers rotate sales- 
|} men on the service floor the first 
two or three hours in the morn- 
ing. By assisting the writeup 
men, they get exposure to owners. 
5. Subscribe to newcomer listings. 
| Have someone watch daily papers 
|for reports on buildings rented, 
|space rented, sales of property, | 
business expansions, etc. 

> * + 





SOME dealers are back to the 


the monthly accounts payable 
|checks. This gives salesmen an 
entree to the supplier firm. Some 
salesmen sell themselves so well 
that they are able to get a list of 
employes. Others get approval to) 
check cars belonging to employes | 
in the parking lot. 

7. Not all businesses are af- 
fected to the same degree by a 
recession. Some even do better. 
Dealers and sales managers are 
giving thought to this and direct- 
ing salesmen to those where the 
odds are somewhat better. 

Start with businesses you know, | 





understood the contract would 
specify. 

The New York State Automobile} 
Dealers Assn. describes both of 
these violations as “extremely 
Serious,” since they violate the 
spirit as well as the letter of the 
law. 

Nelson K. Mintz, immediate past 
president of the association, is a 
member of the advisory committee 


then check the classified section 
of phone book. Might make this a 
subject for a sales meeting. 

8. Can you do anything to keep 
approaches to your dealership 
clear? Do you or your employes 
grab the best parking locations 
near dealership so that prospects 
find it difficult to get near the 
dealership? Point out to employes 
that it is to their advantage to 








to the division of consumer frauds 
and protection. In recent meetings 
of this committee with the attorney- 
general, Mintz said, these contract 
violations were an important sub- 
ject. 


index 


Advertising News 

Auto Dealer Changes 
Avto Market Reports 
Coming Events 

Court Decisions 

Dealer Ad Ideas 
Editorial 

Financial 

Highway and Safety News 
legislative News 
Letterbox 

New Products 

Obituaries 
Parts-Accessories News 
Personnel (Factory) 
Prices, New-Car 
Production by Makes 
Registrations, Cars, Trucks 
Salesmen—Case Histories 
Service Briefs 

Service Highlights 
Service Schools in Field 
Turnings 

Used-Car Auctions 
Washington Column 


keep the path clear for customers. 
Set a good example. 
> = * 

NOTHER veteran auto observer, 

H. Bertram Lewis, thinks of 
three kinds of dealers in connec- 
tion with today’s conditions: 
Dealer 1—postwar, likes cars but 
doesn’t know business; sells prices 
because that’s what his competition 
seems to be doing. 

Dealer 2—veteran dealer, knows 
business, but tired, has had a 
popular line so never had to do 
much about going out for business. 
Now cross-selling and bootlegging 
are bringing price competition from 
cities not too far away. His was 
one of few lines offering local 
service and that was an advantage 
until another line came in offering 
local service. 

Dealer 3—has attractive plant, 
popular line, good reputation, 
satisfactory service, a lot of in- 
fluential friends made by hard 
work and sound methods—and 
he has powerful springs in his 
heels. 

He is cultivating prospects long 
before they think of needing a new 
ear. He keeps in front by being 
smarter than the competition and 
working harder. 

Bertram insists that hard, smart, 
resourceful, everlasting work is the 
answer to price competition. 
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Salesmen Reject Offer, 


| SEATTLE.— The 70-day auto- 
| salesmen’s strike continued last 
week after some 400 members of 
Local 882 rejected a proposal by 
the King County Labor Council 
and Seattle-King County Automo- 
bile Trades Council. 

The Metropolitan Auto Dealers’ 
Assn. had rejected the proposal 
previously, but voted acceptance 
if one provision were changed. 

A new proposal will be drafted, 
it was reported, with an offer of 
2% percent of selling price or 30 
percent of gross profit, whichever 
is greater, or a flat 3 percent of 
the selling price. Dealers said 
the proposal would be acceptable 
if changed to 25 percent of gross 
profit. 











Leaders in Indiana— 


New officers of the Automobile Dealers Assn. of Indiana are, from left, seated, John 
| Eornshaw (Ford), Greencastle, president, and Stanley Pressier (Oldsmobile-Studeboker- 
| 6 Standing, 
|e plan whereby salesmen deliver | Princeton, treasurer; Frank Crews (Buick-Pontiac), 
Glenn Pitman (Ford), Lofayette, recording secretary. 


Packard), Bloomington, vice-president. 


Seattle Strike Continues 








/22 Points Listed... 





By C. L. Kern 
Staff Writer 


code of business ethics, designed to 
promote and maintain honesty and 
dependability in the retail automo- 
bile business in Indiana, was 
adopted by the Automobile Dealers’ 
Assn. of Indiana Inc., at its annual 
convention here last week. 

The code has been two years in 
preparation and was presented to 
the association membership for 
adoption upon the recommendation 
of its board of directors. Adherence 

* * t 





Henry loMar (Dodge-Plymouth), 
Huntington, vice-president, and 





Truck Sales Exceed °57 
In 12 Farm States 


By Kenneth C., Kelley Jr. 
Staff Writer 
T= long-awaited return of the 
farmer to the truck market got 
under way in April, the new-truck 


| registration figures for the month 


show. 


While total registrations for 
the month fell off, increased sales 
were reported in 13 states and 
the District of Columbia, Twelve 
of those states are predominantly 
agricultural areas. 


Another indication of increased 
truck sales to farmers was that 
International’s registrations in- 
creased. While most producers 
experienced declining sales, Interna- 
tional, long a leader in the farm- 
truck market, saw registrations 
increase by more than 700 units. 


Figures compiled by R. L. Polk 
& Co. show that April's registra- 
tions totalled 63,403 units. This was 
a loss of 15.95 percent from the 
75,438 total for April of last year 
but a gain of 14.34 percent from 


2 Dealer Groups 
In Florida Elect 


ORLANDO, Fla. — Frank S&S. 
Edelen, Frank Edelen Buick Co., 
has been elected president of the 
Miami Automobile Dealers Assn., 
and Lonnie Carr, Carr Buick, Inc., 
president of Tallahassee Automo- 
bile Dealers Assn. 

Other officers of the Miami group 
are Burt S. Kahn, Colonial Pontiac, 
Inc., vice-president; T. B. McGahey 
jr. T. B. McGahey Motors, Inc. 
(Chrysler-Plymouth), treasurer, and 
L. A. Schroeder, attorney, secretary. 

Theo Proctor, Proctor & Proctor, 
Inc. (Cadillac-Pontiac), was named 
vice-president of the Tallahassee 
group; Robert B. Drake, Drake Mo- 
tors, Inc, (Dodge-Plymouth), secre- 
tary, and Billie Mayo, Mayo- 
Mingledorff Motors, Inc. (DeSoto- 
Plymouth), treasurer. 





the 55,450 registrations in March 
of this year. 
* * . 

ie LINE with the year-to-year 

decline in sales, fewer registra- 
tions were reported in 34 states. 
Gains were noted in two areas 
dominated by the industrial and | 
urban markets—Massachusetts and | 
| the District of Columbia. 

But the good news for the truck 
industry came from the states 
which rely on agriculture for the 
| bulk of their business activity and 
| truck sales. 

Indiana’s April truck registra- 
| tions were 502 units higher than 
those of the like month last year. 













Indiana Okays Code 
Of Ethical Practices 


to the code is voluntary and is not 
mandatory in line of membership 


INDIANAPOLIS.—A 22-point| requirements. 


The code of ethics covers 
truth and accuracy in advertis- 
ing and selling of automotive 
products; promises to honor any 
guarantee given with the sale of 
cars and trucks; seeks to improve 
business methods and ethics and 
to maintain fair competition to 
the end that the public will be 
better served; pledges dealers to 
refrain from the performance of 
any act which would be injurious 
or detrimental to the automobile 
retail industry, and provides a 
guide to the public as to fair and 
unfair practices. 

The 22 points of the code are as 
follows: 

1. ACCURACY—Any advertised 
statements and offers of cars as 
to year, make, model, type, condi- 
tion, equipment, price, trade-in 
allowance, terms, etc., shall be 
clearly set forth and based upon 
facts. 

2. BAIT—Bait advertising and 
selling practices shall not be used. 
A car advertised at a specific price 
shall be in the possession of the 
advertiser at the address given. It 
shall be willingly shown, demon- 
strated and sold or, as to a new-car 
floor model, orders shall be taken 
for future delivery of the identical 
model at the advertised price and 
terms. If sold, the advertiser shall, 
upon request, show sales records 
of the advertised car which al- 
legedly has been sold. 

3. BUSHING—Bushing is the 
practice of increasing the selling 
price of a car above that origin- 
ally quoted the purchaser, after 
the purchaser has made an initial 
payment, either with money or 
with a trade-in, or signed a con- 
tract. Such practice is deceptive, 
not in the public interest and 
shall not be used. 

4. PRICE—When the price of an 
automobile is quoted, the car shall 
be clearly identified as to make, 
| year, model, special equipment, etc. 

(a) If the price or prices quoted 
are not the full price but instead 
only the downpayment, this fact 
must be clearly explained. 

(b) In listings where cars are 
specifically priced, the space in the 
price column may not be left blank 
opposite any car. 

(c) When the price of a car is 
advertised in a local medium, by @ 
local advertiser, such price must be 
the full delivered cash price which 
the customer must pay unless 
stated otherwise. 

5. “AS LOW AS”—Such sstate- 
ments as As Low As, From, etc. 
shall not be used in connection with 
a price unless a car or cars are 
available in each of the years, 
makes, models and types named in 
conjunction with the As Low As 
price quoted. 

6. SAVINGS CLAIMS — Because 





There was a gain of 213 units in 
Kansas. 
Other farm states reporting in- 
creases were Iowa, Nebraska, 
(Continued on Page 57, Col. 1) 












In this same 


dreams that 195: 
and the return o 
matically solve 
firmly believe one of the soundest 





Wemhoff 


remained about the same . 


On the House... 


To avoid excessive dealer floor-planning costs, car 
makers are being urged by James Johnson, Con- 
necticut’s NADA director, to establish new-car pools 
in various regions, similar to the warehouse pro- 
gram used in the 1930s. . 
the current sales-promotion lethargy, on the part 
of both factories and dealers, 
seen in his 40 years... 


chiding his members who “are yielding to day- 


is the re-evaluation of dealer policies, customer contact methods 
and sales techniques” ... The Don Allens have just given a $200,000 
administration building to Rio Grande College .. . 

Used-car volume was up on the sale of lower-priced units last 
month, report Chicago-area Ford dealers, while customer labor sales 
. . Minnesota association has started an 
intensive campaign for new members, under aegis of George Graham 
and Harris Borstad ... Rear Admiral Fred Bell, USN, retired, now 
NADA’s executive vice-president, has just been commissioned a full- 
fledged admiral in Goy, Daniel’s reactivated Texas Navy. 


the intrinsic value of a used car 

is difficult to establish, specific 

claims of savings shall not be 
(Continued on Page 58, Col. 1) 







. One auto veteran says 
is the worst he’s 
vein, Manager Louis Milan is 
9 models, pentup buying demand 
f @ prosperous economy will auto- 


their problems. That is why I 
management activities at present 


—Petre Wemuorr, Editor, 
Automotive News 
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Cleanup Shortages Hinted .. . 


New-Car Stocks Hit 
3-Year June Low 


(Continued from Page 1) 


aign is reportedly in the 
ee to felp Buick sales during 
the summer production layoff. 
Such a campaign would be most 
beneficial, by past experience, to 
the lowest-priced Special models. 
Whether there would _ enough 
Speci to take care of an up- 
+~ demand is a question for 
Buick dealers. Eastern Buick 
dealers have received from 60 to 
80 percent Specials this model 
year, but recession psychology 
has rebounded to the advantage 
of the lowest-priced series and 
stocks of Special hardtops are 
relatively small. 

A West Coast Buick dealer, on 
the other hand, said he had re- 
ceived only 20 percent Specials. He 
added it wouldn’t take much of a 
sales push to clean his Specials out 
and leave him “high and dry” with 
slower-moving, more-ex pensive 
stock. 


Y AND large, dealers in other 

lines said they were just be- 
ginning to receive adequate quan- 
tities of lower-priced cars. 

A Western GM dealer said Pon- 
tiac has given “exceptionally good 
cooperation” on this problem, but 
Chevrolet has sent him only 15 
percent Delrays and 20 percent 
Biscaynes. 

Ford dealers expressed no con- 
cern, declaring that the home 
office was sticking close to orders. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 

tn Transit Potential 
Period Field te Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1, °50.... 251,754 188,500 440,254 
Apr. 1, 50... 276,136 158,000 434,136 
duly 1, "50... 311,084 167,500 478,584 
Oct. 1, °50.... 208,367 157,800 366,167 
Jan. 1, "51... 306,888 89,900 404,788 
Apr. 1, ’61.... 406,541 1 545,041 
duly 1, 51... 357,606 90,700 448,306 
Oct. 1, 51... 250,762 500 
Jan. 1, '52.... 224,968 31,000 255 968 
Apr. 1, °62.... 213,391 83,000 296,391 
July 1, "562.... 193,462 84,500 277,962 
Oct. 1, "562.... 233,556 89,000 322,556 
Jan. 1, "53... 201,671 83,300 374,971 
Feb. 1, °63.... 324,835 86.600 412,635 
Mar. 1, ’53.... 389,011 87 200 476,211 
Apr. 1, ’63.... 446,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537, 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’63.... 517,119 82,200 599,319 
Sept. 1, °53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60.900 579,937 
Nov. 1, °53.... 538,087 68,300 606 337 
Dec. 1, ’53.... 430,876 29,000 459,876 
Jan. 1, "S4.... 428,125 346,600 464,725 
Feb. 1, "54... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’S4.... 541,911 64.000 606,911 
May 1, ’S4.... 638,775 68,500 607,275 
June 1, ’S4.... 503,219 62,500 565,719 
July 1, ’54.... 445,665 62,500 508,165 
Aug. 1, "54... 390,854 57,000 447,854 
Sept. 1, ’64.... 355,654 50,400 406,054 
Oct. 1, "54... 267,469 29,000 296 469 
Nov. 1, ’S4.... 120,107 37,500 157,607 
Dec. 1, ’54.... 203,453 61,700 
Jan. 1, '55.... 293,881 68,500 
Feb. 1, ’55.... 373,573 39,100 
Mar. 1, °55.... 467,655 95,000 
Apr. 1, '56.... 544,038 99,500 
May 1, ’55.... 660,341 162,700 
June 1, 55... 755,498 93,000 
July 1, '55.... 736,591 77,000 
Aug. 1, 55... 735,447 71,500 
Sept. 1, '55.... 675,964 37,300 
Oct. 1, °55.... 489,475 48,900 
Nov. 1, ’55.... 481,735 87,600 
Dee. 1, ’55.... 645,707 77,400 
Jan. 1, '56.... 755,177 53,300 
Feb. 1, ’°56.... 801,499 6% ,900 
Mar. 1, 56... 840,089 63,700 
Apr. 1, °56.... 827,977 68,100 
May 1, ’56.... 846,285 56,300 
June 1, ’56.... 746,012 52,890 
duly 1, 56... 613,451 50,568 
Aug. 1, '56.... 551,081 53,026 
Sept. 1, 56... 456,013 48,382 
Oct. 1, '56.... 288,103 25,900 
Nov, 1, 56... 212,967 65,008 
Dec, 1, °56.... 318,587 79,656 
Jan, 1, ’57.... 461,850 50,168 
Feb. 1, °57.... 561,934 68,100 
Mar. 1, '57.... 664,608 68,400 
Apr. 1, ’57.... 682,790 63,125 
May 1, °57.... 677,706 59,500 
June 1, '57.... 724,329 63,420 
duly 1, °57.... 682,121 63,090 
Aug. 1, ’57.... 645,445 59,300 
Sept. 1, 57... 684,484 45,052 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov, 1, ’57.... 380,740 300 449,040 
Dee, 1, °57.... 460,149 71,800 531,949 
Jan, 1, "58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 365,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 741,245 38,500 *779,746 
June 1, "58... . 36,500 128,864 


¢ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 








| George Christopher. 


A rural-area Ford dealer in the 
South reported a delivery mix 
from the factory of 45 percent 
Custom 300, 15 percent Fairlane 
and 40 percent Fairlane 500, 

In contrast, a big-city Ford re- 
tailer in the North voiced satis- 
faction with a 20 percent Custom 
300 and 10 percent Fairlane alloca- 
tions. He, too, said the cleanup 
could create a radical fluctuation in 
this distribution, but said Ford was 
cooperating in meeting these 
changes as they occurred. 


Chevrolet and Ford dealers also 
said there was some cause for 
concern over prospective shortages 
in the popular Impala and Thunder- 
bird models. 


> > > 


EVERAL dealers said the suc- 
cess of the Impalas and T- 
Birds was well-established in terms 
of their place in the price struc- 
ture, but that not enough empha- 
sis had been placed on lower- 
priced “volume merchandise.” 


“Cleanup is when the family boys 
come in for bargains on the four- 
door cheapie sedans,” an eastern 
Chevrolet dealer said. “If they can’t 
get exactly what they want at a 
decent price, they'll walk out and 
then pass over the ‘59 model be- 
cause it’s too much money or the 
wife doesn’t like the new design.” 


Reuther’s decision to stay on 
the job in the auto plants after 
the Big Three contracts expired 
provided an answer to one of the 
two June showdowns which had 
clouded the sales outlook last 
month. 


The other major decision— 
whether the auto excise would be 
cut—was made by President Eisen- 
hower and Democratic House 
leaders. Their agreement to string 
along with the 10 percent levy 
beyond the June 30 deadline should 
resolve one of the major market 
delaying factors of this recession 
year. 

However, one Detroit area dealer 
viewed the tax-cut “crisis” as 
meaningless from the standpoint of 
rescuing the market. 

“Volume is so low when you look 
at °'57,” he said, “that a $60 tax 
cut certainly wouldn’t have saved 
us this year.” 


tos | Ex-Head of Livery Stable 


Sells Ford Deal in Ohio 


OAK HILL, O.—T. S. Davis, who 
closed his livery stable in 1920 to 
enter the auto business, sold his 
Ford dealership to Morton Abele, 
Jackson. 

Davis and his brother, the late 
Dave S. Davis, bought the livery 
stable in 1912 and turned to auto 


| selling eight years later. 


Promoting Station Wagons— 

Spring, 
in San Francisco add up to a repeat of 
last year's successful promotion, “Station 
Wagon Week." Sponsored by the Motor 
Car Dealers Assn. of San Francisco, the 
event got underway last week. From left, 


summer and station - wagons 


Clarence Krieger, association president, 
and Amos T. Crowl, secretary, receive 
the official proclamation from Mayor 





| 








Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. 


June 11 


BUICK—’57 RM Hardtop, $2,185* (ps); 
Century conv., $2,100* (ps); Special 
conv., $2,100*. 

56 Century Hardtop, $1,380° (ps); 
Special sedan, $1,350*; conv., $1,- 
300° (ps). 

’55 Super sedan, $1,050* (ps), $950* 
(ps), $915* (ps); Special sedan, 
$910*, $850. 

’54 RM Hardtop, $800* (ps); Special 
sedan, $480*. 

’51 Super sedan, $140*. 

CADILLAC—'57 (62) sedan, 
(ps). 

‘55 (60) Special sedan, $1,870* (ps). 

CHEVROLET—'57 Bel Air station 
wagon, $1.840* (ps); sedan, $1,- 
715*, $1,670* (ps), $1,625°, $1,620° 
(ps); sport coupe, $1,650° (ps), 
$1,510*; Two-ten club coupe, $1,- 
470*; sedan, $1,410*. 

"56 Two-ten (8) station wagon, $1,- 
170°; Bel Air 2-dr., $1,125*. 

‘55 Bel Air (8) Hardtop, $815*; One- 
fifty 2-dr., $700. 

"54 Two-ten station wagon, $525*. 

"53 Bel Air sedan, $400, $330, $325. 

"51 Bel Air coupe, $160*. 

CHRYSLER—'57 Windsor Hardtop, $1,- 
895° (ps). 

"56 Windsor sedan, 
(ps). 

"55 NY sedan, $1,075* (ps), $930° 
(ps). 

"54 NY sedan, $705* (ps). 

"63 NY coupe, $305°. 

DESOTO—’'55 Fireflite sedan, 
Firedome sedan, $875*. 

DODGE—'57 Coronet (8) 2-dr., $1,525°. 

"56 Coronet (8) Lancer Hardtop, $1,- 
350° (ps); sedan, $965. 

"55 Coronet Lancer Hardtop, $1,025*; 
sedan, $710°. 

"54 Meadowbrook coupe, $275. 

"53 Hardtop, $300; sedan, $140. 

FORD—'58 Thunderbird, $3,825*, $3,- 
805; Fairlane (8) 500 Hardtop, $2,- 
200°. 

"S7 Fairlane (8) 500 sedan, $1,815°*, 
$1,750° (ps), $1,735*, $1,725*, $1,- 
550; conv., $1,685* 

"56 Fairlane (8) Victoria, $1,380*; 
conv... $1,260°, $1,245* (ps): sedan, 
$1,150°; Custom Victoria, $1,125°; 
Ranch Wagon, $1,020; Main 2-dr., 
$890°, $850, $650. 

‘SS Fairlane Victoria, $915*, $a850° 


$3,100° 


$1,420°, $1,350° 


$1,125°; 


Sale every Wednesday. 


(ps), $850*°, $835; conv., 
sedan, $885*, $865, $815°, 
Custom sedan, $550. 

54 Custom sedan, 
Main sedan, $355. 

"53 Crest Victoria, 
sedan, $285, $280; 
$285. 

"52 Custom sedan, $245. 
"50 club coupe, $185. 
LINCOLN—’56 Premiere Hardtop, $1,- 

860° (ps). 

’55 Capri Hardtop, $1,100* (ps). 

MERCURY—’58 Monterey conv., §$2,- 
510°. 

"57 Monterey Hardtop, $1,860* (ps), 
$1,810*, $1,665*; Montclair sedan, 
$1,800* (ps); club coupe, $1,820* 
(ps). 

"56 Montclair Phaeton, $1,260*; Mon- 
terey Phaeton, $1,175*. 

"55 Montclair Hardtop, $905*. 

OLDSMOBILE—’58 (88) Super Hard- 
top, $2,910 (ps). 

"ST (98) conv., $2,300° (ps); 
top, $2,195* (ps), §$2,175* 
(88) Super Hardtop, $2,055*. 

"56 (88) Hardtop, $1,530* (ps); 2-dr., 
$1,175*, $1,150°. 

"55 (88) Super Hardtop, $1,225*, $1,- 
165°; (98) Hardtop, $1,225* (ps); 
(88) Hardtop, $1,070*; sedan, $1,- 
000*; conv., $1,085°*. 

"54 (88) conv., $825°; sedan, $705°. 

"53 (88) Super sedan, $350°. 

"50 (88) conv., $290°*. 

PACKARD — ‘55 Clipper Constellation, 
$725° (ps); sedan, $510*. 

PLYMOUTH—’5S Belvedere (8) sedan, 
$2,055°. 

"57 Belvedere (8) Hardtop, $1,670* 
(ps); Savoy (8) Hardtop, $1,550*; 
sedan, $1,410*; Plaza sedan, $1,- 


375°. 

"56 (6) Suburban, $1,050°; Savoy 
sedan, $825°, $805°, $800; Plaza 
sedan, $680. 

"55 Belvedere (8) Hardtop, $890*; 
Plaza sedan, $545; Savoy sedan, 
$575. 

"54 Savoy sedan, $425°. 

PONTIAC—’56 Star Chief Hardtop, $1,- 
300°, $1,185°. 

"55 Star Chief conv., $1,010*, $950*: 
Hardtop, $1,000°; Chieftain Hard- 
top, $950°, $935°. 

"53 sedan, $200°. 

RAMBLER—'54 2-dr., $510, $420. 
MISCELLANEOUS — '54 Chevrolet 
ton pickup, $475. 


$895°*; 
$790°* ; 
$495*, $435°; 


$500°, 
Main 


$390°*, 
sedan, 





Hard- 
(ps); 


ly 





“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 44, 46, 48, 49 and 56 


Used-Car Stocks Descend 


To Lowest Lev 


(Continued 


slightly in the used-car arena. 
While some 44 percent of dealers 
reporting told Automotive News 
that grosses are skimpy, the 
remaining 56 percent expressed 
satisfaction with the profit pic- 
ture. 

Among the more succinct com- 
ments was that of a Texan—a man 
of few words—who replied: “Vol- 
ume good; profits up.” 

A Mountain States dealer de- 
clared that used-car prices in his 
area are firm and that his profits 
are approximately 18 percent above 
wholesale. 

. > > 
SOUTHERNER called the situ- 
ation “good” because “all used 


cars are put in inventory at whole-| 


sale.” 

On the West Coast, a retailer 
voiced a complaint that always 
accompanies a strong used-car 
market. He said the cars are sell- 
ing well and profitably, “but good 
used cars are awfully scarce.” 

On the debit side, three Mid- 
westerners, all from different 
states, called sales “fair,” and 
said that profits were “slim,” 
“narrow” or “way down.” 

A Great Plains retailer was satis- 
fied with the sales picture, but 
complained “we are having diffi- 
culty making our 3 percent on 
volume.” 

In the East, a dealer in a metro- 
politan area declared that used 
ears are selling “very well in rela- 
tion to supply, but are off about 
15 percent from last year.” 

* . - 


HE used-car inventory decline 
to 29.9 days was a dip of 178 
percent during May and found 27.8 
percent of the reporting dealers 
with stocks of 15 days or less. 
This was the greatest percentage 
of retailers in this category since 
December, 1956, and compared with 
21.4 percent in this bracket on May 
1 of this year. 
Another 38.9 percent were in 
the 16-to-30-day class, compared 
with 35.7 percent a month earlier. 
That put 67 percent of the report- 
ing dealers within the 30-day limit, 
a figure that has not been topped 





el Since °56 


from Page 1) 


since December, 1956, when 87.9 

percent were in that class. A 

month ago, 57.1 percent had stocks 

of 30 days or less. 
2 


Imports Capture 14 Pct. 


Of Los Angeles Market 


LOS ANGELES.—Imported cars 
accounted for 14.55 percent of April 
new-car registrations in Los An- 
geles County, according to figures 
compiled by Reuben H. Donnelley 
Corp. Some 2,125 of the 14,607 cars 
registered came from overseas. 

Volkswagen alone captured 4.13 
percent with 603 units. The German 
entry took sixth place. 

Six other imports finished in the 
top 20. Their places and totals 
were: Renault, 12th (274 registra- 
tions); Volvo, 14th (158); Fiat, 15th 
(150); Triumph, 18th (125); MG, 
|19th (108), and Opel, 20th (101). 
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A 'Home' on Wheels— 


SSS 


Turmoil Erupts 


At NADA Parley 


Policies Under Fire 
From Second Group 


(Continued from Page 1) 


declined to comment on results of 
the discussion, however. 

Chaffin noted that NADA’s 
Young Automotive Managers pro- 
gram is currently expiring. 

“Few constructive recommenda- 
tions have been offered for the 
encouragement of this fine group 
of people, with whom we are losing 
our affiliation,” he chided fellow 


directors. 
> ? > 


HAFFIN said he had talked 

with YAM members, and that 
most want some sort of continuing 
program. 

The NADA president noted that 
both NADA’s business management 
and public relations programs are 
suffering from financial limitations. 

“No one will question retail auto- 
mobile dealers are badly in need 
of better public relations,” he said. 

Chaffin’s references to contro- 
versy and ailing programs were a 
far cry from the robust “action 
programs” which appeared so fre- 
quently during the early part of 
Bell’s tenure. He closed with an 
appeal for unity, quoting William 
E. Holler: Ao 


7 

"'—D? NOT let anything — or any- 
body divide, disrupt, or 
destroy your great influence and 
tremendous strength. You must all 
think — act — and work together. 
United you stand—divided you fall.” 
The projected meeting with 
Romney will cover at least the 
following points: 
Are dealer councils the proper 
mechanism for handling dealer- 
factory competitive problems, or 
is legislation necessary and desir- 
able? On what basis and in what 
areas can NADA and the fac- 
tories cooperate most effectively? 
Romney did not attend NADA’s 
annual dinner for manufacturers, 
held in conjunction with its board 
meeting last Wednesday, nor did 
the presidents of the Big Three. 
Chaffin told guests at the dinner 
that “regardless of how you char- 
acterize our present status, people 
just aren’t willing to buy cars — 
at least in the numbers necessary 
for the dealers, the manufacturers, 
and allied industries to operate 
successfully and profitably.” 

” * 7 


H® SAID the auto industry “has 
been caught in the whirlpool 
of unwarranted public criticism, 
unreasonable labor demands, un- 
fair tax burdens and, all too often, 
uninterested Government coopera- 
tion.” 

Suggesting that “we have fallen 
heir to this mantle of almost uni- 
versal disfavor through our own 
lack of attention,” Chaffin called 
on the industry to “embark on an 
educational public relations pro- 
gram to prove to the public, once 
and for all time, that our industry 
is worthy of its confidence and 
support.” 

Chaffin did not say whether his 
own board of directors would back 
such a program, however. 





The “pushbutton camper" is a Ford station wagon transformed into a four-bed 
home on wheels. It was created by Ford and Reynolds Metals. On the road, the 
“camper” looks much like any other wagon carrying a cartop boat. The driver can, 
by pushing a series of buttons, lower the boat, locate a kitchen on the tailgate 
and extend a canopy to shade the cook. Included in the equipment are a refrig- 
erator, sink with hot and cold water, stove, shower and sleeping accommodations 
for four. The “camper” is being featured in Ford Motor Co.'s “Design for Station 


Wagon Living" exhibit in Detroit. Most of the equipment is aluminum. 
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heres ‘top drawer selling! 
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pera- Top selling tactics nowadays call for complete selling. 
fallen 
- UNni- 
own 


You not only sell the desirability of the car but you sell its immediate 


called availability through financing. 

= You not only sell the convenience of power steering but you sell the 
~ convenience of financing the car purchase. 

"pack You not only sell the safety features of power brakes but you sell the 


safety features of adequate insurance coverage. 





Associates Pleasant Purchase Program can help you do a more complete 
selling job with one of the most comprehensive and flexible, financing- 
insurance plans in the business. Better listen to the man from Associates 
... he’s got full details on the Associates Pleasant Purchase Program. 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Depates at Chrysler 
Weaken UAW Stand 


By Frank Gawronski 
Staff Writer 

oe United Auto Works’ plan of 

keeping labor peace with the 
Big Three auto makers showed 
signs of cracking last week with 
continued labor troubles at Chrys- 
ler Corp. 

The flareups dis- 
rupted the no-con- 
tract operations 
which have pre- 
vailed since the 
union’s agreements 

with Chrysler, Ford Motor Co. and 
General Motors expired over the 
Memorial Day weekend. 

Although the disputes were 
minor, they gained importance as 
possible signs that the UAW may 
not be able to maintain the disci- 
pline it must have to stall off set- 
tlements until the union’s bargain- 
ing position improves. 

Top UAW officials aim to avoid 


all disputes at plants while nego- 
tiating for new contracts until 
new models get into production 
later this year, At that time, the 
union might use its strike threat 
effectively. 


How long union officials can keep 
their members on the job depends 


Replacement Tires 


Show 16% Gain 


NEW YORK. —Replacement pas- 
senger car tire shipments in April 
increased 16.74 percent over March 
shipments, according to the Rub- 
ber Manufacturers Assn. 

This increase, which was higher 
than seasonal proportions, more 
than offset the reduction in original 
equipment shipments and resulted 
in a 3.72 percent reduction in car 
tire inventories, it was reported. 


on how far the auto companies 
may “push” the workers and how 
much pressure the international 
union can keep on its locals. 

+ * * 


Stewards Disciplined 


Chrysler row is a direct re- 
sult of the expiration of the 
Chrysler-UAW contract. 

After the contract expires, Chrys- 
ler ordered a reduction in the num- 
ber of company-paid stewards and 
shop committeemen, a limitation 
on the number of hours they could 
spend on union grievances and re- 
strictions on the times when such 
business could be conducted. 

Since the changes were put 
into effect, Chrysler has given 
disciplinary layoffs to more than 
200 stewards and committemen 
for refusing to do assigned work. 

This resulted in three walkouts 
and the closing of three plants by 
Chrysler in the first two weeks of 
the no-contract operation, The 
shutdowns occurred at the Dodge 
truck plant and the Plymouth final 
assembly and nr plants. 

+ * 


Union Shasies Company 


ION officials claimed the sus- 
pensions by Chrysler  repre- 





Ford Veteran Buys 


Import Deal in Utah 


SALT LAKE CITY.—Forty 
years ago C. B. Petty established 
a Ford dealership in Salt Lake 
City—Petty Motor Co.— which 
still is one of the area’s largest 
Ford outlets. 

Last week, following his desire 
“to sell the public what it wants,” 
Petty purchased Sports Cars, Inc., 
from Ernest D. and Paul D. 
Schettler, and immediately 
started plans to enlarge the sales 
facilities, install a service depart- 
ment and make other improve- 
ments. His firm will handle MG, 
Morris, Austin-Healey, Austin 
and the new Sprite. 





walkouts and stop assembly be- 
cause of the high inventory of un- 
sold cars. 

In addition to the layoffs of the 
stewards, union leaders are com- 
plaining of production changes, 
speedups, cutbacks in rest time 
and job-timing studies. 

Norman Matthews, UAW vice- 
president, and Don Viano, presi- 
dent, Plymouth Local 51, announced 


sented a company attempt to force’ that members of the local will take 





the 3-R’s* for servicing 
hydraulic brake systems... 





CSRELINE 





REFIL 


with Wagner Lockheed Brake Fluid 





--- it’s balanced to function under all driving conditions 
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with Wagner Lockheed Brake Parts 


ee they’re the same high quality as original equipment 





with Wagner Lockheed Brake Lining or Exchange Shoes 
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a strike vote, but no ee iiss) nn ces wate but ne dele wen was set, 
The local represents about 3,500 
workers at the Plymouth final as. 
sembly and engine plants. 

While the Chrysler situation re. 
mained explosive, operations at 
both General Motors and Ford 
went smoothly except for a 24-hour 
strike at a GM plant near Pitts- 
burgh. 

GM and Ford also revised their 
grievance procedure when contracts 
at all Big Three companies ran out. 

Meanwhile, contract talks are 
continuing at what appears to be 
an unhurried pace between the 
UAW and Chrysler, Ford and GM. 


* * + 


Canadian Talks Open 


- CANADA, negotiations have 
started between the UAW and 
General Motors of Canada for a 
new contract to replace the one 
expiring Aug. 1. The contract with 
Chrysler of Canada expires Aug. 15 
and the one with Ford Motor of 
Canada, Aug. 31. 


The union is seeking a wage 
increase to close the gap between 

pay in U. S, and Canadian GM 
plants. This is about 38 cents an 
hour for production workers and 
70 cents for skilled workers. 


The union also wants to incor- 
porate a 17-cent cost-of-living fac- 
tor, improved pensions and unem- 
ployment benefits, increased shift 
premiums, company-paid hospital 
and medical care and two addi- 
tional paid holidays to bring the 
number to 10. GM of Canada pro- 
duction workers now earn $2.02 an 
hour. 


In Canada, labor and mangement 
must submit their differences to 
conciliation before they are per- 
mitted to revoke the terms of their 
agreements. 

> = ” 


Mechanics Get Raise 


ON THE dealer front, members 
of Machinists Lodge 2171 have 
gained 15-to-25-cent wage increases 
in a renewed contract with Hall- 
man’s Chevrolet, Inc., Johnstown, 
Pa. Top pay for mechanics is now 
$2.05 an hour. 


The union also gained vaca- 
tions of one week after one year 
of service and two weeks after 
two years. The contract provides 
for six paid holidays a year, dou- 
ble time for Sunday and holiday 
work, a night-shift premium of 10 
percent and a grievance system 
with binding arbitration. The 
company will supply uniforms 
and will provide for laundering. 

In Toledo, mechanics have re- 
ceived an eight-cent hourly wage 
hike under provisions of a contract 
signed in 1957. The new minimum 
rates, according to the Toledo 
Automobile Dealers Assn., are $2.40 
per hour for flat-rated employes 
and $245 per clock hour for 
straight-time employes. 


Churchill Denies 
New S-P Car to Be 


‘Kin’ of Scotsman 


SOUTH BEND.—Harold E 
Churchill, Studebaker-Packard 
president, denied speculation that 
S-P’s new car, scheduled for intro- 
duction this fall, will be a “warmed- 
over Scotsman.” 


In a story in the South Bend 
Tribune, Churchill said prepara- 
tions and sched- 
uling are “on 
target.” He de- 
clined to discuss 
details of the new 
models, but indi- 
cated the new 
offering would be 
an entirely rede- 
signed car, unlike 
any S-P now is 
making. 

Citing the en- 
thusiasm of com- 





H. E, Churehill 
pany officials and workers, Chur- 
chill said: 


“The executive committee of our 
union (UAW Local 5) has had & 
look at some of our plans and they 
are squarely behind us in this 
venture.” 

Another executive said the new 
model will be a “smaller” car but 
not “small” in the sense of somé 
European imports. It is scheduled 
to replace the Scotsman. 

The new car reportedly will have 
a considerably shorter wheelbase 
and overall length than the Scots- 
man, but inside dimensions will be 
practically unchanged. 
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What a record and what a car! Fact is, no automobile in No wonder so many astute automobile dealers are 
recent history has approached the sales increase that switching to Rambler. It’s the car that more and more 
Rambler has enjoyed in 1958. For the model year to date, Americans want. 

be Rambler sales are up 78.7 per cent. 

1 

i EC. ° 

kard Wouldn’t you like to sell the 

nero only car in the world that... 

Bend Holds the official NASCAR border-to-border and 


para- 


coast-to-coast economy records—less than a 
penny a mile for gas. (6 with overdrive.) 


Has top resale value among low-price cars. 


Is attracting more new, sound dealers than any 
other automobile. 
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t Much Profit .. . 


Dealers See Orderly Cleanup 


a heavy inventories and 
lagging sales, auto dealers from 
all sections of the nation are not 
panicky about the cleanup of the 
1958 models. They feel the cars will 
be moved in time for the 1959s to 
make their bows but most dealers 
feel they won’t make much money 
moving them. 

Talks with about two dozen 
dealers in Detroit for an NADA 
conference of vehicle renting an 
leasing showed most are mo 
worried about the long-range 
problems of the auto industry 
than the annual cleanup head- 
ache. 


GREY. IRON) eNSTINGS. 


| Quite a number of dealers said 
they had been able to tell their 
factories how many cars they 
want and so have no inventory 
problem. Not one of the group ex- 
pressed any doubt about moving 
his 1958s by new-model time. 
In fact, one Buick dealer said 
Indiana Bans Sunday Sales 
INDIANAPOLIS. —A 1957 law 
banning auto sales on Sunday in 
Indiana went into effect June 8. 
A series of court actions had de- 
| layed enforcement of the statute. 


“I think we will have a shortage.” 
* + 
MISSOURI ies said he felt 
the dealers were now in a 
position to dictate to the factories 
just as the consumer is dictating to 
the dealer and all other retailers. 
None of the dealers questioned 
mentioned any efforts by factories 
to make them boost their volume 
or take more cars than needed. 
A Michigan dealer was asked 
about his relations with the 
factory. He smiled and said, 
“They have been courteous, but I 
suspect the spots are still there.” 
The dealers who have been losing 
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PRODUCTION FOUNDRIES 
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1866 


1958 


|money so far this year see little 
hope for improvement before the 
1959s are out. Those who are in 
the black hope to go on “making 
just a little bit each month” until 
fall. 
* * 
HE effect of the recession can 
be seen in talking to a cross 
section of dealers. Those from the 
industrial areas have been hit hard. 


A Pittsburgh dealer just shrugs 
his shoulders and gives a pained 
expression when asked how sales 
are going. “We just finished an 
Auto Buy Now week. It fell flat 

| on its face,” he said. 

In the areas where the reces- 
sion has not hit quite so hard, 
dealers have fared a little better. 
A Minnesota dealer pretty well 
summed up the feelings of those 
in smaller communities when he 
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said, “It’s been a good year.” He 
was not very enthusiastic when 


he said good, 

A dealer from St. Paul saw two 
rays of hope—the 1959s and ised 
cars. 

“Things will be better when we 
get the new models, when we give 
people something to get excited 
about,” he said. He added that he 
had seen the new model in his line 
and it is “really great.” 

He said that the only real 
money in car retailing is in used 
units. “Everybody has the same 
new cars so selling one gets to be 
a price deal. When you have one 
specific used car and have a man 
sold on it, you can make a little 
money—he can’t go down the 


street.” 


* * * 


A* of the dealers agreed there 
was little money to be made 
selling new cars. One dealer who 
was in business through the de- 
pression of the 1930s said the 
dealer’s lot “has never b2en worse.” 


“Look at all these dealers here,” 
said a man from the Mississippi 
Valley. “They are looking for 
another avenue to profit. They 
don’t have it any more in selling 
new cars.” 

The interest shown in the leasing 
| conference surpassed the expecta- 
| tions of NADA officials. They had 
prepared for a little more than 200 
|}at the meeting and 350 attended, 
not only from the Midwest but from 
| such far away places as Mexico. all 
|of the Pacific Coast states and 
| Puerto Rico. 


| Two of the conference speakers 
| raised the possibility that new-car 
| prices might be lower in the next 
few years, a change that a number 
|of dealers said they would like to 


| see. 


The car-leasing business is con- 
cerned about new-car prices as 
they affect the resale price of the 
units which have come in from 
lease deals, so they watch price 
trends closely. 


One lease official said he thought 
lower prices were a definite possi- 
bility because “it looks like the auto 
industry priced itself out of the 
market. They can cut prices easily 
by taking out a few things that 
you will never miss.” 


—Kenwnetu C. Kewrey Jr. 


‘Rambler Guides 
Dealer Quest for 
1,700 Salesmen 


DETROIT.—American Motors 
has announced an intensive pro- 
gram to assist Rambler dealers to 
| hire and train new sales represen- 
| tatives. An additional 1,700 Rambler 
| salesmen are sought. 


Roy Abernethy, vice-president 
of automotive dis- 
tribution and 
marketing, said 
field officials of 

| American Motors 
|}now are meeting 
with dealers 
across the coun- 
try to outline the 
hiring plan. 

The recruitment 
and training pro- 
gram tells dealers ne 
how to find and Roy Abernethy 
select the right kind of salesmen 
and how to train them. It provides 
various types of compensation 
plans and gives a formula so that 
each dealer can determine how 
many salesmen he should have. 
Rambler dealers will receive sales- 
men’s application blanks and ex- 
amples of classified ads which they 
can run in newspapers. 


Sales Executive Wins 
Satevepost Stutz Contest 


NEW YORK. — Walter G. 
Willie, sales vice-president of 
Toni Corp., Chicago, won the Sat- 
urday Evening Post’s 1925 Stutz 
with matching raccoon coat, first 
prize in the magazine’s bonus 
circulation contest. 

Willie tied with Clinton Braine, 
account executive with G. M. 
Basford Co., New York, in guess- 
ing the Post’s first-quarter circu- 
lation bonus at 531,135, just three 
under the exact total. Braine, 
named runnerup, received an 
electric golf car of the type used 
by President Eisenhower. 
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Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


REG U.S. PAT. OFF. 


Bendix tivisrox South Bend, wo. Condi” 
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AUTOMOTIVE 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of and off taxes, collected by states and federal 
governments, to the building and maintenance 5 

b individual freedom, which made the U. S. A. 





Capsule Comment 


With one out of every 14 buyers preferring a foreign car, 
imported jobs reached a new high of 7.27 percent in April 
sales penetration of the U. S. market. 

A year ago foreign-car sales comprised only 2.41 per- 
cent of total U. 8. sales. 








Posted new-car prices have engendered public confidence | 
“but they haven't accounted for a single sale,” report Cleve- | 


land dealer's. 
Maybe it’s like locking the barn after the horse is stolen. 


The average person who buys a new car on credit now has 
a monthly income of $477, highest in history, according to 
Universal CIT figures. 
However, the analysis showed that 40 percent of all 
new-car buyers in March still owed money on their trade- 
ins, the average debt being $936. 


General Motors announces it has halted subsidies on sales 
of vehicles to state, county and municipal governments. 


Dealer groups, having worked hard and long to end this 
abuse, breathed a sigh of thanks. 


Possibility of a cut in the unjust auto excise levy now ap- 
dead, unless last-minute maneuvering in the Senate 
is successful. 
Once governments get their hands in the feed trough, it’s 
virtually impossible to get ’em out. ' 
Another attempt to raid the U. S. highway fund was 
blocked in the House the other day after the Commerce 
Dept. attempted to divert $32 million for forest highways 
and public-lands roads. 


As we said before... 
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Events 


Dealer Conventions 


June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 


Aug. 8&9—Montana Automobile Dealers 
cn. East Glacier Hotel, Glacier Park, 
ont. 


Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn, Bon Air Hotel, 
Augusta. 


Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


Sept. 57—Maine Automobile 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 


Sept. 7-9—Wyoming Automobile 
Assn., Lander, Wyo. 


Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 


Sept. 14-16—Michigan Automobile Dealers 


Dealers 


Dealers 
Springs. 


Dealers 


Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn. Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 
Sept. 21-23--New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 
Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 
Sept. 21-23—New York State Automobile 
Dealers, Inc. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 
Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 27-29—New Jersey Automotive Trade 


Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 


Inc., 


Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Nov. 1!2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-I8—Mississippi Automobile Deal- 


ers Assn., Buena Vista Hotel, Biloxi. 


Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 
Hotel, Chicago. 


Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hote!, Salt Lake City. 


Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—Nationa! Automobile 
Dealers Assn., Chicago 
Yo . . 
Auto Shows 


Nov. 5-ié—Turin Auto 


Nov. 21-30—Cleveland Auto Show. 
Hall, Cleveland. 


Show, Turin, Italy. 


Public 


Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 


Jan. 10-17—Pitisburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 


national Amphitheatre, Chicago. 


Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 


Apr. 6-l!—Denver Auto Show, Denver 
Auditorium, Denver. 

. 7 . 

General 
Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bldg., Eastern 
zaates Exposition, West Usringheld, 

ass. 


Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 


20 Years 


Owen 


The Big Stories 


There were more strikes in 1937 than in any other year in the 
history of the U. S., according to a survey by the U. S. Bureau of 
Labor Statistics. In the field of transportation equipment (manufac- 
ture of automobiles and parts) there were 165 strikes involving 372,400 
workers. This resulted in a loss of 4,721,000 man-days. 

Total production of cars and trucks in the U. S. and Canada in 
May, 1938, was 211,300 units against a total of 238,133 in April and 


540,377 in May, 1937. 


Motor taxes in 1937 hit a high of $1,494,404,000, a gain of nearly 10 
percent over 1936 when $1,361,345,000 was paid by the nation’s motor- 
ists, according to the U. S. Bureau of Public Roads. 


‘ 








Automotive Cartoon 


Of the Week 





“Thanks for the order, Mr. Still—for a while | thought you 
were just coming in here to build up an immunity.’ 


Letterbox 
‘Disenchanted ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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instance where a ‘perfect’ car was 
delivered to them. And, of course, 
they had such difficulties in trying 
to correct imperfections they finally 
gave up going back to the dealer 
in question. Thus the dealer's repu- 
tation suffered and you have a 
‘wary’ buyer developing. 


It is now we hear the some- 
what wild reports developing 
that Ford and Chevy have been 
built to use gas to satisfy the 
gasoline industry; that parts on 
cars are built to last so long, 
then you are expected to buy 
new parts; that Cadillac dealers 
never repair a car with less than 
a fifty-buck price tag on the job. 
Such reports spread fast and are 

believed by many, and in part by 
those who don’t believe them en- 
tirely. Auto dealers themselves are 
still believed to be coining money 
despite their cries to the contrary. 


Chrysler apparently has missed 2 
grand opportunity to come back in 
the industry. He (sic) built some 
beautiful looking cars last year, but 
alas, the ‘bugs’ in them are killing 
his comeback. 

A friend of mine bought the ‘57 
Dodge. This car had transmission 
trouble which never was success- 
fully corrected. As a result the car 
was traded off and Chrysler has 
lost a customer, if not made 4 
severe critic of his products in 
general. 

Another friend bought a ‘5S! 
Plymouth. It had a leak in the 
transmission and an _ imperfect 
front seat. The latter was fixed at 
a cost of dollars to the owner, the 
dealer would not stand all the ex- 
pense. 

A third neighbor also has a new 
Dodge. He says, ‘never again.’ All 
three of these potential yearly 
new-car buyers are confused as 
to just what their plans will be 
for autos. 


One traded his 57 Dodge on a 
56 Ford even, just to get rid of 
the thing. Two are eying the 
foreign cars. In fact, foreign cars 
have a terrific opportunity to 
take over in our industry, if, and 
it is a big IF, they have built 
durable, reasonably perfect autos. 
It will be interesting to see how 
they turn out in this respect. 

If you give a man the will to buy 
a new car, he is going to buy it, 
come hell or high water. Witness 
those with incomes of around 
seventy bucks a week who have in 
the recent past taken on auto pay- 

(See LETTERBOX, Page 11, Col, 1) 


Auto Attitude 


While reading over the latest 
Automotive News a thought came 
to me in regard to reluctant buyers. 
Might offer you some material for 
your writings. 

I watch reactions to the auto 
business among friends and ac- 
quaintances for possible leads to 
humor. It has struck me lately 
that among this country’s citizens 
there is a new attitude developing 
toward autos; it is a lukewarm 
interest in owning a new car. 


It has long been the assumption 
and possibly the truth that 
everyone would like to have a 
new car. Where has this disap- 
peared to? It seems to me this 
new attitude can be traced back 
to the introduction of the "58s. At 
least among persons in my circle 
there was no marked enthusiasm 
for them. And about that time 
our recession was said to have 
been developing. 

Why this lack of interest in new 
cars? Can it stem from the fact 
that today the ‘new car’ falls short 
of what the buyer has been used to 
in autos. With all the fine mechan- 
ical improvements is the new car 
actually a superior bit of work- 
manship? Can it be those damnable 
little things which go wrong on 
new cars that have irritated the 
buyer until he has lost interest? 

A bit of trim is out of line, a 
tire is on slightly crooked, knobs 
stick, not to mention a hundred 
other like annoyances. The dealer 
is unfortunately in the middle. He 
can’t take care of many such 
troubles. He may not be equipped 
to do so, or it may be too costly 
for him to make adjustments. 

Checking with those who bought 
’57s when new, I find not a single 


—From the files of Automotive News. 
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How Nation's Salesmen Meet . 
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Practical Problems of Selling 


This sales case history is_ re- 
lated by Gene Carlyle, sales man- 
ager for Jerry Smith Buick, Inc., 
Kansas City: 

I was working in our used-car 
department which 
is across the street 
from our new-car 
showroom. A man 
stopped and looked 
at the new Buicks 
in the window and also took a 
good look at two demonstrators 
—one parked in front and the 
other on the side. 

The four salesmen on the floor 
that day looked out and appar- 
ently decided he didn’t look like 
a@ new-car prospect. 

I make it a rule never to qual- 
ify a man by his appearance. He 
finally came across the street 
and looked at a car on the used- 
car lot. 

We struck up a conversation 
and I asked him if he would like 
a new-car demonstration. He 
said he would, so I got a demon- 
strator and we took a ride. 


> = = 
E LIKED the car, and he 
decided on a car in stock. We 
agreed on an allowance for his 
tradein, and he went home to get 
his title. 

He returned and as we were 
walking over to the office to get 
his name on the order, he said, 
‘I'm going to back out on this 
deal.” 

I was shocked because the 
deal was virtually closed. I 
asked him the reason but 
couldn’t get much of an answer. 
Mentally I went over the whole 
thing to see where I might have 
made a mistake. I asked him if 
there was anything wrong with 
the figures and he said there 
wasn’t. 

I asked him to sit down and 


Michigan Called 
Biggest Employer 
In 16 Industries 


DETROIT.—In 16 industries, 
Michigan has more production 
workers than any other state, ac- 
cording to the Detroit Board of 
Commerce. The board said it took 
its information from the 1954 
Census of Manufacturers. 

Percentagewise, the state’s best 
record was in the motor vehicles| 
and parts industry. The Detroit) 
group said Michigan had 291,748 | 
out of 545,359 production workers | 
in this field in 1954. | 


Sales 
Case 
Histories 


Other industries in which Michi- 
gan was listed as the leader in-| 
cluded special dies and tools, gray- 
iron foundries, machine shops, 
metalworking, internal combustion 
engines, automobile trailers and 
industrial trucks and tractors. 

Ohio was second in five of the 
16 industries mentioned, and Penn- 
sylvania and New York each had 
two second places. 

The Board of Commerce noted 
that recent years have witnessed 
an “ominous downtrend” in Michi- 
gan’s former dominance in manu- 
facturing. 

“As late as 1954,” the report said, 
“Michigan led all major states in 
factory employment per capita. 
Since then, Michigan has been 
Passed by both Ohio and Indiana. 
In 1957, Michigan’s 132 industrial 
employes per thousand population 
was substantially under Ohio’s 146 
per thousand.” 


Letterbox 


(Continued from Page 10) 
ments of eighty and ninety a 
month. 

But, once his will becomes a 
reluctant thing, then you have 
trouble budging him. You have got 
to give him concrete proof that 
what you offer is worth his while, 
especially after his confidence has 
taken the beating it has from the 
auto makers in the past five years. 

The sorry side is that what holds 
true in the manufacture and dis- 
tribution of autos holds true in 
most all other types of goods. The 
buyer has been taking a beating 
and now is standing off and wait- 
ing. Something must be done, Will 
&@ return to quality do it?— 
SouTHERN OBSERVER. 


talk the whole thing over again, 
and I told him that if I had done 
anything wrong I would like to 
know about it. 

I invited him to tell me exactly 
what was holding him back and 
told him that if it was a confi- 
dential matter it wouldn’t go any 
farther. 

- = * 

E WAS rather embarrassed 

and said he had been divorced 
recently and that he had decided 
on the spur of the moment to 
give his used car to his former 
wife instead of trading it in on 
a new one. 

I thought he might ask for a 
discount I wouldn’t be able to 


| 
| 
| 


| 
| 
| 
| 


give, and I feared that if I made 
a concession on the new car he 
would think there was something 
wrong with the allowance I was 
making for the trade. After I had 
collected my wits I told him: 

“Well, there’s not much of a 
problem there. You have es- 
tablished the value of the car 
you are going to give your ex- 
wife because here it is on these 
papers. Now all you have to do 
is buy the new car for this price 
before the trade. There’s noth- 
ing changed except you'll have 
to use money as a substitute for 
the car you were going to 
trade.” 

He laughed and said: “I guess 


Compulsory Checkups 
Launched in New York 


NEW YORK.—Mandatory state 
inspection of all °48 motor ve- 
hicles began June 2. Vehicles 
must bear inspection stamps by 
the end of June, according to 
Motor Vehicle Commissioner 
Joseph P. Kelly. 

In July, 49 models are sched- 
uled to be inspected, while ’50s 
will be checked in August, ‘51s 
in September and ’52s in October 
and ’53s in November. 


you’re right.” He reached inside 
his coat and laid down $3,900 in 
cash. 

Since then I have sold this man 
a number of cars that total more 
than $9,000. If I had been unable 
to get him to unburden himself 
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I think he would have gone to 
another dealer without the trade 
and picked out the same model 
he had agreed upon with me. So 
it doesn’t pay to give up easily. 


Grant Elected President 
By Manchester Dealers 

MANCHESTER, N. H. — Stanley 
S. Grant was elected president of 
the Manchester Automobile Dealers’ 
Assn. at the organization’s annual 
meeting. 

Other officers are James W. 
Cavanaugh, vice-president, and 
Walter B. McGregor, secretary- 
treasurer. Cavanaugh, T. Y. 
Springer, Victor A. MacKenzie, 
Gerald Hickox, Roy Price jr. 
Edwin F. Herrick, Raymond Saidel 
and Arthur J. Dobles were elected 
directors. 


Are You Satisfied 
UT Ce 
Profits? 


e Unless your paint shop is one 
of the thousands of shops using 
the Acme Color-Eye Intermixing 
System, we can show you how to 
improve your paint shop 
profits substantially. 


With Acme’s profit-making team— 


Color-Eye and Color-Stir—you 
get accuracy and simplicity, too— 
your painter has 4,000 colors 

at his fingertips, yet you 

stock only the base colors. 


MAKE US PROVE IT! Call your nearest Acme 


supplier—or write to Acme Quality Paints, Inc. 


—let us show you by actual demonstration in 


your shop how you can improve your paint 


ale) oleic e 


COLOR-STIR 
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In a dramatic advertisement this week, - 
Jones & Laughlin reaches industry’s top 
prospects for steel and America’s most able- 
to-buy new car prospects—all in one maga- 
zine: TIME. 

And, specially prepared “See it in TIME” 
» advertisements from J & L will also appear 


Pp | Street Journal and the New York Times as 
extra insurance that the company’s mes- 
e will get immediate attention from the 
of TIME: 2 4 million best prospects 
ers across the country. 


. 
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g, J & L reaches families 

ary body's business. This one 

is become the nation’s leading 

r the advertising of industrial 

e ad a growing force for the ad- 
zo ety consumer products and 


rah “" 
Ree 


+ =a hese millions of TIME readers make the 
_ buying decisions for business. At the same 
” time, they set the fashion pace for all that’s 
new in autos and appliances and air con- 


J 


ditioners—season after season, year after 
year, model after model. 

J & L this week reaches America’s execu- 
tive and professtonal families—with eight 
full pages of color, in the June 23 issue of 
The Important Magazine Everywhere. 
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AUTOMOTIVE WASHINGTON 


Sticker Act Stickler: 
Why Justice Waited 


By William Ullman 


Washington Bureau Chief 


HE DEPARTMENT OF JUSTICE, which decided at the 








last minute to kiss off the Monroney auto tag bill, made 
it plain that it doesn’t like new-car price packing any more | 
than the Senate does. It pointed out, however, that it believes | 


existing antitrust and FTC laws are adequate to knock out | 
the practice, adding that it ager ages egg rm 
now conducting several in-| <3 provoked, feeling, 


: : , 3 that Justice offi- 
vestigations aimed at elim- cials should navel 
inating price packing. appeared during}! 

In its i1ith-hour report to the open hearings to| 
House Interstate and Foreign Com- discuss their ob-| 
merce Committee, Justice did not jections. | 
explain why it had waited so long Justice had 
to comment unfavorably on the plenty of oppor- 
price-sticker bill. Its report arrived 
after the Senate had passed the 
measure and after the House had| 
completed its one day of hearings. | 

Many on Capitol Hill viewed the 





during hearings | 
on the bill by the | 


William Uliman 


keting 


delay as curious, and some were| mittee, Counsel David Busby! opposes the bill outright. Rather, 


tunity. On Apr. 24, |No Block to Passage? 
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pointed out that he had not heard|it states that “the Department of 
from Justice. Justice is unable to recommend 

“They were written, asking for | the enactment of the bill.” Capitol 
comment, on the 18th of last | Hill legal opinion was that the 
month, called soon thereafter and |Treport would not interfere with 
asked for an early reply,” Busby | Passage of the measure by the 
reported. “On the 14th of this | House. 
month, they were invited by Besides pointing out that the bill 
letter of the chairman to testify, | Seemed to be unnecessary, Justice 
and on the 18th we were notified 
that they refused to testify on 
the bill. So, all we can do is put 
in the letter asking them to come | 
and testify on the matter.” 

Senator Frederick G. Payne, | 
Maine Republican, wondered if| 
Busby wouldn’t try Justice one} 
more time, enclosing a copy of 
Federal Trade Commission testi-| 
mony, which was favorable to the 
bill. 

“Yes, sir,’ Busby replied. “I 
have been in constant telephone 
contact with the Department of| 
Justice. Each day I have called, 
and each day it’s just a few hours 
away from receipt and yet we have 
been unable, day after day, to get 


it and get them to move on it.” 
+ * * 


ure. 

“It is our view,” Walsh wrote, 
“that automobile manufacturers, 
or any other manufacturers, 
should not be encouraged to par- 
ticipate in the formation of resale 
prices. Moreover, if the purpose 
of this bill is to protect the 
consumer, it would seem that the 
most helpful information to the 





price actually paid by the dealer 
or the excise tax from which the 
purchaser could easily calculate 
the price paid by the dealer. The 
bill does not include a require- 
ment that this information be 
listed on the label.” 

Walsh said one of the principal| 
objections of his department is 
7 that the bill is “special legislation | 
OME six weeks later, Congress| for the automobile industry.” 


got it. The letter, signed by| Noting that the practice of “sug-| 
Senate auto mar-| Deputy Attorney General Lawrence | gesting” retail prices prevails in 
subcom-| E. Walsh, does not say that Justice| other industries, Walsh said that 


misrepresenting list prices, while 





CREATE uP to 9O% MORE 
SERVICE DEPARTMENT SALES 





WITH THE 





GUARANTY PROGRAM 


. more prevalent in the auto business, | 
is not unknown in other fields. 
Justice also looked with disfavor 
on that provision of the bill which 
would require disclosure of the 
name and location of the place of 
business of the dealer to whom a 


new car is first delivered. 
= > > 


Against Sales Spying 


once said that provision might 
make it easier for auto makers 
to control the persons to whom 
|new-car dealers resell automobiles. 

“It would, for example, provide 
a means by which wholesaling of 
new cars by dealers could be 
policed by manufacturers, even 
when the new car was sold to 
another new-car dealer,” he pointed 
out. 

“We would be opposed to legisla- 
tion which would increase the 
degree of surveillance exercised by 
automobile manufacturers over 
dealers in respect to the persons 
to whom or the prices at which 
they sell products which they own,” 
Walsh continued. 

“Such surveillance has the 
| mecessary and intended effect of 
| interfering with the right of 
| consumers to exercise freedom of 

choice in the market place. Thus, 

the benefits to consumers in 
terms of price and service which 
are afforded by competition 
| among all types of automobile 
| dealers may be affected by this 

provision of S. 3500.” 

The evident concern of Justice 
|over possible threats to consumer 
|rights contained in the auto tag 
bill makes the failure of its officials 
ito testify even more mysterious. 
|The objections raised are serious 
jones, and it is hard to see why 
| Justice would not take advantage 
lof open hearings to elaborate on 
them. 

In mentioning its own price- 
| packing probes, Justice referred to 
|its recent authorization of grand 
| jury investigations in Washington, | 
Cleveland, New York and San) 
Francisco. The grand juries are 
| looking into allegations that some 
new-car dealers and associations in 
the metropolitan areas have vio- 
lated Federal antitrust laws in| 
their pricing practices. 

7 * * 


Salutary Effect 


listed a number of other objections | 
to the new-car price-sticker meas. | 





Reports from new car dealers show the Valvoline Guaranty Program has 
increased service sales up to 90%. The Guaranty assures your service 
manager the opportunity to meet your new car customers in your shop. 

Valvoline supplies a complete promotion program to merchandise the 
FREE guaranty. Write TODAY for the Brochure that will show you how to 
INCREASE SERVICE DEPARTMENT SALES UP TO 90%. 





Never has a program covered so much with 
such a small amount of effort or detail. 


VALVOLINE © 


OIL. COMPANY -« 


AN-658 


FREEDOM, PA. oj 





Division of 


Ashland Oil & Refining Company ° 


ISING prices may be a good 
thing in a recession, according 

to Congressional staff economists. 
A report prepared by the House- 
Senate Economic Committee said 
that many economists think that 


flects increased highway and public 
housing activity. 

Next came the welcome news 
that employment rose 1,200,000 in 
May—and that unemployment drop- 
ped 200,000 to fall below 5,000.000 
for the first time since January. 

The sharp increase in the num- 
ber of employed reflected the 
housewives and students wi:o 
have taken agricultural jobs. But 
| those drawing unemployment 
compensation in May fell 350,000 
from April, and there was an 
increase of 250,000 employed on 
nonfarm payrolls. 

There were some other good 
signs, although nobody was expect- 
ing an overnight recovery: 

Businessmen are not cutting back 
inventories as quickly as they were, 





consumer would be either the | ‘Spending for food, clothing, other 


nondurables, and services seemed 
| likely to continue to rise through- 
out the year. 
Government spending is rising. 
Steel orders are picking up. 
Credit is loosening; money 
be cheaper and easier to get. 
But while they point to signs of 
an upturn, economists warn that 
there will be setbacks— at least 
statistical ones. And congressional 
economists warn that full recovery 
may not take place until mid-1959 
or 1960. 


will 
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. FREE-LOCK 


Auto-Lock HUB 


for 4-wheel drive vehicles i 


The Hub a Child Can Engage 


Available for: 
© Willys ® Dodge ® GMC 
®@ international ®@ Chevrolet 
®@ Ford ® Land Rover 
®@ Marmon Herrington 


Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 





falling prices lead people to hang 
on to their money, since they ex- 
pect further reductions later. When 
prices are going up, they are more 
apt to spend their savings right 
away. 

“Considerable experience in the 
past tends to support this view,” 
the report stated. 

x * z 

Encouraging News 
CONOMIC news hasn’t been 
spectacular, but it is encourag- 
ing. First came the report that 
construction put in place in May 
rose seasonally to $4.1 billion from 
$3.7 billion the month before. The 
rise, according to Commerce and 
Labor Department economists re- 


turn to “out”. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 
FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners: Write for information 
concerning your territory. 


FREE-LOCK 
CORPORATION 


North Federal Blvd., Dept. Di 
Denver 21, Colorado 
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BEC AUSE Nearly 16,000,000 Chevrolet cars and trucks on the road ... a 
eee One out of every four cars big service market! 

and trucks on the road is a Chevrolet — more Your Chevrolet dealer is ready, willing and able to help you serve 

that market. You can make him your convenient one-stop source 







than any other make. for genuine Chevrolet parts. 








Dependable Chevrolet parts are built of the same quality material 
be E C AU SE and to the same rigid engineering specifications as the original parts. 
eee YOU Can make your Chevrolet They’re made for a Chevrolet—and made to work together. 
dealer your one-stop source for the genuine Your Chevrolet dealer can offer you service aids that can help 
4 you give better and more profitable service to Chevrolet owners. . . . 
Chevrolet parts you'll need to serve this market. Chevrolet Division of General Motors, Detroit 2, Michigan. 








MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE... 
HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


‘Nightmares’ Boost Sales 
Seman wes with increasing used- 
car sales 40 percent over the 
1957 figure in its first month on 
the air is Beaudry Motor Co.’s 
“Classic Nightmare” TV show, seen 


| 


over KGUN in Tucson, Ariz., star-| 


ring a shapely six-foot-two vam- 
pire, Ghoulia. 

According to Ned Donaho, Beau- 
dry sales manager, sales levelled 


off slightly after the first big up-| 


surge but are still running well 
above those for last year. Customer 
traffic on the morning following 
the weekly TV presentation is 
“very gratifying,” he said. 

All other advertising has re- 
mained unchanged from last year, 


he pointed out, giving Ghoulia and} 
her laughing undertaker-sidekick | 
credit as supersalesman of the year 


for the company. 

Although the horror pictures 
being shown on the series are 
rated the best, both Donaho and 
Mary Ann Abosketes, Kossack Ad- 
vertising executive, who produces 


| 
| 
| 





the show, report that the produc- 
tion has caused much more com- 
ment and is responsible for more 
viewers than the movies in them- 
selves. 

= 


* * 
‘Backshop Superintendents’ 


HE customer is welcome to 

watch mechanics work on his 
car in the shop of a Sarasota (F'la.) 
dealer. 

Robert W. Johnston, the service 
manager, said “customers often 
get their hands dirty, but they feel 
better after inspecting the worn 
part and seeing what they pay for.” 


He said they also often request | 


additional service after seeing it 
done on someone else’s auto, 
+ > ” 
Golden Jubilee Celebrated 


ALLES MOTOR (Cadillac- 
Oldsmobile), Albuquerque, 


N. M., thanked the city’s residents | 


for making its 50th anniversary 
celebration “such a huge success.” 
The firm’s appreciation was ex- 


Oo . Af 


ne 


pressed in an ad in the Albuquer- 
que Journal. 

During the three-day celebration, 
gifts and entertainment were pro- 
vided for showroom visitors. On 
the final night there was a draw- 
ing for $1,500 worth of prizes. The 
ad carried the names of the win- 
ners, 


* + * 
Dealer Batting 1.000 


LOWRY ANDERSON, INC. 

¢ (Ford), Springville, Utah, 

created good will with a junior 
baseball clinic. 

The firm had two former major 
leaguers living in the area—Bob 
Bundy, Dodgers, and Kent Peter- 
son, Phillies—conducted a free 
baseball school for the community 
| youngsters. 

The bill, including bats and balls, 
was paid by the Ford dealer. A 
spokesman for the firm said the 
promotion “did us a world of good 
—and will probably pay off in years 
to come.” 





= = 

|The Stamp-ede Is On 
IMPANAGOS MOTOR CO. 
(Chevrolet) American Fork, 
Utah, has a novel way of getting 

repeat service business. 
Each time a customer has 
work done in the garage, he 











BBB Objects to Slogan 
Of Dallas Chevy Dealer 


DALLAS.—The Better Business 
Bureau here has objected to an 
advertising statement from 
Doran Chevrolet, Inc., which 
said: “The only place to get a 
DECENT DEAL—Doran’s.” 

The bureau said the statement 
was “contrary to good advertis- 
ing practice” in that it was of 
the type that “tends to destroy 
believability in all advertising 
claims.” BBB asked that the 
statement be dropped. 





receives a stamp. Ten stamps 
entitle the car owner to a free 
wax job the firm said is worth 
$20. A spokesman for the firm 
said the stamp idea has helped 
build service volume. 

+ * * 


Mileage Tests Sell Cars 
MILE AGE-PERFORMANCE 
contest resulted in the sale of 

11 new Ramblers and 14 used cars, 

according to Sam Malofsky Motor 

Co. (Rambler), Appleton, Wis. 

During the 12-day contest, 235 
persons took test drives to vie for 
prizes, Malofsky said. The winner 


BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. 


ECLIPSE MACHINE DIVISION 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 


* Bendix” 





*REG. U. S. PAT. OFF. 
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| averaged 29.6 miles per gallon in qa 
| Rambler six, he added. 
+ * * 


Service for ‘Night Owls’ 


—— HULL, Los Angeles 
Dodge dealer, and his service 
|manager, Bill Walker, have intro- 
duced an unusual service promo- 
tion. 

They advertise service specials on 
a “night-owl” radio program be. 
tween midnight and 5 a. m. Hull 
|said the promotion has boosted 
| sales and profits. 

* * * 


Used Cars Wanted 


INCHER MOTORS, INC. (Olds- 
mobile), Rochester, N. Y., pro- 
moted new-car business with 4a 
newspaper ad that said the dealer- 
ship was out of used cars. 

The ad pictured 37 new cars on 
display in the used-car showroom 
}and declared that all 37 had to be 
| replaced by used units during the 
| week. 

Said ad copy: “No, we are not 
out of our minds. We are out of 
|used cars. We're using the space 
in an empty used-car showroom 
|to bring you amazing buys on 
brand new Oldsmobiles.” 


* * = 


Junior DeSoto Is Prize 





_| FOSEPH V. STEWART, president 


| 


of Stewart Motors, Inc., Brook- 
|lyn, Md., donated a scale model of 
|a 1958 DeSoto as a prize in an 
|} essay contest conducted by Boys 
| Brigade Company P. 

The subject of the essays was 
“What Brooklyn Means to Me,” 
and boys between 8 and 14 were 
| eligible. The battery-operated car 
| was on display at the dealership 
> > 


Name Your Deal 

“Write your own deal.” That's 
what Kittle Pontiac Co., Memphis, 
invited prospects to do in an ad 
in both local dailies this week 
The ad, which could be brought 
or mailed in, carried space for 
customer to write in make, year, 

model and asking price of his 
| present car. Name, address and 

phone number blanks were at 
| bottom of ad. 


Tradeins Resold to Owners 

AN ATTA MOTORS, INC. (Mer- 

cury), Idaho Falls, Id., reported 
a heavy response to an unusual 
tradein deal. For a limited time 
the firm sold tradeins back to the 
customer. 
| This is how the deal worked: The 
firm gave retail market value for 
the car traded in on a 1958 Mer- 
cury. Then the car was resold to 
the buyer for 99 cents 

“We found,” said a spokesman 
| for the firm, “that most people 
| these days are in the market for 


a second car, and they'd rather 
| keep their own.” 

i > * 7 

|\U. C. Dealers Organize 


A MeCUNCESEE of the organ 
ization of the Ohio Valley Used 
Car Dealers Assn. was made in an 
ad in the Martins Ferry-Bellaire 
(O.) Times-Leader. 

Pictures of the officers and mem- 
bers were carried in the ad with 
this message: “An organization 
banded together to protect the 
used-car buyer from _ unethical 
practices.” 

The ad also featured a cut of the 
organization’s insignia and its aims 

7 * = 


Stunt’s ‘Out of This World’ 
REEN-GIFFORD (Plymouth), 
Norwalk, Va., staged an “out 

of-this-world” promotion in which 

the firm was awarded “exclusive 
rights” to a Plymouth dealership 
on the moon. 

As part of the promotion, a 1958 
Plymouth with high-flying fins and 
special exhaust jet was displayed 
on a “launching ramp” in front of 
the dealership. Salesmen wore 
“space equipment” during the pro 


motion. 
* 7 * 


Getting the Idea Acrostic 


N ACROSTIC spelling out You 
Auto Buy Now was used by 
Trier Lincoln-Mercury, Columbia 
City, Ind., in a used-car promotion. 
Each group of words described 4 
car offered for sale. 
The acrostic was: Y-ou will like 
this one; O-ur special deal; U-nder- 


statement of quality; A-utomobile 
for the Summer; U-ltra_ value; 
T-rier’s recommend; O-ld Nell; 


B-uy of the week: U-gly duck; 
Y-ou should own; N-ice and clean; 
O-ur prestige special; W-ow. 
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A typical BH&G idea that resulted in family fun while doing the family wash 


There's nothing so powerful as an idea | 


Not so many years ago, the laundry was apt to be a dreary corner 
in the cellar, strictly for business. Nobody expected to have much fun 
there, unless it was the kids playing in the clothes chute. 

Then came the revolution in home appliances. And Better Homes 
& Gardens, working hand in hand with designers and manufacturers, 
began showing homemakers— in page after page of exciting, practical 
ideas—how to merge utility and play areas. With the happy result that 


/ ot America reads BHaG the family idea magazine 


4,500,000 COPIES MONTHLY 


now, as you can see by the BH&G family we’ve photographed, even 
doing the wash and playing pool may be all in an hour’s family fun! 

In the pages of Better Homes & Gardens, reality becomes more 
fascinating than fantasy. And readers eager to turn ideas into actual- 
ities are ready to buy. That’s what makes BH&G such a profitable 
place to advertise! Meredith of Des Moines . . . America’s biggest 
publisher of ideas for today’s living and tomorrow’s plans 
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AC Engineer Explains Printed Circuit— 


John McDougal, assistant chief engineer in charge of instrument groups at AC 
Spark Plug division, discusses the operation of a printed circuit which replaces the 
wire harness behind the instrument panel. 


Carter's latest power-packed two-pager 
in the Saturday Evening Post tells your 
tune-up story...and offers a fact-filled 
booklet, ‘‘Just what is an engine tune-up?” 
In the first week alone, Carter received 
thousands of requests for the booklet! And 
many added, “‘Please send me-the name 
of my nearest Carter man.” 


This tremendous response proves motor- 
ists everywhere are aware of the need for 
complete engine tune-ups...and eager 
to get this service from Carter-Trained 
Experts. ; 
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Big Response to Carter's 
2-Page POST Ad Proves 


Motorists are ‘‘Tune-Up Conscious” 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


Printed Circuit Solves 


Dashboard Problems 


4 bees trend in instrument panels 
recently has been to more 
printed circuits and to more tell- 
tale (light-up) gages, according to 
John McDougal, assistant chief en- 
gineer in charge of instrument 
groups at AC Spark Plug division, 
which makes the instrument pan- 
els for the five General Motors 
cars, 

Cadillac and Oldsmobile are now 
employing printed circuits in place 
of the complex harness of wires 
and electrical connections behind 
the instrument panel. 

The printed circuit consists of 


from all 48 states... 





a flat piece of phenolic plastic 
inlaid with strips of copper and 
covered with a coat of transpar- 
ent insulating varnish. 

McDougal said the advantages of 
the printed circuit are that it (1) 
eliminates the messy wiring behind 
the panel and makes it easier to 
replace dash bulbs, (2) is quite re- 
liable and (3) can be installed faster. 

+ i” = 

N ADDITION, he said that the 
printed circuit can be made 
cheaper in some instances than the 
wire harness if the instrument 
cluster is not too large. With a 
slightly spread-out cluster, the 

costs are about even. 

“However,” McDougal continued, 








Thanks to this kind of sales stimulation, 
the profit potential for men who stock 
Carter Products and display the Carter Sign 
is growing month to month. Tie-in now! 
Call your Carter Supplier for details on 
tune-up booklets for your customers and 


other sales aids! 


Carter is the leading manufacturer of fuel 
systems—carburetors, fuel pumps and fuel 
filters. When you sell and service Carter 
Products, you enjoy complete customer sat- 
isfaction which helps build your business 


reputation. 


GA RB: RE T OC R 


DIVISION OF QCf INDUSTRIES, INCORPORATED « ST. LOUIS 7, MISSOURI 
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“the printed circuit does have some 
weaknesses. It’s hard to repair in 
the field, You have to be careful 
in manufacturing it. And it re 
quires compact clusters.” 

Discussing the choice of tell- 
tales or gages on the instrument 
panel, he said it was largely a 
matter of preference by the en- 
gineers and stylists of each car 
division. 


Although there was no change in 
this respect on the '58 GM cars, 
there has been a trend toward tell- 
tales on GM cars in the last couple 
of years. 

* = * 


3 GM Makes Use 


Telltale Gages 


estas oil pressure and 
ampmeter lights are now being 
used by Cadillac, Oldsmobile and 
Chevrolet. Oldsmobile also has a 
hot and cold temperature telltale 
light. 

The Cadillac Brougham prob- 
ubly has the most ideal gas indi- 
cator—a combination gage and 
telltale that lights up when the gas 
tank is down to % full. However, 
this device is considered too ex- 
pensive for the average buyer at 
this time. 

“One thing about the telltales,” 
McDougal said, “the motorist 
needs to develop an understand- 
ing of them. We needed some 
way for drivers to check to see 
if the telltales are operational, 

“So, we've designed them so that 
when the driver turns on the igni- 
tion, all the telltale lights go on 
and stay on until the engine starts. 
But the average driver doesn’t re- 
alize this and doesn’t make use of 
this feature.” 

He said the Oldsmobile hot tell- 
tale light on the temperature indi- 
eator is equipped with a special 
switch which shows whether it’s 
working. 

* > a 
- COMMENTING on fuel gages, 

McDougal said that the ’58 Chev- 
rolet has a new, more accurate gas 
gage. 

He added that Pontiac also has 
a different fuel gage this year in 
that the counterweight was left off 
the pointer needle, improving the 
accuracy of the gage. The counter- 
weight normally causes the needle 


|to return to the left side of the 


gage when the ignition is off. 
“Our present gages,” he com- 
mented, “are very accurate at 
empty, but not as accurate at 4% 
full, causing some people to lose 
confidence in them. Gage errors, 
however, can result from vari- 
ances in temperature and voltage 
and from improper installation. 
“A common complaint in previ- 
ous years has been that a gage 
needle will fall from ‘full’ to % 
after five or six miles of driving. 
This is caused by changes in the 
temperature of the copper wiring. 
When the copper is cold it has less 
resistance and takes more cur 


rent.” 
= > = 


It May Say Empty 
But Really Isn’t 


FAc# GM division requires that 
their cars have a gas reserve 
of one or two gallons when the 
gages read “empty.” 

In developing these instruments, 
the AC engineers measure pointer 
torque in gram millimeters, which 
is about the weight of a “fly on the 
edge of a dime,” according to Mc- 
Dougal. 

Looking to the future, he said 
that an instrument panel possibil- 
ity would be an alarm that would 
ring when the driver falls asleep. 
This would probably require some 
attachment on the driver’s wrist 
that would keep track of his pulse 
or blood pressure. 


Pittsburgh Coke Expands 
Plasticizer Output Capacity 

PITTSBURGH.—T he Industrial 
Chemicals division, Pittsburgh Coke 
& Chemical Co., has expanded its 
plasticizer production capacity by 
50 percent. 

The decision to expand produc- 
tion was based on the growing use 
of vinyl plastics in the U. S. econ- 
omy, according to W. K. Menke, 
chemical divisions vice-president. 


Pair Acquire Portland Deal 

Sol Kargman and Nick Colatorti 
have acquired Town & Country 
Motors, 2900 Sandy Blvd., Portland, 
Ore. Both were formerly with Hol- 
lywood Ford. 
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Annoying tire noise can rob you of sales! Let 
your prospects concentrate on your sales story 
during the quietest ride in motoring—on Super 
Rayon Cord Tires. The other tire cord creates up 
to 33% more noise under ordinary road condi- 
tions. What’s more, it develops annoying flat 
spots that cause a thumping noise... something 
Super Rayon Cord never does. So play it safe 
... make sure your demonstration cars roll on 
quieter Super Rayon Cord Tires. 

















R RAYON TIRE 


@ * 
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DEMONSTRATIONS 


That’s another reason why they’re original equipment on over 99% of all new cars! 


SMOOTHER RIDING— 
Super Rayon Cord Tires 
hold their shape . . . do not 
develop bumpy flat spots 
or “morning thump”! 


SUPER RAYON TIRE CORD 


Premium Performance plus safe, smooth, quiet ride 


AMERICAN VISCOSE CORPORATION @ 350 Fifth Avenue, New York 1, N. Y. 

























MORE ECONOMICAL— 
Super Rayon Cord Tires 
cost less initially . . . also 


give up to 26% more care- 
free tread life! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker | customer’s autos. A patron fell over 
Attorney at Law one of the logs and was injured. 
ACCORDING to a late higher| He sued the dealer for heavy dam- 
court decision, use of logs to | ages. 
mark parking spaces for autos on| The 
a parking lot may cost the dealer| —— 
many thousand dollars in damages. 
For illustration, in Gladwin v.| /owm North Motors Moves 
Bond, 110 Atl. (2d) 481, it was dis-| Town North Motors (Buick), 
closed that a dealer used logs to| has occupied new quarters at 4908 
mark boundry lines for parking| W. Lovers Lane, Dallas. 





higher court held the dealer 


Du Pont Hi-Speed Primer- 
Surfacer is already dry. 





liable for $12,000 damages and said: 

“He (dealer) owed the plaintiff 

(patron) at least the duty owed a 

| gratuitous licensee. He knew of the 
dangerous condition.” 
+ * * 


Mistake Is Corrected 


So, a higher court ren- 
dered an important decision to 
the effect that if by mistake a 
dealer makes an illegal and unlaw- 
ful contract to sell an auto, such 
dealer may correct his mistake and 
avoid future legal consequences. 


dock Acceptance Corp., 303 S. W. 
| (2d) 242, the testimony showed 
that one Griffin traded an old 





For instance, in Griffin v. Mur- | 


1958 


car to Kelly Motors Co. as part 
payment, and owed a balance of 
$1,793.79 on a new Hudson Ram- 
bler. Griffin 
signed a note 
for $2,396.70. 
Later Griffin 
claimed he could 
avoid payment of 
all money due the 
dealer because the 
note for $2,396.70 
involved usury, 
consisting of $20 
overcharge for in- 
surance, 
L. T. Parker Since the testi- 
| money proved that the $20 over- 
charge was an honest mistake, the 
| higher court held that Griffin could 











Slower drying wastes 


man hours, ho 





Ids up the job. 


Primer-Surfacer drying test shows 


how to speed up spot repairs 


e To prevent time-wasting delays, test the drying time of your primer-surfacer. 
You'll get really fast drying with Du Pont Hi-Speed Lacquer-Type Primer- 










Surfacer. It gives you all the speed that can be built into any primer-surfacer with- 
out sacrificing other easy-working features. It fills fast, dries fast, sands fast— 
and has beautiful color holdout for high gloss with less rubbing. That all adds 
up to important shop savings. And with its economical reduction—1 gallon 
gives 3 at the gun—Hi-Speed Primer-Surfacer actually costs less than many so- 
called “bargain” primers. It pays to get the best—Du Pont Hi-Speed! 


HI-SPEED PRIMER-SURFACER 


RES. us pat OFF 


BETTER THINGS FOR BETTER 
THROUGH CHEMISTRY 


LIVING 


(Lacquer-Type) 


DU PONT REFINISHING MATERIALS 





not avoid payment of the note and 
said: 

“The $20 insurance premium 
overcharge was an honest mistake 
and that as soon as the holder of 
note discovered the mistake, it 
promptly made correction and 


offered restitution.” 


+ * * 


Mortgagee Has Prior Rights 
CCORDING to a late higher 
court decision, the holder of a 

recorded mortgage on an auto has 
prior rights against all other per. 
sons whose claims are not well 
known, or properly recorded before 
recording of the mortgage. 

For illustration, in Inland Dis- 
count Corp. v. St. Louis Aute 
Auction Barn, 303 S. W. (2d) 185, 
the testimony showed that Gray 
was owner of an auto which he 
delivered to the St. Louis Auto 
Auction Barn and requested it 
“to run said auto through its 
public auction.” 

The auto was sold to one Page 
for $487.50. Page gave his check 
to the St. Louis Auto Auction Barn 
for that amount, and Gray exe- 
cuted and delivered a certificate of 
title to Page. Later Page executed 
a chattel mortgage whereby the 
auto was conveyed to Inland Dig- 
count Corp. to secure a loan for 
$582.48. 

Simultaneously, Page delivered 
| the certificate of title to the finance 
| company. Thereafter the check de. 
llivered by Page to the St. Louis 
| Auto Auction Barn was returned 
| by the bank upon which it was 
drawn because of insufficient 
funds. 





> > 


|Buyer Fails to Pay 


| PASE defaulted in the payment 
of the note to Inland and the 
|latter demanded possession of the 
auto. 


In the ensuing lawsuit, the 
higher court held that Inland 
was entitled to possession of the 
| auto free of any lien of the 
auctioneer. This was so even 
though the St. Louis Auto Auec- 
tion Barn acted in good faith in 
accepting Page’s worthless bank 
check as payment for the auto. 

For comparison, see Anderson Vv. 
Arnold-Strong Motor Co., 88 S. W. 
(2d) 419. Anderson sold an auto to 
one Martin and assigned and de- 
livered the certificate of title to 
him. Martin gave Anderson 4 
check which proved to be worth- 
less. In time one White acquired 
the auto from Martin and later 
sold it to another party. 

The court stated that because of 
the failure of consideration arising 
by reason of the worthless check, 
Anderson could have repossessed 
the automobile and the certificate 
of title from Martin. 

> > 


Motor-Vehicle Sales Tax 


Upheld by Florida Court 


TALLAHASSEE, Fla. — Validity 
of Florida’s new one percent sales 
tax on autos and other motor ve 
hicles has been upheld by Circuit 
Court Judge W. May Walker. 

L. P. Evans Motors Co., Miami, 
challenging constitutionality of the 
tax, sought to enjoin Comptroller 


> 





Ray E. Green from collecting it 
Evans contended the tax was pro 
hibited by the Florida Constitution. 


He's Tops 
U. C. Salesman Is Rated 


Best in Miami Drive 


MIAMI.—Charles W. Thom, who 
sells used cars for Huskamp Ford, 
Inc., Coral Gables, was selected top 
salesman in a letter campaign con- 
ducted by the “You Auto Buy Now” 
committee in Miami. 

“Honesty and courtesy is my 
secret weapon,” Thom declared. 
His reward was a week-end at the 
Key Wester Motel in Key West. 

The letter which won the prize 
for Thom was from Mike Hender- 
son, Hialeah, who wrote: 

“Mr. Thom very patiently showed 
me the cars he had for sale. It took 
two hours, and he was very cour 
teous and tactful. He has called me 
twice since to see if I was com- 
pletely satisfied and if there was 
anything I wanted fixed.” 


Volvo Outlet Opens 


Volvo Sports Car Center, Inc. 
has opened in Omaha. It is headed 
by Kenneth B. Holm and James W. 
Knowles. 
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Chrysler dealers have an extra edge with 


Mighty Chrysler averages 21.02 miles per gallon 
—tops all other cars in Mobilgas Economy Run 


Take the sales appeal of a big car, a beautifully styled 
car, a top-performance car. Now add the exciting fact 
that it rolled up more miles per gallon than any other 
car in the 1958 Mobilgas Economy Run. Brother, that’s 
an unbeatable combination! 

And only Chrysler dealers have it! The Mighty Chrysler 
is the only car that averaged 21.02 miles per gallon for 
the entire 1,883-mile Mobilgas Run. Chrysler actually 
used less gasoline than any other entry—regardless of 
price—including the smaller, lighter, six-cylinder cars! 


What’s more, Chrysler backs its dealers with the kind 
of promotion that turns this economy story into sales. 
Big, exciting factory-paid ads in local newspapers are help- 
ing to bring new prospects into showrooms. Chrysler 
dealers are showing them that they don’t have to give up 
size and room and power to get a car that’s economical to 
own. And prospects are becoming buyers as dealers prove 
that it actually costs them less to drive a Chrysler. 

Here’s another example of the extra edge that’s always 
yours when you sell Chrysler! 


Another reason why— YOU GET A GREAT DEAL MORE WITH 


CHRYSLER 
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High ways & Safety os. 


Proper Use of Data 
Seen Cutting Auto Toll 


gangrene dg use of informa- 
tion already available will do 
more to reduce the nation’s traffic 
death and injury total than a fran- 
tic search for panaceas, Kennth A. 
Stonex, assistant director of Gen- 
eral Motors Proving Grounds, told 
the 10th Missouri traffic conference 
in Columbia, Mo. 

He explained that road-building 
programs, educational efforts, 
traffic-flow studies and sound en- 
forcement policies have stemmed 
the tide of highway deaths in 
terms of vehicle miles. 

In 1925, Stonex said, the fatality 
rate was 18 per 100 million miles, 
while in 1957 it was 5.9 per 100 mil- 
lion miles. 

This declining rate was accom- 
panied by an explosive expansion 
in traffic volume and total miles 
traveled, so that the total number 


of fatalities increased rapidly until 
about 1930, he said. 

“In 1930 there appears to have 
been a major breakthrough and 
from 1930 to 1957 the total number 
of fatalities has increased slowly 
at the rate of something like 130 a 
year.” 

However, Stonex emphasized, if 
the 1920-1930 average fatality rate 
per 100 million miles had continued, 
total fatalities in 1957 would have 
been about 88,000, instead of the 
38,500 reported by the National 
Safety Council. 

. * * 
E ATTRIBUTED the overall de- 
cline in traffic fatalities to: 

1. The “surge” of Federal and 
state highway construction, possi- 
bly exceeded by city and village 
street improvements in traffic engi- 
neering and control. 


2. Safety organizations. Traffic 


safety groups have been particu- 
larly effective in many localities, 
Stonex said. He noted that De- 
troit’s traffic toll was reduced 
from 396 in 1927 to 179 in 1957, a 
55 percent reduction, although 
the number of vehicles increased 
six times. Chicago also has an 
impressive record, he said. 

3. Improved enforcement, Big 
cities, Stonex reported, cut traffic 
deaths more than the states in 1957, 
“with enforcement getting the bet- 
ter portion of the credit.” 

4. Public education, including 
driver education in schools and re- 
education of adult drivers by acci- 

| dent-prevention clinics. 
| 5. Speed zoning and uniform 
laws. 

Among his suggestions for safety 
improvements were the following: 

1. Lighting. “Night fatality rates 
are consistently about three times 
the daytime rates. There can be no 
question that the fundamental dif- 
ference is the absence of light, and 
it follows that improvement in 
lighting systems would have a sub- 
stantial influence in reducing night- 
time fatalities.” 

* ¢ @ 
ROADSIDE improvement. 

© Thirty-one percent of 12,400 
fatalities in 1956 resulted from non- 








collision accidents, mostly when 
cars left the roadway, Stonex said. 
He added that in nearly 16 percent 
of these cases the car overturned; 
in nearly 15 percent it struck a 
fixed object. 

Systematic elimination of road- 
side obstacles and refinement of 
slopes and ditches would reduce 
these 12,400 fatalities to an almost 
negligible number, he asserted. 

3. Two-way hazards. So long as 
vehicles travel in opposite direc- 
tions on the same paved surface, 
head-on collisions will occur and 
a certain proportion of these will 
be fatal. 

“The interpretation can only be 
that we are willing to put up with 
the hazards which result in more 
than 9,000 deaths annually for the 
convenience of not having to drive 


around the block . . .” Stonex de- 
clared, 
4. Vehicle inspection. “Compul- 


sory periodic inspection of at least 
the older vehicles is a must in any 
comprehensive safety program,” he 
said. 


5. Vehicle improvement. “Vehicle 
manufacturers would be the last to 
assert that there is no room for a 
sustained applied research of high 
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There is no substitute for stainless steel 


No other material is as bright, strong and 
resistant to rust and wear as Stainless Steel. 


It gives every car the 


clean, exciting beauty that 


sells in the showroom and re-sells on the used car lot. 
Look for Stainless Steel on your new automobile. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 


Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 
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level in vehicle development,” he 
said. 

“There is no component of the 
vehicle which is not susceptible to 
major improvement as better mate. 
rials become available and manu- 
facturing techniques are developed 
further. The modern automobile ig 
a safe, reliable, dependable vehicle, 
but it will be improved year by 


year.” 
6 TRAFFIC flow. Stonex urged 

* more studies of the theory of 
traffic flow, more frequent use of 
mathematical techniques and high. 
speed computers. 

7. Driver behavior. “A most 
fruitful research would be to de- 
termine accident causation factors 
in human behavior, he said. “This 
perhaps can be studied best by 
methods of operations research, 
Many psychologists are studying 
the problem in all its complexities, 

“Early studies . . . suggest the 
human being acts much as a ser- 
vomechanism and that it will be 
possible to describe human re- 
sponses by the techniques of 
mathematical analysis. The po- 
tential value of this research is 
almost beyond imagination. 

“Logically,” he continued, “this 
analytical approach to human be- 
havior can be undertaken best by 
scientists with a strong background 
in dynamics, just as the develop- 
ment of stability equations of air- 
craft has been conducted by these 
people. 

“On the other hand, we may look 
|to the psychologists for ... edu- 
|cational techniques which will 
impel our drivers to observe well- 
established traffic practices. 

“Possibly the greatest hope ... 
for the driver problem is the evolu- 
tion of driver attitude from one of 
reluctant compliance with regula- 
| tions to cooperative observance of 
the best traffic practices,” Stonex 
| concluded. 


Cars Safe, but— 


Can’t ‘Engineer’ Drivers, 
Todgham Admits 


| Ron W. Todgham, Chrysler of 
Canada president, said the Cana- 
dian auto industry can engineer 
'ears for safety, 
“yet we seem to 
have fallen short 
in mastering the 
|} human aspects of 
motor - vehicle 
use.” 
Todgham, speak- 
jing in Chatham, 
told the annual 
conference of the 
|Chief Constables’ 
| Assn. of Ontario: 
“We can build 
cars that are easier and less 
fatiguing to drive, that are equip- 
ped to cope with virtually any 
|emergency provoked by men or 
|mature and that meet the require 
ments of the average competent 
and careful motorist. But we can- 
not license or otherwise control 
the drivers, or prevent misuse of 
the vehicles which we build.” 
. : © 


36 Schools Share $66,000 
From Allstate Foundation 


The Allstate Foundation has co.- 
tributed $66,000 this year to 36 
colleges and universities for the 
purpose of training high school 
driving instructors, according to 
Judson B. Branch, president, All- 
state Insurance Co. 

Branch said the 36 grants ranged 
from $1,000 to $2,500. Foundation 
grants total nearly $500,000 since 
the program was established in 
1953. 

* 


UCLA Crashes Cars 
In Safety-Design Study 


The University of California at 


Los Angeles is crashing cars at 50 
miles per hour in an effort to 
determine how design and con- 
struction could be changed to 
reduce the death and injury rate. 

Derwyn M. Severy, of the school’s 
Institute of Transportation and 
Traffic Engineering, believes that 
half of the 40,000 U. S. auto deaths 
each year could be prevented by 
using safety measures already de- 
veloped and other features under 
study. 


* * * 





Ren W. Todgham 
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Cotton is growing on the Hollywood Freeway 


LL you can see is steel, stone and concrete. 
But cotton is growing, right here on the 
fabulous Hollywood Freeway. As the dominant 
fiber in automobile construction, it’s growing in 
volume as automobile production expands. Over 
200,000,000 Ibs. are used each year... more than 
the combined total of all other fibers.* As seat 
padding, cotton dissipates body heat to give cool 
comfort. In fabrics for headlining, sidewalls and 
upholstery, it has excellent sound absorption 
qualities, is unequaled for dimensional stability, 
and is available in a wide variety of weaves and 
eye-appealing colors. No wonder automobile man- 
ufacturers choose cotton to make riding cooler, 
quieter, more comfortable—in California or wher- 
ever the highway leads. 


NATIONAL COTTON COUNCIL 
Memphis, Tenn. 


*U. S. Department of Agriculture 1957 market research report 


Where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


HEADLINING 


UPHOLSTERY MATERIAL SIDEWALLS 


FOUNDATION SHEETING ‘ 
SEAT PADDING 
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Service Management 
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4 Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


... by Jack Weed 





HE boys here at the office threw | 
a little shindig for me on the | 
evening of June 5 commemorating | 
the fact that I am finishing up my | 
first 25 years with AUTOMOTIVE 
News. 

The thing they didn’t know was 
that June of this year sets two) 
automotive anniversaries for me— | 
the month a quarter century ago 
when I hired out to George Slocum, 
who had just bought AUTOMOTIVE) 
News from the former publisher, | 
and the month in which I made) 
my first money in the automobile | 
business 50 years ago. 

I should live so long. 

When I was a youngster, my| 
grandfather who “brung” me up| 
was a contractor, builder and brick | 
manufacturer in Pontiac, Mich. He 
also had several industrial build- 
ings and a number of houses which | 
he rented. 

My summer vacations were al- 
ways spent working for him, as he 
firmly believed in boys having to 
earn their money. I could always 
look forward to spending my sum- 
mers working on our 60-acre farm 
in the brick yard or on one of the 
projects he had under way. Thus 
in the building business I was 
graduated from waterboy by suc- 
cessive stages to “straw boss” of 
a@ gang of carpenters or masons. 

> . > 


Early Auto Days 
1908 I got interested in auto- 
biles, as kids did in those days, 
and thought it would be much more 
glamorous to work on cars rather 
than for grandfather, so when 
school was out I got a job with a 
garageman by the name of Howard 
Fawcett who rented space for his 
shop in one of my grandfather's 
buildings. 

As I remember it now, I stuck 
it out for about three weeks before 
either I got fired or grandfather 
made me quit and go to work for 
him as his driver. But at least 
I was on an automotive payroll for 
a couple of weeks. 

The following year I got a job 
testing for Oakland and really 





held down a regular job in an 
automobile factory. 

As I look back on my days 
with Fawcett, I am inclined to 


Future Mechanics Compete— 


Typical of the hundreds of vocational and industrial arts high school teams entered in the Plymouth “Trouble Shooting 
Contests,” being held in several cities around the nation, is this group in Los Angeles. 
malfunctions put into the cars, repair them and drive the car around a track signifying a complete “fix” in the shortest 


think I thought I knew a lot 
more about automobiles than I 
actually did. But I learned a lot 
in the short time I worked for 
him. At least I learned how to 
bark my knuckles tearing down 
a rear axle and dropping a pan 
off a car. 

So June this year to me is both 
silver and gold, in anniversary 


|dates at least. 


It seems but yesterday that I 
“hired out” to George Slocum. 
> > a 
EORGE had said something to 
Nat Hopkins, then “tom tom 
| beater” for Chevrolet, that he was 
looking for an experienced trade 
paper man, and Nat, who had a 
summer home near my place at the 
|lake, came over and told me that 
he had set up a date for me to 
come in and see George. 
At that time, 1933, the depres- 
sion had really caught up with me. 


| Haulage, a book which Ford deal- 


ers: subscribed to for their fleet 


customers and which had attained 
(Continued on Page 28, Col. 1) 


Helps Fill a Need... 





Mechanic Contests Gain Favor 


HE Plymouth “Trouble Shoot- 

ing” contest, which is designed 
to determine the best student auto 
mechanics in vocational high 
schools, industrial arts classes and 
junior colleges, has grown from a 
two-city event of one year ago to 
include six major U. 8. cities this 
year. 

Last year the contest, a revival 
of a similar contest held on the 
West Coast in the Los Angeles and 
Oakland areas, was held with such 
success that officials planned to 
expand it into a national event by 
easy stages. 

This year similar events have 
been staged in Los Angeles, San 
Diego, Oakland, Boston, Buffalo 
and Detroit. 

Through this contest, hundreds 


of automotive vocational students 
> >= > 
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Dealers Pass Up Ways | 
To Hike Service Profits 


EALERS for some unknown 
reason don’t seem to be taking 
advantage of the many opportuni- 
ties to develop service profits to 
offset the losses they have reported 
for the first quarter of this year. 
Despite the fact that independent 
shops are reporting increased busi- 
ness as more people have their 
cars put in shape for summer driv- 
ing instead of buying new ones, 
and despite the several opportuni- 
ties dealers have had to promote 
service on the themes of “prepare 
for spring” and the national safety- 
check drive, the only concrete 
evidence of a service upturn is in 
those states which have compul- 
sory inspection laws and among 
those dealers who have gotten into 
the national vehicle safety-check 


program. 
These dealers, according to 
John E. Wolf Co.’s national fig- 


ures, have shown an .4 percent 
increase in the number of items 
written per repair order (April 
over March), an increase of 3.91 
percent in the number of times 
chassis work appears on the work 
orders and an increase of 1.45 


have been given recognition of 
their prowess. 
> > * 
HE contests have as their 
objectives (1) to help alleviate 
the serious shortage of trained 
service technicians by encouraging 
more young men to choose the field 
of automotive mechanics as a life 
work; (2) to stimulate public rec- 
ognition of the superior training in 
auto-shop classes in our public 
schools and (3) to provide recogni- 
tion among fellow students for 
boys with a mechanical inclination. 
In 1950, it is claimed that there 
were 75 cars on the road for every 
mechanic, Today there are 100 cars 
for each professional mechanic. 
Each year sees the dearth of 
good mechanics to maintain our 
national fleet of “on-rubber” 
transportation getting more seri- 
ous and the problem of each 
dealer in his attempt to take 
as 7 





possible time. These contests have both an educational and a public relations value to the industry. 


Their problem was to find the 16 


percent in the number of times 
brake work appears, 

Nearly offsetting these slight 
gains have been losses of 3.45 per- 
cent in the number of times that 
tuneups appear, .54 percent in body 
work and .46 percent in miscellane- 
ous items. 

oa * * 

UBRICATION and oil changes, 

4 which should be sold to at least 
one out of every three service cus- 
tomers at this time of the year, 
increased only .28 and .81 percent, 
respectively. 

Wash and polish, a good spring 
item and one that many dealers 
find very profitable as well as a 
business “come on,” increased only 
18 percent. 


Major motor work dropped .37 
percent, indicating that dealers 
as a rule were not getting the 
engine overhaul business that 
normally should follow when new 
cars aren't selling. 

Thus the Wolf figures, which re- 
port on 1% million repair orders| 
written by franchised vehicle deal-| 
ers, seem to indicate that selling 


on the service floor and sound| « 


care of his customers getting 
more acute. 

In each of the contest cities, the! 
Plymouth dealer group has worked 
with the school authorities. 

In the contest, teams nna! 
ing the top automotive shop stu- 
dents of each school endeavor to) 
find some 12 to 16 malfunctions) 
that have been set up in each of 
the cars used. These malfunctions, 

(Continued on Page 26, Col, 1) 


Sales of Parts 
And Accessories | 
Up 11.7% in Year | 


ETROIT.—Manufacturers’ sales 

of automotive replacement 
parts and accessories increased by 
11.7 percent to $2,070,000,000 in 1957, | 
the Automobile Manufacturers 
Assn. has estimated. 

The total represents the amount 
paid by wholesalers in the domes- 
tic market and is computed on 
the basis of excise taxes paid on 
the parts and accessories. 


The comparable total for 1956 is 


$1,854,000,000. Sales of parts and) 
accessories. has not topped $2 bil-| 


lion since 1952 when the total was 
$2,164,300,000. 
= . = 
“AMA said the parts and acces- 
sories might be expected to cost 


service department management 
still are missing in far too many 
dealer shops. 

The basic reason for the empha- 
sis on chassis and brakes and for 
the slight increase in items per 
ticket, of course, lies wholly in the 7 


fact that state inspection demands | 


checking of steering, exhaust sys- 
tems, brakes and lamps. 
= * + 


Solicitation Plan Needed 


INCE one or more of these items 

is faulty on three out of four 
cars, according to reports, dealer 
repair orders reflect an increase in 
this type of work and naturally 
should also indicate a slight rise in 
items per order 

Dealers have had no difficulty in 
bringing their share of cars into 
their shops for a prior check in the 
states which have compulsory in- 
spection laws. 

Thus it follows there is no 
sound reason why dealers can’t 
bring in more service customers 
for other work if they get behind 
a solicitation program. 

According to the latest NADA 
Operating Averages for the Auto- 
mobile Retailing Industry,” dealers 
lost an average of $46 per new car 
sold in the first quarter of this 
year. | 

The report shows that deaiers 
sold an average of $507 per new 
car in parts at a gross profit of 
29.6 percent. They also sold an 
average of $348 in customer labor 
| at a profit of 42.8 percent. 

> aa > 


S it seems to follow that if 
every dealer had sold just one” 
more service job per day for the 
three-month period, this loss per 
new car sold could have been 
changed to a profit, especially since 
the report shows that the average 
dealer gained an absorption of 556 
percent of his fixed overhead with 
dealers’ and officers’ salaries added. 
Total parts and customer labor 
sales represented 19.8 percent of 
total sales. There is no question 
but that with a little harder 
“pushing” and much better super- 
vision by the dealer himself it 
could have gone considerably — 
higher. 
“Absorption” is acknowledged as 
a gimmick to measure dealer serv 
(Continued on Page 27, Col. 1) 


Maintenance Tips .. . 





Here’s How 
Experts 
Do It 


Mechanics, order writers and 
service managers often do not 
have time to digest factory tech- 


twice the wholesale total when sold| "ical service publications and~ 


at the retail level. On this basis, 


other service material. Here, in @ 


the 1957 volume would be worth| "€w column, are the best tips and 


$4,140,000,000. 


The figure might be doubled 
again to cover the cost of labor 
in determining the economic sig- 
nificance of the automotive serv- 
ice that was rendered with these 
parts and accessories. 


This final total would be $8,280,- 
000,000 or just about 2 percent of 
the gross national product, the 
total of goods and services pro- 
duced in the U. S. in 1957. 


Service New Products 


Page 52 





suggestions ‘gleaned from authen 
tic and reliable sources. 
Reversing Ignition Coil 

N EDSEL technical bulletim 

says increased engine efficiency” 
has been obtained by reversing thé 
position of the ignition coil so t 
the terminals face toward the fe 
All cars produced after Nov. 
1957 will incorporate this change. 

When making this change in 
the field, position the coil rear- 
ward in the mounting bracket s0 
that the ridge or flange on the 
front of the coil is against the 


bracket. This will provide clear 
(Continued on Page 30, Col, 1) 
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te in Six Cities... 








Mechanic Contests Gain Favor 


(Continued from Page 24) 


in many cases, would be problems 
for even experienced mechanics. 
ae * * 


‘Trouble-Making’ Methods 





ETHODS of “making” the trou-| ification receives a perpetual tro-| 


ble included installing a) 


grounded rotor, removing the car-| presented pins and trophies. All| 
bon brush in the distributor cap| participants receive certificates of | 


and replacing with one of fiber or| 
plastic with spring installed, in-| 
stalling a wedge in the fuel pump, 
changing the firing order of the} 
engine, installing a grounded igni- 
tion condenser, completely closing 
the gap on a number of spark 
plugs, reversing all primary wires 
on battery terminal of solenoid to 
starter side, etc. 

At a given signal, the teams 
begin their “trouble shooting.” 
The team that finds the malfunc- 
tions first, and then drives the 
car around a track to make cer- 
tain that the car is properly re- 
paired is declared the winner. 

There are three classifications in 
most contests. These include junior 





25 million tune-ups a year! 


GET YOUR SHARE WITH THIS 


Srap-on Bx 


TUNE-UP SET 


payments. 


With the MT-318-B set, any mechanic can quickly 
spot most engine faults — can shorten tune-up time 
and turn out easy-starting, sweet-running jobs. That’s 
what gets the word around — brings in the new 


business. 


Get on the tune-up money wagon — right now. 
Equip your shop or service station with the complete 
Snap-on tool and equipment setup you need for better 
profits. Do it the easy way — with a little down, a 
little each week. Ask your Snap-on man for the facts. 


SWAP-O8 LOO 


Oo 


° Kenosha, Wisconsin \ 


. Ls fF 
8082-F 28th Avenue 


college auto mechanic students, 
high school vocational and ad- 
vanced industrial arts classes, and 
high school single period indus- 
trial arts students. 

The winning school in each class- 


phy and the winning teams are 


participation. 
* > = 
HE contest was first run some 
10 years ago when George Cut- 
ler, now director of service for 
Plymouth, was a regional service 
manager on the coast. He saw the 
need for organized competition to 
whet the interest of ambitious 
junior mechanics and organized the 
first “trouble shooting” contest. 
Dealers who have had the oppor- 
tunity to be a part of these con- 
tests see in them not only consid- 
erable publicity but an opportunity 
to acquire mechanically trained 
young men for their service de- 
partments, an opportunity to aid in 
upgrading the instruction that is 


Invusrry sources report over 25 million tune-ups 
last year — and going up! If you’re not cashing in, 
start now the right way — with this modern, accurate 
MT-318-B set. If you’re using old, worn-out equip- 
ment, start fresh with Snap-on and give your custom- 
ers the best tune-up ever. Either way, Snap-on will 
help you own this profit-boosting equipment on easy 


>. TT mw FE. CN 


MT-318-B Tune-up Set 


Available on easy payments. 


Set contains compression gauge with 
adaptor, vacuum gauge with nine adap- 
tors, timing light with adaptors, cylinder 
pressure adaptor. 

Each tool is a dependable, precision 
instrument. i 
bushed bearings and ultra-accurate spring 
movement. Complete set comes in hand- 
some, husky metal case. 


| being given the boys in the school 
|shops and the opportunity, by giv- 


jing the contest and the winners| 
publicity, to attract boys of higher | 


| caliber to the automotive classes. 


Dealers who have hired boys 
from these contests have found 
it wise to start them on new-car 
preparation until they get accus- 
tomed to service-shop routine. 


While they are working on new- 
car preparation or used-car recon- 
ditioning, the dealer and his serv- 
ice manager can get a line on the 
type of work the boy does best. 


* * * 


| Chief Source of Trouble 
ORE of the greatest failures of 
this type of program from the 
|dealer standpoint is taking a boy 
who is high in his class in the auto- 
|motive shop and making the mis- 
|take of considering him a full- 
| fledged mechanic. 
While these boys are good, and 
must be automotively inclined in 
order to even become a partici- 
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License Auto Mechanics, 
Memphis Resident Asks 


MEMPHIS.—C. C. Starnes, a 
salesman, has asked the City to 
license automobile mechanics in 
much the same manner that it 
licenses plumbers and electricians. 
In a letter to the Commercial 
Appeal, he contended that “tam- 
pering” with automobiles by un- 
qualified mechanics was a 
contributing cause of high traffic 
fatalities. 

City officials showed little in- 
terest, and a survey of Memphis 
auto dealerships and repair shops 
showed most of them to be highly 
selective in hiring mechanics. 
Many require at least five years’ 
experience. 





pant in these contests, they still 
are far from being a finished 
mechanic or of being able to hold 
down a mechanic’s job. 

Even the best of them have to 
be indoctrinated into a dealer's 
shop crew by easy stages and must 
be watched and encouraged for the 
first few months at least. If the 
dealer takes the pains to do this, 
he invariably ends up with a good 





mechanic who is trained in the 


dealer’s method of operation. 


After a little experience in the 
dealer’s shop, these boys, in many 
| cases, turn out to be good service 
salesmen and parts men. 

* cl * 


ee first contest this year was 
| held in San Diego with 1 
schools entering 18 teams or % 
students in the contest, This event 
| was won by James Griffen and 
Thomas Reynolds, representing 
| Hoover High School. 

The second contest was heid in 
Boston and sponsored by the New 
England Plymouth Dealers Assn, 
William Sylvester, president. Here 
| 18 schools sent 18 teams to the con- 
test and the winning team was 
Robert Helinski and Robert Stew. 
art, representing Newton Technica] 
| High School. 

The third contest was held in 
Los Angeles, where 63 schools 
sent 126 students into the con- 
test. Here they developed win- 
ners in each of three classes. 


James Woody and Terry Sweem, 
representing Birmingham High 
School, won the industrial arts 
division; Gilbert Hernandez and 
Dennis Gardner, Washington High 
School, won the vocational school 
| division, and Joseph Culver and 





Richard Johnson, Citrus Junior 
College, won the junior college 
| division. 


| Oakland held the fourth contest 
| with 26 schools sending 52 stwu- 
| dents into competition. Here again 
| they had winners in three divisions 
| with Robert Bradenini and Richard 
Boom, of Harry Ellis High School, 
| winning the beginners’ group blue 
| ribbon. 

| Don Divita and Bob McCann, of 
| Fremont High School, won in the 
|advanced group and Robert Hun- 
ter and Harry Mord, of Oakland 
Junior College, won the junior col- 
lege group. 





| Sth Contest in Detroit 


| FPETROIT held the fifth contest, 
sponsored by the Greater De- 
troit Plymouth Dealers Assn., James 
Mason, Northwood Plymouth, pres- 
ident. Eighteen schools furnished 
35 contestants for this contest. 

Buffalo held the sixth and last 
contest of this year under the spon- 
sorship of the Erie County Dealers 
Assn., Tom Ascherbacker, presi- 
dent. Eighteen schools with 36 con- 
testants also were entered. 

Next year, it is expected that 
more cities and schools will be 
added. In most of the spots where 
contests were held this year, it 
is understood that both dealers 
and school authorities are al- 
ready laying the groundwork for 
the 1959 contests, 

In practically every instance, 
both the dealer bodies and the 
school authorities have been en- 
thusiastic over the possibilities of 
the contest and can see where it 
it not only of great value to both 
the school system and the dealers 
but alse to the students who par 
ticipate. 


Tidewater Forms 
Lube Tech Unit 


NEW YORK.—Tidewater Oil Co.'s 
Eastern division has formed a new 
technical service section within its 
lubricants supply department. It 
centralizes the technical service 
functions formerly handled by the 
marketing and technical service 
departments and eliminates some 
duplication of effort. 

Named supervisor of the new 
section was Dr. Harold E. Achilles, 
former assistant coordinator of the 
division’s manufacturing depart- 
ment at New York. Dr. Lawrence 
M. Tucker, formerly of the tech- 
nical service department, which has 
been dissolved, was appointed as- 
sistant supervisor. 

Staffing the new section are: Hal 
C. Gooch, senior lubricants en- 
gineer; P. Waugh and 
Everett C. Post, lubricants en- 
gineers, and John Bobat and Matt 
Purcell, junior lubricants engineers. 


Eustis (Fla.) Dealers 
Choose i 


Kreigsman 

EUSTIS, Fia—A. 0. Kreigsmat, 
Eustis Motor Co. (Ford), has been 
elected president of the Eustis 
Automobile Dealers Assn. 

Other officers are A. G. Polk, 
Polk Buick Co., vice-president, and 
Lawrence L. Hughes, Larry Hughes 
Pontiac., Inc., secretary-treasurer. 
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Analysis Shows... 


Dealers Pass Up Ways 
To Hike Shop Profits 


(Continued from Page 24) 


ice ability quickly and easily, and 
lately it has been meaning less and 
less to the sound dealer because he 
recognizes that service department 
operating costs have become the 
dumping ground for many costs 
that have little bearing on service 
work or parts sales. 
* * * 


Idle Time Is Costly 


gee sound-operating dealers, 
however, do recognize the value 
of being able to sell just as high a 
percentage of the mechanic time 
available as possible and utilizing 
every foot of available space. 

They know that idle mechanic 
time and unused floor space is 
very costly and is an expense that 
even volume dealers cannot af- 
ford in these days of high com- 
petition. 

If mechanics have idle time, es- 
pecially in those first hours in the 
morning, or if work stalls are not 
being utilized to fullest efficiency, 
it pays dealers to solicit the type 
of business they can handle most 
profitably and that will bring the 
highest return in shop revenue and 
customer goodwill. 

For instance, dealers are losing 
business right now to the corner 
filling stations because they don’t 
go out after the muffler business. 

+ o * 


_ they have to do is notify 
their customers that they will 
make a free muffler and tail pipe 
inspection and point out the danger 
of carbon monoxide gas. This gives 
the alert service salesman or me- 
chanic an opportunity to check 
many other things that can be 
brought to the customer’s atten- 
tion. 

This “worms-eye-view” of the 
car enables the mechanic to spot 
badly worn tires, rust spots on 
the metal parts, faulty shock ab- 
sorbers and brakes and many 
other items that build shop 
profits. 

If it is done properly, the owner 





Researcher Raps 


Belief That Oil 
Doesn’t Wear Out 


POINT CLEAR, Ala—An oil 
industry adage to the effect that 


“motor oil does not wear out” has| 


been challenged by a team of 
research exports. They held that 
while this might have been true 40 
years ago, it certainly isn’t where 
modern cars are concerned. 

H. L. Hemmingway, director of 
research for Pure Oil Co., Chicago, 
told a meeting of the lubrication 
committee of the American Petro- 
leum Institute that neither simple 
nor drastic filtration processes can 
restore motor oil to its original 
form once it has been exposed to 
any degree of usage in modern 
engines. 

His paper, which was co-authored 
by colleagues W. G. Annable, E. W. 
Brennan and N. W. Lambert, 
aroused considerable comment at 
the session. The API predicted that 
it will continue to cause discussion, 
“for it represents an about-face 
for both oil and automotive indus- 
tries.” 

Hemmingway said the industry 
adage apparently is based on re- 
Search work by Winslow H. Her- 
schel which the Bureau of Stand- 
ards published in 1917. Not only 
have motor oils and engines 
changed since then, he said, but 
also the industry must know pre- 
cisely what it means when it uses 
the phrase “worn out.” 

“It seems apparent,” Hemming- 
way said, “that Herschel’s defini- 
tion of resistance to wearing out 
is this: If a used oil is just as 
800d or preserves its (original) 
different properties almost intact 
after being filtered with care, it is 
not worn out.” 

He said that tests by his re- 
Search team proved that viscosity, 
Color and additive content were 
affected materially by usage, there- 
fore, “we can conclude only that 
these used oils were worn out.” 





will thank the inspector for point- 
ing out these things, as he usually 
wants his car in top operating con- 
dition for the summer when he 
uses it more and takes longer trips. 


Other services that owners sel- 
dom realize they need are tire ro- 
tation, front-end alignment, head- 
light adjustment, radiator drains 





Vaughan Opens Dealership 


Vaughan Chevrolet & Cadillac 
Motor Co., Inc., held its grand 
opening at 2306 Bedford Ave., 
Lynchburg, Va. W. C. Vaughan 
is president and manager; D. 
Ralph Gray, assistant manager; 
George C. Sturgill, sales man- 
ager; James M. Wilkerson, serv- 
ice manager, and Vernon E. 
Thompson, parts manager. 
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and spark-plug cleaning or replace- | 


ment, | 
* * + 


Old Cars Are ‘Gold Mines’ 


ND while promoting these serv- 

ices, the dealer shouldn’t over- 
look the 24 million cars that are 
from five to nine years old and are 
a “gold mine” of needed service 
work. 


Owners who have decided to 
drive these cars another year will 
appreciate knowing that their cars 
are in safe operating condition and 
will be interested in getting needed 
service taken care of if it is 
brought to their attention, 


These cars also need more 
parts to bring them up to good 
operating efficiency than do the 
“younger” cars most dealers con- 
centrate on. 


But for the dealer to do this 
work profitably, he must manage 
or get good management in his 
service shop. Work must be sched- 
uled ahead so mechanics have a 
job in each stall ready for them to} 
start on when they report for work 
in the morning. 

Three stalls should be allotted 
for each two mechanics for great- 
est efficiency and least loss of time, 
the experts say. 











Pontiac Chassis Goes to School— 


This operating chassis was presented to the Max S. Hayes Trade School, Cleveland, 
by Pontiac, through the Cleveland Pontiac Dealers Assn. Students will inspect, dis- 
assemble, reassemble, adjust and actually operate the unit, which has the engine, 
cowl, windshield as well as body pan. Harry G. Arthur jr., association president, pre- 
sents the keys to H. C. Cummins, instructor. Looking on, from left, are J. J. Kane, 
Pontiac Cleveland zone service manager; John F. Malone, Cleveland zone manager; 
D. C. Courtright, school principal, and N. G. Otis, head of the school automotive 
department. 


DELCO SUPER 33 


(lelivers heavy-duty protection 
at economy prices! 


SEE FOR YOURSELF! 


DELCO SUPER 99 


SAE specifications 















For safety’s sake sell the best ... Sell Delco 


The boiling point is high—the 
price is low! New Delco Super 99 
flows freely at minus 60° F. for 
extra cold weather safety. It’s 
chemically and physically stable, 
compatible with all brake system 
parts (rubber or metal) as well as 
with other quality brake fluids. 


More volume means more profits, 
so stock new Delco Super 99 
today. Order it through the 
United Motors System, or your 
nearest Chevrolet warehouse. 


*In wheel cylinders under normal static 
pressures. 






Backshop 


(Continued from Page 24) 


a circulation of around 50,000, 
folded through no fault of mine 
the fall before. Jobs were as scarce 
as hens’ teeth and I hadn’t had a 
nibble on a job that was worth 
taking up to this June when I got 
three offers all in one week. 

I saw George, and then went 
around to several of my friends 
in the business to find out what 
they thought of each job offer. 
I really believe now that the 
reason why I took George’s offer 
and went to work for him was 
because Kurt Brauns, who I had 
officed with for a number of 
years, said to forget Automotive 
News, it wouldn’t last the year 
out. 

That, to me, was a challenge. I 
had always liked the tough jobs 
and I believed that Automotive 
Datty News, which it was called in 
those days, was built on an idea 


that had merit and could be built | 


eo 0 eo o« Jack Weed 





into a publication that would take 
|a@ firm place in the industry. 

I couldn’t visualize where it was 
to go down through the years, but 
I knew I could sell it if it was 
edited properly. My experience in 
this end of the business had started 
back in 1914 when I was fortunate 
enough to work on the old Timken 
Magazine, which while it did not 
have to depend upon advertising 
for its existence, still had to be 
written so that dealers would look 
forward to getting it each month. 

od * a 


Background Excels 


ir ADDITION, I had a good) 
background for this job. I had| 
been thrown into contact with 
about every general manager, sales 
manager and engineer in the busi- 
ness from 1914 until 1933, had sold 
Space on three trade books and 
felt I knew something about the 
automobile and truck business. I 
couldn’t see how I could lose and 
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besides I wanted to show Kurt that 
he didn’t know what he was talk- 
ing about. 

Well, I am still here and the only 
other guy who was with AuTomo- 
Tive Daity News in those days and 
still is on the payroll is Eddie 
Kruspak, who had worked on the 
Chilton directory out of New York 
before joining this newspaper 
there. 

The other salesman was “wee 
Willie” Cotton, who “lost his 
hair dancing under pool tables,” 
so we told him. Cotton had the 
Chicago territory and for a num- 
ber of years I roamed the wide 
expanse between Kruspak and 
Cotton. 

Because I knew both phases of 
the business, I started to do a little 
writing on both trucks and serv- 
ice. Some of my good friends, and 
some of the guys on this paper 
are included among them, say I am 
still doing a “little” on both. 

* ok * 


ae weeks ago I was one of a 
group of trade paper editors 
who journeyed down to Toledo to 
attend the showing of a radically 
new battery that the Auto-Lite 
people have brought out, one that 
to my mind at least is an answer 





The First Battery— 


First new Auto-Lite sta-ful battery is 
taken from the production line and pre- 
sented to J. P. Falvey, right, president, 
Electric Auto-lite Co., Toledo, by lL. L. 
| Garber, battery group vice-president. The 


battery is a new concept in battery 
engineering that, according to Auto-Lite, 
“eliminates mechanical failure even in 
the most severe service." 

Ss 2 * 


gineers, manufacturing men and 
research men took us through 
the various stages of the develop- 
ment of this new “storage box”- 





to the quality battery question. En-|from the time when they first 


Gabriel takes the swerves out of curves 


® Gabriel shock absorbers are engineered to 
assure positive control of springs and wheels 
- » - OM Curves, rough roads, sudden stops. 
They’re designed to provide greater stability 


and roadability, for 
riding. 


And Gabriel’s complete line lets you take 
care of every shock need . . . for any type of 


driving, on any type suspension. 


HydrOshox—for smooth driving under 
average road conditions. 


AjustOmatic—exclusive 3-way adjust- 
ment provides soft, medium or firm ride 
... for the particular driver who wants 


the best in ride control. 


safer, more comfortable 


Silver ‘‘E’’—for hard driving and rough, 
roads with heavy loads. Extra size and 
capacity for big cars, station wagons, 
light trucks. 


THE GABRIEL COMPANY ~- CLEVELAND 15, OHIO 


Other divisions: Ward Products Corporation, auto- 
motive and mobile communications antennas; Gabriel 
Electronics, aircraft and surface radar antenna systems; 
Bohanan Manufacturing Company, missile and air- 
craft force ejection systems; International Couplings, 
Incorporated, industrial hose couplings. 


Model F Extra Heavy Duty—for long 
life and dependable service on trucks, 
buses, trailers. 


Caabriel 


SHOCK ABSORBERS 
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started analyzing why most bat. 


teries failed and what must be 
done in design and construction to 
build a battery that would actually 
live up to a longtime guarantee, 

They showed us why plates 
broke away from the hangers, 
why the positive plates lost their 
“filling,” why separators became 
so badly torn and cut they failed 
to separate, why acid seeped 
onto the top of the case and all 
other causes of most battery fail- 
ures. 


Then they showed us the steps 
they had taken to design and make 
a battery that cures all of these 
battery ills to the extent that when 
they put a recognized current 
quality battery and the new Sta- 
ful battery with power bond on the 
“shake” test machine, the other 
good battery died after 55 hours 
of test and the new battery went 
on for 1,000 hours without damage. 

They know that they can safely 
offer this battery with a 50-month 
guarantee and stand solidly be- 
hind the guarantee. 


* * * 


No Price-War Threat 


. know they have a battery 
they don’t have to price so it 
will be dragged into the “price” 
competitive market as soon as the 
blush of its newness wears off. 


So Auto-Lite has evolved a new 
merchandising program for this 
battery that will enable a car 
dealer, for instance, to trade a cus- 
tomer out of a battery that comes 
as standard equipment in his new 
car and still make money on the 
|deal. And the company intends to 
put plenty of sales and promotional 
“push” behind it so that it will 
move in the hands of franchised 
vehicle dealers and the better types 
of independent garages and super- 
stations. 

It has been quite a while since 

I have had occasion to go down 
to Auto-Lite. And was I surprised 
to find that out of the old gang 
that I used to know so well there, 
including Dan Kelly, Royce Mar- 
tin and the rest, there was only 
one man I knew among the dozen 
or so Officials who greeted us at 
various times during the day. 
That man was my old friend 
Bill Blank, now vice-president in 
charge of merchandising. I under- 
stand Tom Flood is still handling 
the original equipment accounts, 
but he was not at the meeting. 

The new gang (new to me, that 
is), seems to be on its toes and is 
not sitting back for the vagaries 
of the business to upset the Auto- 
Lite applecart. They are busy in 
research and the development of 
new products that will keep giving 
|this old company a new place in 
the sun ahead of the parade. 


es 'a 


ARTER CARBURETOR has 

recently published a little 
booklet titled “Just What is En- 
gine Tuneup?” It is written for the 
owner so that he will understand 
why a service manager or a serv- 
ice ordertaker suggests that his 
car needs a tune-up and will ap- 
preciate why it most likely is 


necessary and what he can expect 
as a result of the operation. 


The booklet is just the right 
size to slip in the glove compart- 
ment of a car or truck and has 
a place on the back page for 4 
dealer imprint. Free copies may 
be had by writing Carter Con- 
sumer Service, St. Louis 7, Mo. 
I just learned from Hugh F. 
Pierce, project supervisor at the 
University of Michigan, that work 
on the research in criteria for the 
selection of auto mechanic trainees 
that was underwritten by the 
Automobile Manufacturers Assn. 
will get under way in earnest in 
July. This will be a very worth- 
while and badly needed study, and 
I for one certainly hope that it will 
pave the way for the solution of 
one of the industry’s major cur- 
rent problems. 











Maryland Dealers 


Form DeSoto Unit 


BALTIMORE. — Joseph Stewart, 
of Stewart Motors, Inc., Brooklyn, 
Md., has been elected president of 
the newly formed Maryland Assn. 
of DeSoto Dealers. 

Other officers are Franklin F. 
Foulke, Foulke’s Sales & Service, 
Baltimore, vice-president, and Wil- 
liam Rennix, Glendale Motors, Inc., 
Baltimore, secretary-treasurer. 
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Parts dept. managers 


KNOW 





for the greatest 


overhead absorption 


BORROUGHS’ 
BINS 


will do the trick! 





Borroughs warehouse distributors - always at your service 


LOUIS A. ALEXANDER CO, 


264 W. Beacon St., Watertown 72, Mass. 
Watertown 4-4140—4-7204 


BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, W.E., Atlanta 9, Ga. 
TRinity 2-3576 
BORROUGHS MFG. CORP. 
121 Varick St., New York 13, W. Y. 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


Webster 3-6445 Algonquin 5-1477 
20 East North St., Buffale 3, N.Y. THE BROWER CO. 

Elmwood 7047 114 Virginia St., Seattle 1, Wash. 

1220 Richmond, Cincinnati 3, Ohio MUtval 0464 
MAin 1-5975 1616 ¥.W. Glisan, Portiond, Ore. 

8905 Lake Ave., Cleveland 2, Ohio CApital 8-8774 
Olympic 1-6620 TACOMA ASBESTOS CO. 

54 West 30th, indianapolis 8, ind. 25th and Holgate, Tacoma, Wash. 
Talbot 7503 Main 1175 
204 Builders Bidg., Louisville, Ky. 

WAbash 2783 


W. W. CANNON CoO, 


9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Houston, Tex. 
PReston 7688 


S. 1. DAIGLE & CO. 
437 Philip St., New Orleans 10, La. 
EXpress 2138 


EAST COAST DISTRIBUTING CO. 


327 Hopkins Rd., Baltimore 12, Md. 
DRexel 7-8042 


1580 WN. 52nd St., Philadelphia 31, Pa. 
GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 


3819 West Fond du Lac Ave., Milwaukee 16 Wis. 


Hi 2-0145 


FISHER CORP., LTD. 
177 S. King St., Honolulu, Hawaii 
Telephone 6-234] 
WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWinoaks 3-7233 
1732 Ist Ave., S., Seattle 4, Wash. 
MUtual 1251 
GREEN-PENNY CO. 
4180 E. Noakes St., Los Angeles 23, Calif. 
ANgelus 8-3321 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicago 20, Hil. 
HUdson 3-5353 
METAL PRODUCTS CO. 


359 Madison Ave., Memphis 3, Tenn. 
Jackson 7-0572 


SIGGINS CO. 
704 Broadway, Kansas City 5, Me. 
HArrison 1-7670 
1236 S. 13th St., Omaha, Nebr. 


2315 University, Des Moines, lowa 


SIGGINS EQUIPMENT CO., INC. 
901 S. Boyle Ave., St. Louis 10, Me. 
Jefferson 3-8822—3-8042 


SPARKMAN-BARKER CO. 
505 Santa Fe Dr., Denver 4, Cole. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 


Box 220, Billings Bridge, Ont., Canede 
(Ottawa) CEntral 4-8188 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK AIMfl.« ar amazoo. MICHIGAN 
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Maintenance Tips .. . 


Here’s How Experts Do It 


(Continued from Page 24) 


ance for the high-tension wire at 
the radiator hose. 

Reroute the battery and dis-| 
tributor primary wires in front of | 
the distributor before connecting | 
them to the coil. Position the} 
heater hoses so as not to interfere 
with the coil or wires. This change 
must be made on all Corsair and 
Citation cars produced prior to} 
Nov. 8, 1957—Suntester—Sun 
Exectric Corp. 

>= * * 


New Duco Products 


A NEW primer-surfacer, “du Pont 
Hi-Speed Lacquer Type Primer- 
Surfacer No. 30 Platinum Gray 
233-1940,” can be used with Duco, 
Dulux and Lucite finishes in re-| 
pairs. 

A new lacquer thinner 3656, 
“du Pont Lacquer Thinner,” can 
be used with Duco and Lucite 
lacquer topcoats. Lacquer re- 
tarder No. 3979 is recommended 
for use with lacquer thinner 3656 | 
in mist coating. | 
Du Pont No. 90 Primer-Surfacer | 
233-82381, undercoat thinner 3619) 
and mist coat thinner 3635 are 
being discontinued by du Pont. 
When present stock is exhausted, 
they will no longer be available. 
Instructions for the use of the 
new materials are available from 
paint material sources.—Pontiac 
Service CrarrsMan News. 

> > > 
Lincoln Suspension Bushings 


HE Lincoln Service Bulletin 
cautions that care should be 
exercised when checking or adding 
oil to the power-steering pump 
reservoir on Lincoln, Mercury and 
Continental Mark III cars to pre- 
vent spilling oil on the front sus-| 
pension bushing. The bushings are 
made of natural rubber and will 
deteriorate when subjected to oil. 
To prevent leakage between the 
cover and pump reservoir, the 
cover gasket must be properly 
seated in the cover.—CHuek-CHART 
Service BuLietin. 
= = 


How to End Squeaking 


OME 1958 cars, built before Dec. 
1, 1957, may have front sus- 
pension lower control arms with 
improperly formed coil spring 
seats. This could produce squeak- 
ing due to interference between the 
side of the spring seat depression 
and the spring. 

If this condition is encountered, 
it can be corrected by hammering 
the point of interference down 
sufficiently to allow the spring to 
seat in the control arm.—Forp 
Moror Co. Propucr Service Lerrer. 

+ = > 
Cadillac Ignition Wires 
“A RESISTANCE-CORE type ig- 
nition wire is being used on all 














NEW CAR 





MAKE MORE MONEY 

CONTROL USED CARS 
One of the reasons a strictly used car 
dealer can whip a new cor man is because 
he has nothing to worry about except his 
used cors. He can stay on top of the 
problems of age and balance control. Now, 
you can do the same, easily. The “ABC” 
Automatic Age and Balance Control board 


for used car merchandising is designed by 
@ new car dealer for new car dealers. 


Field tested and sold on money back 
gvarantee. 
SEND $20.00 FOR COMPLETE 


SYSTEM OR WRITE: 
EZELL SYSTEMS DIV. 


PICKAWAY MOTORS 


Box 269 - Circleville, Ohic 
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Cadillac Serviceman. — Suntester— 
Sun E ectrric Corp. 


Chevrolet Undercoating 


CCORDING to a recent issue of 

Chevrolet Service News, it is 
important to prevent undercoating 
material from being sprayed on 
the air reservoir bellows and the| 
1958 Cadillac series. This type of| lower control arm pistons on cars 
resistor cable requires no suppres-| equipped with an Air Ride suspen- 
sion in the rotor, as equivalent re-| sion system. 
sistance is distributed throughout | The undercoating material can 
the length of the cable to suppress| cause chafing of the bellows and 
ignition noise radiation. lead to eventual failure, Air-line 

When replacing ignition wires | fittings, junction block and hoses | 
on 1957 series cars, use ignition also should be protected during 
wire kit, part number 3631144, | undercoating. 
which has the suppressor type When raising an Air-Ride-| 
wires now being used. It is not | equipped Chevrolet on a twin-post|to provide a richer mixture from 


and jets should be checked before 
proceeding further. 

The standard metering rods are 
Carter number 16-45 (stamped on 
the upper end of the rod) and the 
standard jets are marked with a 
Carter number 120-159. — Dong 
| Tectt NICAL Service BuLLetINn. 








Lining Distributors 
Sponsor Brake Clinics 


CHICAGO. — Distributors of 
Johns-Manville brake lining are 
sponsoring brake-service clinics 
throughout the country for their * * 


, : 
dealers mechanics. | Fuel-Tank Collapse 
Using mockups three times ac- | 


tual brake size, factory experts | HERE have been cases of col- 


demonstrate how each system | lapsing 1958 fuel tanks which 
works, how to adjust for best }ean be attributed to the lack of 
|an air vent groove in the fuel-tank 


performance, how to tell when | ‘ 

relining is needed and where to | “ler pipe. In these cases a groove 

look for trouble. A film, “Making of .06 ag coe depth should be 

the Brakes,” also is used. | “worked into the neck with a 
| blunt nosed chisel. 


When replacing a _ collapsed 
tank, be sure to check the filler 
pipe to see if it has an air vent. 








necessary to remove the sup- | hoist, be sure the car is centered | 4} tn 3 : a 
pressor from the old rotor. over the rear hoist to prevent pos- vom aes ee ee ee = arty This will ensure against the 
When replacing an individual| sible damage to the air line enter- | '"® - sets 0 ©! collapse of the replacement tank, 


This | Metering rods. Collapse of an unvented tank 

Although these changes have (occurs as it becomes empty and 
not been found necessary on the | leaves a vacuum inside the tank, 
Dodge (L350 and L360 engine)— | allowing outside air pressure to 
and should not be made—there | collapse the tank.—Pontiac Service 


is the possibility that someone | CRAFTSMAN ewe. r n 


wire from a 1958 or 1957 series car|ing the left-hand reservoir. 
equipped with the suppressor type|is especially critical if the air has 
wires, be sure only the suppressor| been exhausted from the system. 

type wire is used for replacement.| Cuex-Cuart Service BULLETIN. | 





Vet 


The foregoing information ap- eS we a 
peared in a recent issue of The) Carburetor Modification 





. | T HAS been brought to our at-| could mistakenly install the rich | ‘ . 
Gregg, Lewis Open Deal | I tension that a bulletin has been| Jets or rods. | Steering System “Play r Ever 
A new Dodge dealership has been | issued concerning modifications to Therefore, if a poor Suct-mileage| T HAS come to our attention om 
opened in North Hollywood, Calif.,| the A.F.B. carburetor. complaint occurred on a A.F.B.- that there are parts-replacement yeor 








carburetor-equipped car, the rods (Continued on Page 31, Col. 3) 


These modifications are intended 





by Lioyd Gregg and Mel Lewis. 


4910's 


Jeral tie et: 
Schrader Tire Valves 








OUTSTANDING TIRE | ' 


ACE OF STANDARDIZATION 


the name for Schrader’s famous 
tire valve operating principle 
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Maintenance Tips ix ‘p 









kits available which are designed 
to eliminate “free-play” and rattle 
at the lower ball joints of the 
front suspension system. 

When the car is raised on a 
hoist (by means of support to 
the lower control arms), it is 
possible to observe a looseness 
or “free-play” at the lower ball 
joints. However, this does not 
indicate a need for parts replace- 
ment or installing special devices. 
The basic design of the lower 

ball joint incorporates this feature 
of “free-play” as the joints are 
assembled without preload or any 
means of applying preload. At in- 
stallation, the lower-ball-joint stud 
is continually loaded in tension 
and, therefore, the ball joint bear- 


Veteran Servicemen— 


These men represent 181 years of loyal service to one Cadillac distributorship,| ing is loaded against the ball joint) 
Everett H. Corson Cadillac, New Bedford, Mass. The servicemen along with their | housing. This arrangement prevents 
employer are, from left, Edward F. Sylvaria sr., 27 years; Earle T. Wilbur, 37 years;| any rattling of the ball joint in 
Ivan L. Tripp, 27 years; Everett H. Corson, distributor, 32 years; Earl F. Sears, 32| operation. 


yeors, and Aldege Fauteux, 26 years. Installation of any parts or com- 





TODAY 


Modern high-speed, transcontinental 
turnpike buses run on Schrader Tire Valves 











Here’s How Experts Do It 


(Continued from Page 30) 


bination of parts as a means of 
eliminating “free-play” or rattle is 
not recommen de d.— CHRYSLER 
Service Bu.wetin, 

* * a 


Power-Steering Piston Rings 
NEW cast-iron ring and neo- 
prene backup seal ring have 

been released to replace the single 

neoprene “D” ring used on the 
piston of early production power- 
steering gears. 

These gears can be identified 
by letters ranging from A to G 
stamped on the chuck housing. A 
service package part number 
1879745, containing the new cast- 
iron ring and neoprene backup 
seal ring is now available from 
the parts division. 

When installing the improved 
cast-iron and rubber-seal-ring com- 
bination, do not under any circum- 





on 


VALVE PERFORMANCE: 


meets the strictest standards of every vehicle 


The newest vehicles are better in every detail. The Automotive, Tire and Tire Valve 
Industries contribute cooperatively to the improvements in new vehicles’ design— 
year after year. Schrader’s prime responsibility is to draw upon the skills and expe- 
rience of the Industry and Schrader’s experience as specialists to design and produce 
the most practical valves for maintaining the vehicles on the “cushion of air” in the 
tire. A significant sign of this program’s success is that the performance of the tire 


valve is so high that it is taken for granted the world over. 










A. SCHRADER’S SON + BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Co., Inc. 






FIRST NAME IN TIRE VALVES 


@ division of SCOVILL 





FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


stances hone or polish the housing 
bore as previously recommended. 

Also, do not replace the original 
‘worm and piston assembly or piston 
housing for minor scores or tool 
marks. The cast-iron ring will seat 
itself in the bore after a short 
period of operation.—PLYMouTH 
TECHNICAL PRODUCT INFORMATION 


BULLeTIN. 
a * * 


Cadillac Brake Squeak 


| ne squeak may be caused by 
improper functioning of the 
special, flat spring washer in the 
star-wheel adjuster. This washer 
lies in a recess in the face of the 
star wheel and it must flex as the 
brakes are applied. If the washer 
is not perfectly flat, it should be 
replaced. 

On the 1958 Mercury the star- 
wheel ratcheting lever part of the 
self-adjusting mechanism has been 
changed, The spring joining the 
lever to the heel of the primary 
shoe now attaches to a hole and 
not a tab. Replace both spring and 
lever when necessary to replace 
either.—Ammco Toots, INc. 


MEWA Members 
‘Receive Guide 


On Management 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. has dis- 
tributed to its members copies of 
the revised manual of the Inde- 
pendent Garage Owners of Amer- 
ica, “Successful Management De- 
velopment.” 


B. W. Ruark, MEWA general 
manager, said MEWA worked with 
IGOA throughout the revision 
period. 


“The IGOA manual fully answers 
the long-felt need of providing the 
automotive maintenance industry 
an up-to-date and more complete 
|management guide covering all 
phases of the automotive repair 
| business,” Ruark said. 

The results of special MEWA 
| studies are featured in three sec- 
tions of the manual, according to 
Ruark. They are: 


“Fundamentals for Success and 
Profit,” by Frank O. Bregnard, 
president of Automotive Mechanics 
Institute; “Analysis of Independent 
Garagemen’s Cost of Doing Busi- 
ness,” and “Cost-Reducing Parts 
Procurement Plan for the Automo- 
tive Maintenance Industry.” 





Briggs Building Terminal 

ST. PAUL, Minn. — Construction 
|has started on a new $700,000 
| terminal on a five-acre tract in 
| Chicago for Briggs Transportation 
| Co. It is scheduled to be completed 
by Oct. 1. 


gels 


“ , . 
| YOUR CUSTOMERS CAN TELL THE ¥ 


DIFFERENCE ' 


. when they change to WoLF’s 
> Heap. And it’s an important dif- 
' ference to them. It’s an important | 
difference to you, too, because 
satisfied customers keep coming 
back for more. 


Be sure to stock, display and 
sell Wo.r’s Heap, the Oil with 
Nature’s Miracle Molecule—100% 
Pure Pennsylvania. It’s the supe- 
rior premium quality motor oil 
that makes the difference. 

@ Lower oil consumption 

@ Smoother engine perform- 
ance 

®@ Satisfied customers 


® Greater profits 
























New Rotunda Summer Show Se 


Theme of show: “Fun for You...on the American Roa 










This year, a half-million or more tourists, including people from your hometown, will see some of the 
most exciting displays ever created for the Ford Rotunda Summer Show. Designed around Ford Family 
of Fine Cars adventure themes, the show tells the buying public how much fun it is to travel in one of 


Ford Motor Company’s automobiles. 





Overall, the theme “Fun for You . . . on the American Road’ will dominate. Scenes featuring 


your products as an integral part of each display will take tourists to thrilling compass points 


* a8 ~~ 
~ 


around the country. 





These imaginative, colorful exhibits, which opened June 1, stimulate product preferences . . . generate 








interest and enthusiasm among our most important visitors—your new-car prospects! 
Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD «© EDSEL © MERCURY @¢ LINCOLN @¢ CONTINENTAL MARK Ii!I!i ¢ ENGLISH FORD LINE 


GERMAN FORD LINE . FORD TRUCKS 7 TRACTORS . FARM IMPLEMENTS « INDUSTRIAL ENGINES ‘2 














CENTER COURT All Ford Motor Company cars will be on display in 
three-dimensional backgrounds: Edsel in a mountain scene; Mercury 






Turnpike Cruiser in front of a modern motel; Continental in an animated 









country club, beach and mountain scene; Edsel Station Wagon and Ford 

Fairlane in front of a huge revolving caricature of five tourist attractions; SAFETY DISPLAY Highlighted will be safety features 
in the center, “Station Wagon Living” exhibit, with Ford Country found in the Ford Family of Fine Cars. A motion 
Squire and the English Estate Van in a camping scene picture, in color, will present scenes from a crash 






test conducted by the Safety Research Staff. 
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MERCURY DISPLAY ‘‘Clean Line Modern Styling,’ engine 
performance, and the variety of models available are the 
feature points. A unique, rear-projector motion picture will 
present Mercury TV commercials . . . ‘““The Performance 
Champ for 1958” is one example. 












FORD DISPLAY--‘“‘National Open Champions” is the theme, pointing ou! 
Ford's leadership in the convertible field; a Thunderbird, Skyliner, an‘! 
Sunliner will be shown. A narrator will discuss engineering innovation 
and features found in all Ford Convertibles. 












FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 87 OF A SERIES 


ee 


LINCOLN DISPLAY —This exhibit spells “high fashion’’ 

uses an artistically designed mobile made up of 
small automotive parts, attractive cut-outs of leathers 
and fabrics, and a backlight shot of a luxurious 
Lincoln interior. 


DIESEL TRACTOR DISPLAY. Ford Motor 
Company's first American-made diesel 
product will be presented as the 
lowest-priced diesel tractor in its class. 
Its greater economy of operation, ease 
of handling and maintenance, and 
performance features will be explained. 


STYLING DISPLAY A sculptor will create a new dream- 
ear design in a *,-seale clay model. A narrator will 
tell of the efforts of all stylists to create advanced 
designs which are found in the Ford Family of Fine 
Cars. La Galaxie, Ford Motor Company's dream car, 
will be prominently featured. 


Sd nee 


EDSEL DISPLAY Edsel will be hailed the “‘idea”’ car of 
ROTUNDA PROVING GROUND — Visitors will be invited to take a ride in one of the Ford Motor Company. An animated odometer and 
Ford Family of Fine Cars over the mile-long test track . .. the newest Rotunda clock will point out that a new Edsel is sold every 
feature. Each adult will be given a souvenir -a miniature camera with trans- six minutes of every working day. New engineering 
parencies illustrating each of our products. advances, found only in Edsel, will be emphasized. 





ee 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of 
Automotive News. 


For Make Servicemen 


CHRYSLER CORP.—Service 
training covering the latest pro- 
cedures for factory-approved serv- 
ice, maintenance and diagnosis 
operations, using the latest tools 
and equipment, is offered—tuition 


free—at Chrysler Corp. sales and} 
service training centers for service! 
personnel of Chrysler Corp. deal-| 


ers. Schedule for June 23 to July 18 
at the following locations: 26000 
Lawrence, Center Line, Mich.; 550 
S. College Ave., Newark, Del.; 2930 
Forrest Hill Drive, S. W., Atlanta. 
Service training schedule for June 


2-20 at the following locations: 5500 | 


Howard St., Skokie, Ill.; 401 Theo- 
dore Fremd Ave., Rye, N. Y. 





| overhaul, 


NOTE: Service training will not) 


be offered at these centers from 
July 19 to Aug. 15. 


centers for the dates listed above 
are: Torque-Flite transmission, 
Constant Control power steering, 
Sure-Grip differential, electrical, 
carburetion and engine tuneup, air 
conditioning, “B” engine, 
sealing. 

For registration information, 
dealer should contact the service 
training coordinator at the train- 
ing center serving his area. 

FORD DIVISION From June 
23 to July 25, -the 35 Ford district 
service school instructors will be 
engaged in presenting courses on 
the 1958 Thunderbird and heavy- 
duty trucks for those dealers not 
yet covered. In the truck courses, 
the rear axle, the engine and the 
alternator generating system will 
be emphasized. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 


Courses scheduled at all training| sonnel sponsored by a GMC truck 


| TURN OUT MORE 
JOBS A DAY THAN 


5 LM a 


Meni 


THOSE BIRDS DO 


IN A WEEK 


‘HIS CAR!! 


body | 


dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1, rear axles, 2, standard 
|transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
|diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 


10. air 


tion, 9. four-wheel drive, 
suspension, 11. 
GMC maintains classrooms in the 
| following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
|New York (two centers), Oakland, 
| Philadelphia, Washington, Pitts- 
| burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL MOTOR 
TRUCK DIV. — Atlanta Motor 
Truck Technical Training Center— 
Training is now being conducted 
for Southern region dealers’ serv- 
icemen covering engines, major and 
minor tuneups, automatic trans- 
mission, LPG fuel systems, Road- 





TELL THOSE 
@ NIGHT- CRAWLERS 


Y 


IF 


Y & 
Foe 


engine overhaul, 7. power steering | 
(in-line or booster type), 8. carbure- | 


hydraulic brakes. | 


El | 


ranger transmission, new IH rear- 
axle and new IH Select-O-Matic 
transmission. Training is conducted 
by the Tell-Show-Do method. Cor- 
rect diagnoses and correct service 
procedures, while performing each 
service operation, are emphasized. 
Classes are limited to 18 per week 
|to allow the instructors to give 
individual attention to each serv- 
iceman. Special classes are also 
| being conducted for fleet mainte- 
nance supervisors. 

The 1958 Dealer Service Con- 
ference — Each motor truck 
district in the U. S. is now con- 
ducting service conferences with 
ithe International dealer organiza- 
tion. Service information and serv- 





ice techniques covering product} 


improvements, new 
and operating procedures are being 
presented. 

STUDEBAKER - PACKARD - 
Mercedes-Benz and Studebaker- 
Packard mechanics training courses 
are scheduled for dealer service 
|personnel at training centers in 
|New York, South Bend and Los 
Angeles for period of June 23 to 
July 25. Classes are of one-week 
duration. Training School 
agers are: F. X. Coghlan, New 
York; A. S. Kidder, South Bend; 
L. J. Young, Los Angeles. 

WHITE—1. Practical demonstra- 


IF | DIDN'T KNOW HOW 
DARK IT IS UNDER THERE 
\'D SWEAR THEY WERE 
STUDYING THE 
RACING FORM 


en . JG 
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ANOTHER GLOBE 
FRAME-KONTACT , 
HOIST HED Be 

SINGING A 


HERE |S 
POOR 





THE ONLY 
FRAME- 
| GET AROUND 


CONTACT 


WITH MY 
HEAD 


SINGING THE 
SAME OLD 
SWAN SONG 


MAKE MORE MONEY ON EVERY JOB WITH 








With 


‘the new “Continental-18” Adapters, 
“Frame-Kontact” Hoists lift all cars at manu- 





facturers’ recommended pick-up points! 


THE WORLD'S MOST COMPLETE LINE OF AUTO- 


MOTIVE 


“FRAME-KONTACT™ 
Two-POSsT 


TWO-POST, AUTO 


FREE-WHEEL TYPE, AUTO 


TWO-POST, TRUCK 


AND HEAVY-DUTY TRUCK HOISTS 


ROLL-ON TYPE, AUTO 


FOUR-POST ELECTRIC, AUTO 


Penna. 


GLOBE Jon {unl HOISTS 


Profits from service on a “Frame-Kontact” are greater 
because less time has to be spent on each job. Mechanics 
work faster and do better work. Undercar servicing and 
repairs can be completed in 30% to 60% of flat time esti- 
mates ... profits are higher, more jobs can be completed. 

The assets of maximum underside accessibility, relaxed 
suspensions and quicker, easier, more efficient servicing 
provided by Globe “Frame-Kontact” Hoists have made 
them the preference of dealers everywhere. 

For complete information on ‘“Frame-Kontact” and 
other famous Globe Hoists, write to Globe Hoist Com- 
pany, East Mermaid Lane at Queen Street, Philadelphia 
18, 


SL THE BEST LIFT \ i 





components, | 





tion courses for maintenance <u- 
pervisors at the White factory 
school, showing latest maintenance 
methods and supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 
the individual and his position. 2, 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operatcr’s 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance mcth- 
ods and improved maintenance 
techniques. 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 


| at Pennsylvania State University. 


Man-| 





Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class June 23-27. 


For All Servicemen 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich, — 
The Allen Power-Tune course, an 
advanced course for mechanics, 
and the Allen PM Tuneup school, a 
new Tuneup school designed espe- 
cially for people who are interested 
in learning the fundamentals of the 
tuneup business are being con- 
ducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations, 
and are instructed by the Allen 
representatives. Additional infor- 
mation can be obtained by writing 
directly to Allen Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC. North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 


| 2128 Commonwealth Ave., North 
| Chicago, Il. 


BEAR MFG. CO., Rock Island, 
fil.—School offers training in align- 
ment, balancing and frame 
straightening and is located at 2103 
Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
Clark, registrar. Next classes 
June 23, July 7, July 21. 

BENDIX PRODUCTS DIVI- 
SION, South Bend—Courses are 
offered covering service and sales 
training on Bendix power brakes, 
Stromberg carburetors, basic brake 
and power steering. The length of 
the course covering an individual 
product is normally one week and 
no tuition fee is charged. Addi- 
tional information may be obtained 
by contacting the nearest Bendix 
distributor or writing to the Bendix 
training director. 

CARTER CARBURETOR COM- 
PANY, St. Louis — Classes of 12 
men in carburetion starting each 
Monday for a three-week duration 
will begin June 30, July 7, July 21 
Contact nearest Carter distributor. 

DE VILBISS CO., Toledo — Spe- 
cial schools in industrial product 
finishing, maintenance, painting, 
general refinishing, service 
training, automotive jobber and 
portable-equipment jobber person- 
nel are offered. 

The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 

The school is maintained as 4 
service to users and distributors to 
increase their knowledge of the 
operation and use of the com- 
pany’s products. For those who are 
unable to arrange a trip to Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co, 
Toledo 1, O. One-week classes of 
limited size covering theory, main- 
tenance and servicing of spray 
painting equipment. The subject of 
spray painting is broken down into 
four categories: Industrial, auto 
refinishing, automotive jobber, and 
portable equipment jobber. No in- 
struction charge. Applications may 
be obtained by writing DeVilbiss 
Co., 300 Phillips Ave., Toledo, ©. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 

(Continued on Page 36, Col. 3) 
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38¢ out of every dollar 


spent on automotive products 







is spent by households that 


read a single issue of LIFE 



















“en LIFE gives you a vast, sure, responsive market every single 
A week. The average issue of LIFE is read by 15,320,000 house- 
due holds—31% of all U. S. households. And these 31% buy 38% 
tes of all automotive products. 

a What a market. And what a selling opportunity, when you 
= know for certain that you can reach 38¢ out of every con- 
or sumer dollar spent for these products. 

= Pn These newly released figures from LIFE’s Study of Con- 


sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 
the people who are receptive to selling messages. . . the peo- 
ple who actually do the better-than-average purchasing. 








year 

n be 7 

De No wonder U.S. passenger car manufacturers in 1957, and 
:< again in the first quarter of 1958, invested more dollars and 
xt of bought more pages in LIFE than in any other magazine. 

into 

— Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 
» in households for consumer goods and services in 1956. 


gives you so much selling support... so swiftly, so surely 




























































































Power Brake Pointers— 


a training class sponsored by Bendix Aviation Corp. and Frank Edwards Co. 


standing, right, educational director for Edwards, are in charge. 


HARLEM AND AVONDALE 





Information on the latest service techniques for power brakes is passed along at} brake systems, 
in San| Personal instruction is augmented | 
Francisco. R. C. Soliday, standing, left, Bendix zone manager, and C, W. Handley,| by a technical, 78-minute, 


AUGHT 


loafing on the job 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 34) 


|| weeks. No tuition if equipment is | justment 


purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos Brake Service School 
and work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions from 
8 a.m. to 4:30 p.m. All phases of 
brake-service work, such as major 
adjustments, minor adjustments, 
and complete brake overhauls of 
all types of both new and old 
will be covered. 


color, 
sound, motion picture showing ad- 


This ignition coil looks exactly the same as any other of 
its type -—on the outside. But, internally, it’s defective 
and not delivering the performance it should. The Sun 
Scope Motor Tester has caught it loafing on the job — 
detected it instantly, clearly and accurately in just a 
matter of seconds! 


procedure as well as 


changes made in 1957 and 1958 


| brakes. Individuals who success- 
| fully complete the course will re- 


| ceive a certificate showing that 
| they are qualified to work on all 
|types of automotive brakes. The 
|}course will be conducted by A. 
| D’Andrea, director of service train- 

ing for Raybestos Division. Write 
| to J. Kane for further information. 


| SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
| electrical testing, use of the oscillo- 
|scope and engine tuneup, will be 
|conducted by field service repre- 
|sentatives during the coming 
|months. For specific information 
|as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp. 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 








Component troubles such as this are easily located and 
pinpointed with the Sun Scope Motor Tester. 

mechanic's valuable time — insures better customer 
satisfaction with tune-up and service jobs. 


It saves 


You should investigate the Sun Scope Motor Tester for 
your shop. Or — if you already own a Sun Master Motor 

Tester -— find out how EASY and ECONOMICAL it is 
to convert to a Sun Scope Motor Tester. 


Your local Sun Representative will be glad to demon- 
strate and explain all the details. Call him TODAY. 


Uke ELECTRIC CORPORATION 


@ CHICAGO 31, ILLINOIS, U.S.A. 











distributors throughout Canada, 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 

THERMOID CO., Trenton, N. J, 
—Brake-service school conducted 
at various times during the year, 
depending upon the demand. In. 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses, 
Textbooks are furnished at no 
charge. For additional information 
write J. A. McLaine. 

UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


Old Antifreeze 
Perils Radiators, 
Industry Warns 


NEW YORK.—About 12 million 
American motorists will have 
trouble with their car radiators 
this year because of a misunder- 
standing over one word—“perman- 
ent.” 

The antifreeze industry stresses 
that the word “permanent” means 
“permanent for one season only.” 

A recent survey by the Chemical 
Specialists Manufacturers Assn. 
shows that one out of every five 
of America’s 60 million cars and 
trucks has a leaky radiator prob- 
lem. Most of the trouble, experts 
say, comes from failure to drain 
used anti-freeze in the spring. 

One explanation of why ethylene 
glycol, the so-called permanent 
antifreeze, will not safely last for 
more than one season’s driving is 
offered by Dr. Chester M. White, 
head of the Olin Mathieson Chem- 
ical Corp. antifreeze research 
laboratory at Rochester, N. Y. 

White points out that after one 
winter’s use the corrosion inhibitor 
has a tendency to break down, 
which increases with the present- 
day rise in horsepower ratings and 
engine temperatures. Why, many 
motorists ask, can’t the antifreeze 
be drained and more inhibitor 
added the following season? 

White offers this explanation: 
“After a winter’s use the antifreeze 
contains other organic compounds, 
such as glycollic acid and formic 
acid, which tend to develop under 
normal use. In addition, there may 
be petroleum-base acids resulting 
from leakage of exhaust gases into 
the cooling system. 

“Thus, the base material after 4 
year’s driving will differ from the 
original glycol. Therefore, a change 
of inhibitor composition would be 
required. 

“Because of wide variations of 
driving conditions and the conse- 
quent changes in the chemical 
structure of the antifreeze, it would 
be very difficult for the average 
motorists to match the proper in- 
hibitor with the glycol remaining 
in this cooling system at the end 
of the driving season.” 





Turnpike Commission 
In Ohio Leases 42 Cars 


ELYRIA, O.—The Ohio Turn- 
pike Commission has announced 
it will lease 42 new Plymouths 
from Spitzer Leasing, Inc. The 
commission decided it was 
cheaper to lease cars for patrol 
duty than to buy new ones. 

Spitzer Motors, Inc., was the 
low bidder ($25,450) for the pur- 
chase of 42 cars which the com- 
mission is selling to make way 
for the new cars, 
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features of the All New 
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HERE'S PROOF THAT... 


America wants the 
extra safety...extra value 
of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 
e In just one year, the sale of nylon cord tires went up 65%. 


e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
are offering nylon as optional equipment. 


e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
survey shows that 6 out of 10 say they will buy nylon cord tires 
if you take the trouble to offer them. 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


Powerful Du Pont advertis- 
ing will dramatize the safety 
of nylon cord tires totheread- 
ers of nine of the nation’s 
leading magazines this year. 


SPOSE S% 
. dw Me % 


BETTER THINGS FOR BETTER LIVING 
«+-THROUGH CHEMISTRY 





REG. U.S. PAT. OFF 


THE SAFEST, STRONGEST TIRES ARE MADE WITH f ; LON 
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Service World in Brief 


training station at Garden City, 
Ie Se 


NEW YORK.—Changes in 1958- 
model automobiles may mean better 
motoring for the public, but they 
also create new problems for serv- 
ice stations, according to Socony 
Mobil Oil Co. 


This means a new emphasis on 
the company’s dealer-training pro- 
gram—to ensure that every Mobil 
dealer will have the opportunity to 
learn the latest techniques and 
equipment for servicing today’s 
newest automobiles, the company 
said. 


Innovations such as air suspen- 
sion, with air compressors under 
the hood, differentials with clutches, 
and cooling systems with three 
thermostats, not to mention suspen- 
sion points on some frames only 
10” apart, call for new service tech- 
niques if a service station is to 
maintain its reputation. 

“These innovations can best be 
met by on-the-spot training,” ac- 
cording to G. C. Garofalo, manager 
of Socony Mobil’s international 








“That is why Socony Mobil is 
sending 600 Mobil salesmen out to 
conduct more than 2,000 clinics for 
Mobil dealers and their employes 
in the U. S. We expect an attend- 
ance of at least 25,000.” 

The 600 Mobil instructor-salesmen 
are equipped with training kits 
complete with course outlines, 
demonstration materials, films, and 
even model plastic automobiles with 
special training features, 

* * o 


30-Day Shaler Promotion 


‘Saturates’ Indianapolis 


INDIANAPOLIS. — Shaler Co., 
Waupum, Wis., used a saturation 
advertising and promotional cam- 
paign in the Indianapolis market 
for its Rislone oil alloy to help 
dealers kick off the spring-summer 
changeover and vacation season. 


A fleet of colorfully painted sta- 
tion wagons traversed the area dur- 


ing the 30-day campaign, carrying 
portable laboratory equipment, 
product display boards, product 
literature and _ point-of-purchase 
material. The company also used 
172 spot radio announcements and 
a series of 250-line newspaper ads. 


* * * 


Credit Sales Expedited 


NEW YORK.—Sinclair Refining 
Co. reports that it has installed 
equipment which speeds the record- 
ing of purchases of credit cus- 
tomers. The charge can now be 
made in one operation at the pump 
island, the company said. 

* * + 


Minnesota Group Reports 
On Shortage of Mechanics 


ST. PAUL.—Highly trained me- 
chanics are needed in Minnesota 
with the demand varying in about 
125 classifications including the 
transportation field, it was reported 
at the Minnesota Apprenticeship 
Conference here. 

Frank Musala, of the State In- 
dustrial Commission, said appren- 
tices should be selected more 
carefully and impressed with the 
importance of completing their ap- 
prenticeships. Karl Richards, De- 





troit, of the Automobile Manufac- 
turers Assn., was a speaker at the 
conference. 

+ * * 


Film, Guild Stress Needs 


Of Auto Refinish Industry 


ST. PAUL. — “Modern Metal 
Magic,” a film aimed at two of the 
auto refinish industry’s most crit- 
ical problems, has been prepared 


| by Minnesota Mining & Mfg. Co.| 


The problems are recruiting cap- 
able manpower and educating the 
public to insist on quality refinish 
work. 

In another move, 3M has formed 
the Autobody Craftsman’s Guild to 
promote quality refinishing through 
improved methods and materials. 
Membership in the guild is in rec- 
ognition of high-quality refinishing 
work by qualified shops, the com- 
pany said. 

+. * + 


Parking Garage Expected 
To Help Downtown Montreal 


MONTREAL. — Ranking as a 
major downtown Montreal build- 
ing project and a new factor in 
efforts to maintain business activity 
in the area is the $1,750,000 Mans- 





WEAVER WHEEL ALIGNMENT EQUIPMENT 


provides a choice to 
meet your needs 





WJ-114 “TWIN POST” LIFT ALIGNMENT OUTFIT utilizes a Twin Post Lift 
instead of a rack . . . lift can be used for both wheel alignment service and for 
a wide range of mechanical services . . . All equipment and gauges shown on 
board (at left) are part of WJ-114 . . . but also can be purchased independently 
by owners of Twin Post Lifts. 








W4J-115 “RACK TYPE” ALIGNMENT OUTFIT is one of three Weaver 
methods . . . Rack, Floor Level, “Twin Post” . . . ffom which you have a choice. 
This DeLuxe Outfit includes 1 DeLuxe Alignment Rack, two 3-way Alignment 
Gauges, 2 Turning Radius Gauges, Tru-Way Toe Gauge, Portable Alignment 
Tester, 2 Front End Service Jacks, Knee-Action Camber Correction Outfit, “Peg 
Board Type” Tool Display Board, Jack Stand, Safety Lift Stand, Knee-Action 
Caliper, Drive-On Mirror, and Baked Enamel “Safety Service” Sign. 


>= poe 


installation . . 


For details, consult your Weaver Jobber, 
or write us for Bulletin AN-486. 





WJ-120 ““FLOOR LEVEL’’ WHEEL 
ALIGNMENT OUTFIT is designed for 
those mechanics who prefer to work at 
“floor level”. Does not take up the floor 
space necessary for the usual “rack” type 
. Outfit includes complete 


checking and correcting tools. 





me 


3-WAY GAUGE W4J-55 gives fastest, accurate 
readings of camber, king pin inclination, and 
caster. Uncovers bent spindles; prevents un- 
necessary bending operations. 


TRU-WAY TOE GAUGE W4J-56 measures “toe” 
angle when used with a pair of spindle-mounted 
3-way Gauges. Permits reading of “toe” change 
from tie rod adjustment location. 









WEAVER MANUFACTURING CO., SPRINGFIELD, ILL. U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, 
Free-Wheel and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car Washers 
« « « Wheel Alignment Equipment ... . Headlight Testers . . . Brake Testers . . . Wheel 


Balancing Equipment . . . Jacks . .:. Wheel Dollies . . . and Air Compressors. 


—- 


| field automatic parking garage 
| being completed on Mansfield St. 
| The additional covered par'-ing 
facilities to be provided, when ele. 
vator equipment becomes operative, 
| are regarded in downtown busines. 

ses as an important aid in sus- 
taining use of the district by car- 
using customers. The 12-story 
| building will have a capacity of 
more than 400 autos. 

* * - 


| Binkley to Add Building 


To Facilities in Missouri 


ST. LOUIS.—W. J. Binkley, pres- 
ident of Binkley Mfg. Co., an- 
|mounced plans for a new building 
to expand present facilities at 
Warrenton, Mo. 

The new building, comprising 
84,000 square feet on one floor, will 
be built on an eight-acre tract. 
Construction will begin in approxi- 
mately 30 days, with complction 
scheduled for next September. The 
building will house Binkley’s roller- 
die facilities for the cold-roll form- 
ing of metal parts and components 
used in the manufacture of truck 
bodies and other products. 

= * = 


Four Wheel Drive Adds 
2 Field-Service Specialists 


CLINTONVILLE, Wis. — Four 
Wheel Drive has appointed Harley 
B. Stevens and James R. Vander- 
walker as field-service specialists, 

Stevens will handle FWD dealer 
serviceman training and some di- 
rect customer service in the New 
England area, including New York, 
New Jersey, New Hampshire, 
Maine, Vermont, Rhode Island, 
Connecticut, and Massachusetts. 
Vanderwalker has been assigned 
to the Southwest and will head- 
quarter in Texas. 

= = = 


New Chek-Chart Manual 
Explains TBA Service 


CHICAGO. — Chek-Chart Corp. 
has announced publication of a 
How and Why of Tire, Battery and 
Accessory Service manual, com- 
pleting its How and Why series. 


The new manual explains each 
phase of TBA service to provide 
the stationman with the know-how 
necessary to satisfy his customers 
and increase his income, Chek- 
Chart said. 


| Accessories Makers Select 


N. Y. Coliseum for 32nd Show 


NEW YORK.—-The 32nd annual 
exposition of the Automotive Ac- 
cessories Manufacturers of Amer- 
|ica is scheduled for February at 
| the New York Coliseum. The group 
claims that theirs is the only show 
jin the accessories field that has 
been held each year over so long 
a period. 

In view of the early sellout of 
space at the last AAMA show in 
the Coliseum, Herman L. Erlich- 
man, show manager, has urged all 
prospective exhibitors to make 
reservations early. 

* > > 


Foundation Seeks Cifts 


For Aftermarket Studies 


CHICAGO.—The Mehan Founda- 
tion, a nonprofit corporation, has 
been formed to “receive gifts from 
which aftermarket studies and 
benefits may be derived.” It is 
named for John H. Mehan, proprie- 
tor of Distributors Institute. 

Mehan was named a director of 
the group along with G. S. Carter, 
D. E. Goldich, H. T. Halfpenny, 
W. D. Porter, D. E. Teetor, A. C. 
Volkens, T. A. Walsh and R. &. 
Withers. Headquarters of the foun- 
dation are 5349 Sheridan, Suite 217, 
Chicago 40. 


* * * 
Bear Sign Seeks to Boost 


Wheel-Balancing Business 

ROCK ISLAND, Ill.—A six-foot- 
high driveway sign devoted exclu- 
sively to wheel balancing is offered 
by Bear Mfg. Co. Victor B. Day, 
president, believes it will enable 
Bear dealers to “apply this proven 
merchandising principle, which is 
increasing mechanical service busi- 
ness of all kinds, to the profitable 
wheel-balancing field.” 

The signs three-color, double- 
side message offers a free wheel- 
balancing checkup. It’s topped with 
a “Bear” trademark to identify the 
dealer with the company’s 1958 na- 
tional wheel-balancing “wear-out” 
promotion program. 

















Power... get action...to move 


people...to sell goods 









= THE CHICAGO DAILY NEWS 


one ran more new car advertising 

: in the first five months of 1958 

a than any other Chicago paper, 
morning, evening or Sunday.* 


a8 *In 1957 the Daily News was first in new car linage 
srie- among Chicago papers, morning, evening or Sunday. 
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USE THE POWER OF THE “NEWS” 
IN CHICAGO 
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In Parts and Accessory Distribution 





MEMA Credit Service Open 


To Warehouse Distributors 

NEW YORK.—The Motor & 
Equipment Manufacturers Assn. 
announced completion of plans to 
make its credit service program 
available to “bona fide” warehouse 
distributors. 

A MEMA spokesman said the 
Automotive Warehouse Distribu- 
tors Assn. and the National Stand- 
ard Parts Assn. have informed 
their members of the expanded 


service. 
* 


Schleifer, Gaskill Named 


Dill Mfg. Sales Reps 


CLEVELAND. —Dil1l Mfg. Co., 
maker of tire valves and tire and 
tube repair equipment, has ap- 
pointed two sales representatives. 
William C. Schleifer will headquar- 
ter in Los Angeles and cover 


* * 


Northern California, Idaho, Mon- 


tana, Nevada, Oregon and Washing- | 


ton. 
Wilbur H. Gaskill was named 


Eastern sales representative with | 


headquarters in Brownsville, Pa. 
His territory includes Delaware, 
Southern New Jersey, Eastern 
Pennsylvania, Virginia, Washing- 
ton, D. C., and Maryland with the 
exception of the City of Oakland. 


* * * 
Hunt Expands Facilities, 


Returns to Automotive Field 


BOSCOBEL, Wis.—A recent ex- 
pansion in production capacity has 
brought Hunt Mfg. Co. back into 
the automotive aftermarket as a 
supplier of mechanical wheel and 
gear pullers. 

The company has sent most of 
its output into Government chan- 
nels since the outbreak of World 


War Il, according to James C. 
Porter, general manager. 
* * +” 


Shatterproof Glass, Dealers 


|Offer Service Guarantee 
| DETROIT.—Shatterproof Glass 


utors and dealers announced a 
nationwide service guarantee. It 
| is the first such guarantee ever 
| offered, they said. 

Nearly 5,000 Shat-R-Proof 
dealers have adopted the insur- 
ance program. 

* = - 


Snap-on Adds Dealer 
BALTIMORE.—Robert E. Skip- 
per, 527 St. Patrick St., Baltimore, 
|}has been appointed Snap-on Tools 


Corp. dealer. 
> 


* * 


Outing to Honor Letts 
PHILADELPHIA.—The Automo- 





Corp. and its authorized distrib- | 


tive Service Assn. of Philadelphia 
will hold its 37th annual outing 
June 17 at the Melrose Country 
Club, Cheltenham. Clarence Letts, 
United Motor Service veteran who 
will retire July 1, will be honored. 


* + * 
Filler Mixing Simplified 
WEST HARTFORD, Conn. — 
Dynatron Corp. announced a new 
pouring spout on its DC-3 plastic 
filler catalyst, eliminating hit-and- 
miss portioning of catalyst with 


resin. 
+ + * 


Display Stand Available 


CHICAGO.—A counter stand for 

| displaying the new 240 Series elec- 

tric fuel pump has been announced 

| by the Instrument division of 

Stewart-Warner Corp., Chicago. 
* + 2 


| Wholesale Group to Award 


|4 Mechanics’ Scholarships 


LOS ANGELES.—The San Gab- 
|riel Valley Chapter, California 
Automotive Wholesaler’s Assn., an- 
nounced it will award four $50 
scholarships this year in 
| automotive-mechanics training at 
| Mt. San Antonio College. 

Last year the chapter awarded 
two scholarships and hopes to in- 
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HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
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Oil Coolers... 


For All GM Cars 
And Trucks Equipped 
With Automatic 
Transmissions! 


High-gear performance calls for Harrison! 
Again in °58, Cadillac, Buick, Oldsmobile, 
Pontiac, Chevrolet and GMC Truck are 
using Harrison coolers to eliminate heat 
problems with automatic transmissions. 
Mounted in the radiator bottom tank, 
these Harrison transmission oil coolers 
keep temperature just right for the most 
efficient operation. That’s why you'll find 
Harrison—backed by over 47 years’ expe- 
rience in the heat-control business—pro- 
tecting peak performance on millions of 
the best-known, most dependable auto- 
matic transmissions. If you have a cooling 
problem, look to Harrison for the answer. 


FROM THE PROGRESS OF THE PAST... 


aoe 


THE PROAMSE OF THE FUTURE 





crease the number to eight in 1959, 
according to Joe York, chairman 
of the group’s scholarship commit- 
tee. The awards will go to Valley 
students, he said. 

* +” ¥ 


Calif. Wholesalers to Meet 


LOS ANGELES.—The California 
Automotive Wholesaler’s Assn. will 
hold its third annual convention in 
Monterey Oct. 31-Nov. 1. Leslie W, 
Wyre, Car Parts Co. Highland 
Park, is convention chairman. 


New Dates Set 


For 759-60 Pacific 


Automotive Show 


LOS ANGELES.—The executive 
committee of the Pacific Automo- 
tive Show has changed the dates 
of the 1959 and 1960 expositions in 
order to avoid conflicts with other 
such shows. 

The new dates for the 1959 show 
are March 12-15. It will be held in 
New Brooks Hall of the San Fran- 
cisco Civic Auditorium. The 1960 
event is scheduled for March 10-13 
in the Denver City Auditorium. 

Officers for the 1959 show are 
Robert D. Wootten, Berkeley, Calif. 
president; Walter Olson, Harve, 
Mont., first vice-president; J. K. 
Wilkinson, Pomona, Calif., second 
vice-president; S. B. Sturtevant, 
Van Nuys, Calif., secretary, and 
Andrew D. Shaw, Los Angeles, 
treasurer. 

Wootten said the Motor & Equip- 
ment Wholesalers Assn. and the 
National Standard Parts Assn. will 
hold preshow sessions the day 
before the opening of the 1959 
event. 





Financial 


International Harvester Co., for 
the quarter ended Apr. 30, reported 
net income was up 14 percent to 
$12,435,000, compared with $10,924,- 
000 in the corresponding 1957 
period. 

Sales in the period totalled $285,- 
622,000, a decline of 4.8 percent from 
the $299,980,000 of the second quar- 
ter of 1957. 

Total sales for the first six 
months of the 1958 fiscal year de 
clined 88 percent to $504,352,000 
from $553,115,000, according to 
Frank W. Jenks, president. Net 
income in this period was $19,245,- 
000, compared with $19,495,000 in 
the first half of last year. 

International truck sales, includ- 
ing parts and service, the largest 
| Single category of the company’s 
| sales, were $252,515,000, a decline of 
|5.4 percent from the $266,954,000 of 
| 1957, Jenks said. 

> 





Napco Industries Expects 
58 Sales to Rise 50 Pet. 


Napco Industries which owns 
| Federal Truck, expects sales to 
gain 50 percent or more this year, 
| Max E. Rappaport, president, told 
the annual stockholders meeting. 
The company operated in the red 
last year for the first time in its 
40-year history. 

Sales in 1958 are expected to 
exceed $20 million and “naturally 
we expect it to be a profitable 
year,” Rappaport said. The 1957 
report, showing net sales of $12- 
607,165, compared with $9,331,368 in 
1956. There was a net loss in 1957 
of $750,150, compared with net im 


come of $698,229 in 1956. 
o = . 


Firm Borrows $25 Million 


J. I. Case Credit Corp., Racine, 
Wis., subsidiary of J. I. Case Co, 
has announced sale of $25 million 
of 15-year notes to Prudential Life 
Insurance Co. of America and 
Northwestern Mutual Life Insur- 
ance Co. This new financing will 
provide additional working capital 
for the expanding volume of whole- 
= and retail paper, the firm 


Hamilton Elected Head 


Of Dealer Group in Ohio 

GREENVILLE, O.—Lowell Ham- 
ilton has been elected president of 
the Darke County Automobile 
Dealers Assn. for 1958. Other offi- 
cers include: 

Leonard Shultz, vice - president; 
I. Paul Wilson, secretary; Bill 
Wright, board chairman; Ernest 
Banta, Shorty Geralch, Earl Hittle 
and Red Allison, directors. 
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Perfect vision for night driving 


SOLD THROUGH NEW-CAR DEALERS ONLY. Now standard 
equipment on top-line Buick* models. 


With this amazing E-Z-I Mirror, headlights behind you are dis- 
tinct—yet glare-free. You can judge more accurately how near the 
headlights are behind you. No guessing, no blinding! Safer! It’s 
optically better because it’s a front-surface mirror—you see only 
one image. 












lanai Not just two positions, but three! 


123 


(1) DAYTIME, you get a clear, soothing yellow-green image. 

(2) NIGHT IN CITY, you filter out low-beam headlight glare. 
(3) NIGHT ON HIGHWAY, you de-glare “brights”? behind you. —— 
CROMIR 


Perfect vision in 
clear or rainy weather 


SOLD THROUGH NEW-CAR DEALERS ONLY. 


Cromir is an outside-mount, front-surface, chromium-alloy-type 
mirror. It provides clean, sharp, single images. No ghosting! No 
blurred reflections! A Cromir gives you better day-night vision 
than ordinary back-surface mirrors. It’s clearer in wet weather 
because moisture droplets run off, don’t cling. The mirror is 
guaranteed for as long as the first driver keeps the car. Available 


from manufacturers of outside mirrors. 


*Also available from Accessory Department. 


LIBBEY-OWENS-FORD 
a Great Name in Glass 


LIBERTY MIRROR DIVISION, Brackenridge, Penna. 
Tune in THE PERRY MASON SHOW Saturday Nights, CBS-TV Network 
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Roundup from State Capitals... 








Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 


—_. favorable to truck operators on vehicle size and 
weight requirements were enacted this year by the 


Legislatures of several states 
sippi, New Jersey, New York 


, including Michigan, Missis- 


and Virginia. 


A new Mississippi law increases the gross truck-weight 


limit on primary roads from¢ 
55,980 to 59,000 pounds, and 


raises the permissible length 
from 45 to 50 feet. . 

Under the measure, maximum 
weights are controlled by the dis- 
tance between the extremes of any 
group of axles. The new 59,000- 
pound maximum applies only where 
the axle-distance is 38 feet or more. 

Mississippi lawmakers approved 
a table holding the old 55,980-pound | 
limit for an axle 
distance of 34| 
feet. At 35 feet} 
the weight is al-| 
lowed to increase | 
to 56,800 pounds; | 
at 36 feet to 57,610 
pounds, at 37 feet 
to 58,420 pounds, 
and at 38 feet to 
the 59,000 - pound 
maximum. These | 
limits apply only 
on designated) 
major highways) 





Bethune Jones 


or parts thereof. 

The Mississippi Legislature also 
approved another table allowing 
more liberal weight maximums for} 
all highways instead of only to cer- 
tain roads. Included are a 53,490- 
pound maximum where the ex-| 
tremes of any group of axles is 31) 
feet, 54,330 pounds at 32 feet, 55,160) 
pounds at 33 feet, and 56,650 at 34 
feet or more. 

Another Mississippi law per- | 
mits trucks hauling perishable 
commodities from Gulfport on 
U. S. Highway 90 to the Louisi- 
ana line to exceed the 59,000- | 
pound limit by 5,650 pounds. 
Sponsors of the bill said it would 
help attract two $1 million 
banana-importing firms to Gulf- 
port from New Orleans. 

Michigan's Legislature enacted a 
bill increasing the maximum per- 
missible height of commercial mo- 
tor vehicles from 12% to 13% feet. 

The maximum permissible length 
of a trailer in a tractor-trailer com- 
bination also was increased from 
35 to 40 feet, but the overall length 
of the combination remains un- 
changed at 55 feet. 

> 


N. Y. Passes Three Bills 


EW YORK STATE lawmakers 
passed three bills sought by 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Scales Volume! 
@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cars Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 





o—_——————————————— 
the trucking industry. One removed 


a 45-foot length limit on tractor- 
trailer combinations, which was to 
have become effective Feb. 1, 1960. 
A 50-foot limit remains perma- 
nent. 

Another bill permits the use of 
a foreign-licensed trailer, involved 
in an interchange, to transport 
property for hire or profit in 
intrastate commerce when the 
driver of the tractor has a $1 in- 
terchange permit issued by the 
state commissioner of motor ve- 
hicles. 

Under the act, effective July 1, 


the number of permits issued to 
any one resident registrant shall 
not exceed either the number of 
tractors or trailers, whichever is 
lesser, registered in New York 
State. 


The New York Legislature also 
adopted a bill providing that where 
a vehicle is within the legal gross- 
maximum weight, but is found to 
be in violation of the anxle-weight 
limits by any police officer or em- 
ploye of the Bureau of Truck 
Weighing of the State Department 
of Public Works, the driver will be 
permitted to redistribute the weight 
of the cargo so that no axle is 
overweight. In this event, there 
would be no violation. 

aa = = 


Farm-Vehicle Bill Vetoed 


‘OV. AVERELL HARRIMAN 
vetoed a bill that would have 
exempted farm vehicles from com- 


“Texaco helped me to get 





mercial vehicle requirements on 
lights and reflectors at night. 

A bill enacted in New Jersey 
extended indefinitely an axle- 
weight exemption for cert ain 
“grandfather” equipment operated 
by motor carriers in the state. 
It applies to equipment purchased 
or ordered before March 1, 1950. 
Although such vehicles are ex- 
empted from the 22,400-pound 
single-axle limit and 32,000-tan- 
dem maximum, they are subject 
to the state’s 60,000-pound ceiling. 
Virginia’s Legislature enacted a 
bill to permit coal trucks in South- 
west Virginia to exceed weight 
limits for short hauls. The measure 
permits weights of 20,000 pounds on 
a single axle and 36,000 pounds on 
a tandem axle in instances where 
permits have been obtained by driv- 
ers from the State Highway De- 
partment, 

The Missouri Legislature enacted 
a bill to provide for creation of a 
commission to negotiate truck- 
reciprocity agreements with other 
states. 

Sponsors said that if Missouri 
could negotiate satisfactory agree- 
ments with other states, truckers 
would stop going around Missouri, 
with the result that license fees 





and to build a sound, 


Nick, his wife and the cocker spaniel enjoy life in their lovely new home. 
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and gasoline-tax collections would 


increase substantially. 
= * > 


Carrier Rules Clarified 


HODE ISLAND enacted a re 

vised State Motor Carrier Act, 
drafted and recommended by the 
Rhode Island Truck Owners’ Assn, 
and supported by the State Public 
Utilities Administration. 

Mainly a correlation of the old 
statute and its amendments down 
through the years, the measure 
clarifies the authority, duties and 
responsibilities of the State utili- 
ties administrator and allows him 
to designate members of his divi- 
sion to make investigations, con- 
duct hearings and file recom- 
mendations with him. 

The new act changes recourse 
from an administrator’s decision so 
that appeal goes first to the State 
Public Utility Hearing Board rather 
than directly to the State Supreme 
Court, The measure also increases 
minimum public-liability and prop- 
erty-damage insurance of motor 
cariers from the present $5,000, 
$10,000 and $1,000 scale to $25,000, 
$100,000 and $10,000, and provides 
for minimum cargo insurance of 
$2,000. 


Rhode Island also approved a 
(Continued on Page 43, Col. 3) 
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Legislative Roundup 





(Continued rom Page 42) 


compulsory motor-vehicle inspec- 
tion bill, effective next January. 
The act calls for inspection of all 
vehicles more than one year old at 
least once and not more than twice 
a year at stations certified by the 
state registrar of motor vehicles 
and operated under his regulations 
and policing. 


* * * 


La. Studies 2 Checkup Bills 


installment selling and financing 
of automobiles, appliances and 
other items, The measure was 
amended prior to final passage 
to decrease allowable rates for 
carrying charges on merchandise 
other than motor vehicles. 

The amendment made $12 per 
$100 a year the allowable rate on 
installment purchases up to $300; 
$9 per $100 on purchases from $300 
to $1,000, and $8 a $100 for amounts 
more than $1,000. Other sections of 











Big and Attractive— 


Prettiest showroom on Salt Lake’s Automobile Row. That's the way Courtesy 
Motors (Dodge-Plymouth) describes its neat, attractive showroom. The showroom is 
raised above sidewalk level and there is plenty of window space so that cars are 
readily visible to persons driving past. In a “pinch” the showroom will hold 12 
cors, but normally it’s stocked with seven. 


> vehicle-inspection bills were 
introduced in the Louisiana|the act provide for licensing and 
Legislature, which convened in| inspection fees for installment- 
a ee en eee Ce een 
spection by State Police every : 
three mentie, There would be a fee Quality Dealer Award 
of $1 for each inspection, or $4 a Goes to Smith Motors 
year. The other proposal provides BALTIMORE. — Smith Motors, 
for compulsory annual mechanical|Ine. (Dodge-Plymouth), White 
inspection of vehicles at a fee of $2.| Marsh, Md., has received a Quality 
Among new legislative develop- | Dealer Award from Chrysler Corp. 
ments affecting merchandising, a The award was presented to 
special session of the Kansas | Marvin Smith, president, and Ken- 
Legislature enacted an install- | neth Smith, founder and vice- 
ment-purchase act to regulate | president. 





real security 


successful business” 


says Nick Churchill 


“T’ll never regret the day I teamed up with Texaco,” says 
Nicholas Churchill, who operates the prosperous Willow- 
dale Service Station in Port Washington, L. L, N. Y. 


“That was 10 years ago,” he recalls. “I had a good job 
in the shipbuilding industry previously. But I wanted to 
be my own boss, where I could cash in to the greatest 
extent on my efforts. It beats working for wages —and 
you have more security because nobody can fire you. 


“T picked Texaco because Texaco quality products are 
well known and accepted in all 48 states. Also, you’ve 
got 38,000 Texaco dealers all over the country working 
with you. When their hometown customers travel, they 
like to stop at the Texaco sign for service. We get a lot of 
extra business and profits from out-of-town motorists. 


“Best of all, I like to do business with the Texaco 
people. They cooperate with the dealer 100% and help 
him to establish a profitable business. They have the 
know-how.” 











as a Texaco Dealer: 






















HERE IS NICK CHURCHILL at his modern 
Texaco station, which he operates in partnership with 
his brother. Nick takes an active part in community 
affairs, being a past Commander of his American 
Legion Post and Catholic War Veterans. He is a 
member of the Chamber of Commerce and the Elks 
Club. His hobbies include stamp collecting, photog- 


raphy and driving his new car. 


6 reasons why you can make money 


The best petroleum products, known and accepted by car owners in all 48 states. Con- 


tinuous research and development insure that TEXACO will always have outstanding prod- 
ucts. The best and biggest national advertising program ...constantly selling TEXACO 
Dealers to car owners everywhere. The best point-of-sale promotion material to help 
bring customers in and bring them back! The best customer credit card — in fact, the 
only petroleum credit card honored under one sign in all 48 states...and in Canada, 
too. The best retailer policy — TEXACO doesn’t compete with its dealers .. . cooperates 
with them in the marketing of nationally-advertised and accepted TBA products. The 
best opportunity to cash in on “touring” business all year — because TEXACO customers 
at home like to stop at TEXACO stations when on the road. This means you have 38,000 


other TEXACO Dealers helping you. 








A SOLID FUTURE is one of the advantages of being a 
Texaco Distributor or a Texaco Dealer. Proof: 683 of our 
Distributors have been with us for 20 years or more — 
some as long as 45 years. 20,096 Texaco Dealers have been 
with us for 10 years or more —some more than 45 years. 
There may be an opportunity for you in the Texaco family. 
Get in touch with the Texaco Division Office nearest you. 





THE TEXAS COMPANY 


DIVISION OFFICES: Atlanta, Georgia; Boston 16, 
Massachusetts; Buffalo 9, New York; Butte, Montana; 
Chicago 4, Illinois; Dallas 2, Texas; Denver 3, Colorado; 
Houston 2, Texas; Indianapolis 1, Indiana; Los Angeles 
15, California; Minneapolis 3, Minnesota; New Orleans 16, 
Louisiana; New York 17, New York; Norfolk 2, Virginia; 
Seattle 1, Washington. 
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purchase businesses and loan firms. 
Under the act, new-car purchase- 
installment charge allowances are 
set at $7 per $100 a year. Used-car 
rates in the first year are set at 
$10 a $100; and other used-car pur- 
chase installment rates are limited 
to $13 per $100. 
* 


* * 


Conditions Specified 


RACKED by the Kansas Install- 
ment Sales Council, a new 
group organized by automobile, im- 
plement and appliance dealers, the 
measure defines specifically what 
each installment contract must in- 
clude. 

These are the cash-sale price, 
amount of the buyer’s down pay- 
ment, the difference to be paid 
in installments, the amount of 
separate charges for such things 
as insurance and the extent of its 
coverage, the amount of official 
fees, principal balance, finance 
charge, and the total amount of 
the time balance and each in- 
stallment,. 

If insurance is included, the act 
requires that deals concerning it 
must be shown in the contract and 
that no life insurance may exceed 
the amount of the unpaid balance. 

Arizona’s Supreme Court upheld 
the constitutionality of the State’s 
1936 Fair Trade Act, under which 
manufacturers are permitted to 
bind all retailers to minimum re- 
sale prices for their products 
through contracts requiring the 
signature of only one retailer. 

The court said the act “was and 
is a proper exercise of the police 
power of the State in the establish- 
ment of a public policy relating to 
the economy and public welfare of 
the State.” 


. = * 


Some States Hike Taxes 


aes New Jersey and Rhode 
Island have joined the list of 
states in which new or increased 
taxes were legislated this year. 

The Kansas Legislature en- 
acted over Gov. George Docking’s 
veto a bill boosting the State 
sales tax from 2 to 2% percent. 
State individual and corporate 
income taxes also were hiked. 

In Rhode Island, the Legislature 
boosted the gasoline tax from 4 to 
6 cents a gallon. Registration fees 
on heavy trucks, placed a 10 per- 
cent surtax on corporation income, 
and increased levies on banks. 

New Jersey's Legislature boosted 
the State gasoline tax rate from 4 
to 5 cents a gallon, and adopted a 
= 1% percent corporate income 
ax. 


5 Renault Dealers Named 


John Green Corp., Renault and 
Peugeot distributor, has awarded 
five franchises in California. The 
new outlets are: Bishop Ford, 
Santa Rosa; Daland Motor Co. 
Millbrae; Crown Motors, Palo Alto; 
Jere W. Smith, Sunnyvale, and 
Bona Sera Edsel Sales, San Jose. 


Who should 
appraise used cars? 


You'll find the 
answer to this | 
and _ countless 
other questions ieoptebnin 
in Martin H. 
Bury’s remark- 


able new book, 

“The Automo- 

bile Dealer.” 

The book is al- 

ready in its second printing and 
has been hailed as the “bible” of 
its field. Use coupon to order now. 
If, after 10 days, you are not con- 
vinced that this book belongs on 
your shelf for permanent reference, 
return it and we will refund your 
money! Order now, while you're 
thinking about it! 














PHILPENN PUBLISHING COMPANY | 
| 

1750 N. Broad St., Philadelphia 21, Pa. | 
| Send copy (copies) of new book, | 
| “The Automobile Dealer," at $5.20 each, 
| postpaid. | 
| 0 | enclose check | 
j Ci Send €.0.0 | 
| Name a ; 
| Street eeceeieusiiiiietbiningalinenniibsighdlipdisaiaiietiamaa | 
re 
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Average Prices of Used Cars Sold at Auction 


"56 "67 
Aug. 


(Compiled by Automotive News from Auction Reports.) 
12 1 


# 
"56 °S7 
Nov. 


66 57 "57 °58 


Oct. 


"67 °68 
Jan, 


"57 58 
Feb. 


"66°67 


"56 
Sept. Dee. 


"57 


"57 °58 
Apr. June 


te Date 


Prices of "57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tions declined $4 last week to 
$971, according to Automotive 
News’ index. 

The newer models accounted 
for the dip as "54s through ’58s 
suffered losses, slight gains were 
recorded by ’5is, "52s and ’53s. 


Losses of $16 were noted for 
568s and °’56és, while 57s dropped 
$15. The average price of ’54s fell 
$5 and ‘'5S5s slipped $1. Gains 
amounted to $5 on '53s, $8 on ’52s 
and $3 on ’5is. 

At a group of representative 
auctions last week, the average 
consignment was 237.3 units, com- 
pared with 214.6 a week earlier. 
The sales ratio rose to 71.9 per- 
cent from 70.2 and was the high- 
est since early March. 


Prices marked with an asterisk 


Figures alongside bars represent dollars. 


indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power | +56 Imperial 4-dr., $2,000* (ps); Wind-| 
steering. | sor 4-dr., $1,520* (ps). 

. 8s @ | DeSOTO—’57 Firedome (8) 4-dr., $1,980* 


+ (ps); Firesweep Hardtop, $1,795* (ps). 
LITTLETON, COLO. | °S5 Fireflite (8) 2-dr., 
Colorado Auto Auction, Inc. Sale every| DODGE—’57 Coronet (8) station wagon, 
Monday. Prices are for sale of June 2. $2,095, $1,945; 4-dr., $1,625*; Royal) 
BUICK—’58 Special 4-dr., $2,350°. (8) Hardtop, $1,765 


5 40° ¢ 56 Royal (8) 4-dr., $1,395* (ps). 
7. i ao 2s- Bae (pe), Spe- | FORD—'58 Thunderbird (8) sedan, $3,900* 


CHRYSLER — "57 ‘‘300"’ 
(ps) 


| *54 station wagon, $925*. 
| coupe, $2,925* 


cial Riviera 2-dr., $1,320* (ps); Cen- (ps), $3,730* (ps); Country sedan (8) 
tury 4-dr.. $1,320° a. $1.170° (ps). station wagon, $2,520*, $2,275* (ps); 
‘SS Super Riviera 2-dr., $1,150° (ps). Fairlane (8) 2-dr., $2,225°. 
"54 RM 4-dr., $720° (ps). "57 Thunderbird (8) sedan, $2,825*; 
CADILLAC — ‘58 sedan de Ville, $4,650* Fairlane (8) 4-dr., $1,650° (ps), $1,- 
(ps); coupe, $4,250° (ps), $4,225° 425° (ps); Custom (8) 4-dr., $1,210, 
(ps $1,060, $1,045, $1,040. 


) 
"57 (60) 4-dr.. $3.650° (ps); coupe, §3,- 


"56 Fairlane (8) Hardtop, $1,365° (ps), 
500° (ps), $3,385° (ps). | 


$1,270° (ps), $1,230°, $1,195, $1,130, 


"55 coupe, $2,270° (ps), $1,920° (ps); | $960; Custom (8) 2-dr., $940. 
4-dr._ $1,835° (ps). | °SS ‘Thunderbird (8) sedan, $1,980*; 
CHEVROLET — ‘58 Impala (8) Hardtop, Fairlane (8) 4-dr., $990°, $830, $770. 
$2,460* (ps); Bel Air (8) Hardtop, 54 2-dr., $780, $525. 
$2,255° (ps), $2,240° (ps), $2,195°| spsoN—’54 Hornet (6) sedan, $645°. 


MERCURY—’58 Montclair Turnpike Hard- 


(ps) 
57 Corvette (8) 4-dr.. $2,535; Bel Air top, $3,100* (ps). 


- * *. 
Feo tar Hr eee. Sisto tie *| °S7 Commuter station wagon, $2,155* 
'66 Bel Air (8) 4-dr., $1,325*, $1,235°, | (ps); Montclair 4-dr., $1,735°. 
$1,220*, $1,020°; Two-ten (8) station | "56 Montclair Phaeton 4-dr., $1,355* 
wagon, $1,310. | (ps). 
"55 Bel Air (8) Hardtop, $1,210°, $1.-| "55 Custom 2-dr., $1,010*. 


115°, $1,080°. "53 4-dr., $400° 








$1,175* (ps). 


(Copyright, 1958, by Automotive News) 





OLDSMOBILE — ’'57 (98) 4-dr., $2,435* 
(ps), $2,290* (ps); Super (88) conv., 
$2,350* (ps); 4-dr., $1,560*; (88) sta- 
tion wagon, $2,250* (ps). 

’56 (98) Hardtop, $1,635* (ps), $1,520°; 
Super (88) Hardtop, $1,600* (ps); (88) 
4-dr., $1,390°, $1,335*. 

’55 (S88) Hardtop, $1,220* (ps). 

"54 Super (88) 4-dr., $875*, $845*. 


PACKARD—’55 conv., $1,065* (ps). 


PLYMOUTH—’58 Belvedere (8) Hardtop, 
$2,300* (ps). 
’57 Belvedere (8) Hardtop, 
Savoy (8) 2-dr., $1,400*. 
*56 Plaza (6) business coupe, $475. 
*53 Cranbrook 4-dr., $330. 


$1,600° ; 


PONTIAC—’57 Chieftain (8) 4-dr., $1,- 
625°. 
"56 Chieftain (8) 2-dr., $1,325°, $1,135. 


"55 Chieftain (8) Hardtop, $1,075*, $1,- 
O70* (ps); 4-dr., $935° (ps). 
54 Star Chief (8) 4-dr., $495*. 
"53 2-dr., $375, $300°. 
WILLYS—’S4 station wagon, $835. 


MISCELLANEOUS—’58 Goliath 2-dr., $1,-| 


325. 

"57 Volkswagen Karmann-Ghia_ sedan, 
$1,945. 

"56 Chevrolet %-ton pickup, $910; Ford 
(8) %-ton pickup, $875. 

"55 Chevrolet 2-ton truck, $1,600; Ford 
%-ton pickup, $675, $650. 

"54 Willys Jeep, $1,535. 


*53 Chevrolet %-ton pickup, $445, $410. 


*52 Chevrolet %-ton pickup, $410 
’5b1 Chevrolet %-ton pickup, $39% 


MANHEIM, PA. 


Manheim Auto Auction. Sale ever, Fri. 
day. Prices are for sale of May 29. 

Due to our sale being held on Ti:ars. 
day due to the holiday, the sale was not 
as large as usual for this season. There 
is a particularily strong demand for 
clean older cars. '586 are selling better, 
Sold 76 percent of 339 cars regist«red, 
BUICK — ’57 RM 4-dr. Riviera, $2,060* 
| (ps), $2,025* (ps); Century 4-dr. Rivi- 








era, $1,955*; Special 2-dr. Riviera 1, 
940°, $1,620*°; sedan, $1,510; Super 
2-dr. Riviera, $1,800* (ps). 

’56 Super 4-dr. Riviera, $1,525* (ps); 
2-dr. Riviera, $1,500* (ps), $1,465" 
(ps); Century 4-dr. Riviera, $1,489 
(ps), $1,370* (ps); Special 2-dr. Rivi- 
era, $1,350°; 4-dr. Riviera, $1,300*, 

’55 Special 2-dr. Riviera, $1,225* (ps), 
$1,150*; 4-dr. Riviera, $935*; sedan, 
$850; Century 2-dr. Riviera, $1,110*; 
Super 2-dr. Riviera, $1,090* (ps). 

’54 RM Riviera, $800* (ps); sedan, $419 
(ps); Super Riviera, $560*°; Special 
4-dr., $520*. 


*53 Super 4-dr., $350° (ps). 
"52 Super sedan, $300°, $255°; Hardtop, 





$175°. 

CADILLAC—’58 (62) coupe de Ville, $5,. 
100* (ps); 2-dr. Hardtop, $4,600* 
(ps); conv., $4,460* (ps). 

| °57 (62) coupe de Ville, $3,780° (ps), 

| $3,450*° (ps); coupe, $3,475*° (ps); 4 

| dr. Hardtop, $3,325* (ps); conv., $3,- 

| 250* (ps). 

| °54 (62) 4-dr., $1,550° (ps); 2-dr., $1, 
370° (ps). 

| *53 (60) 4-dr., $1,385* (ps). 

| "52 (62) 4-dr., $535°*. 

"50 4-dr., $300°. 

| CHEVROLET—’58 Impala (8) 2-dr., $2. 


595* (ps); Bel Air (8) conv., $2,475° 


| (ps); 4-dr., $2,290° (ps), $2,290°, 

"57 Corvette 2-dr., $2,575*, $2,350; Be 
Air (8) conv., $1,870; Two-ten (8) 2 
dr., $1,495, $1,340°, $1,310°, $1,180; 
4-dr., $1,490°. 

"56 Two-ten (8) 4-dr. station wagon 
$1,590, $1,350; 4-dr., $1,270*, $1,030, 
$960, $940, $920; 2-dr., $1,050, $1, 
030°, $990, $925, $880, $840; Bel Air 

| (8) conv., $1,510°, $1,200°*; 4-dr., $1, 
305°, $1,275°; 2-dr., $1,020; One-fifty 
2-dr., $1,000, $920, $885. 

"55 Corvette, $1,400°; station wagon, 
$1,290°, $1,230, $935°; Bel Air (8) 
Hardtop, $1,190°, $1,105°. $1,.030°, 
$980°; sedan, $1,.085*, $1,035*, $935", 
$930°, $920°; conv., $1,140°;: Two-ten 

| 2-dr., $1,080°, $700; 4-dr., $990, $935", 
$840". 

| *S4 Bel Air conv., $800°; Hardtop, $710; 

$660°, $620°; Two-ten sedan, 


sedan, 
$650°, $560°, $380; Delray, $590°. 
"53 station wagon, $550*: Bel Air conv. 

$525, $485; 2-dr., $455°, $300; Two 


(Continued on Page 46, Col. 3) 








Sele Every am. 


Sate ee 
Cassell—Carroll 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
675 So. Santa Fe Littleton, Colo. 
Ph: SU 1-46673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th 
of continuous operation. - 
Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 









DYERAUTORUCTIO 
SALE EVERY FRIDAY 


TRUCKS AT 11:00 A.M. 
CARS AT 12:30 P.M. 


Checks and Titles Guaranteed 


il years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 









Ny; AU 








MICHIGAN 


CROSSROADS OF THE EAST 


N-A-D-E 


WEDNESDAY, 11 A.M. 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check a 
Title Protection. (Wed.). 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One we Gt eat of Cunt, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 

MISSOURI 


KANSAS CITY—K. C. Auto Auction, 
1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
CTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 





EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David 8B. Spielman 
John W. Becker 





Will Get You Quick, 


Thruway Auto Auction, Inc. 


YORK 





Rovie 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 


Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
ne Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call 
pick you up. 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Menday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 











An Ad in the Classified Section of the Automotive News 


Satisfactory Action 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wak 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnsen Bob McConkey 








WEST VIRGINIA 


eee REe- nate 
ed eile) y 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 






















Crossroads 


+ «+ where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 






















Meet your best customers. in the nages oh 


eS 


In today’s economy, it’s more apparent than ever that your 
prime prospects are people with the top incomes. Those with 
$7,500 a year or more make up less than a fifth of all U.S. fam- 
ilies, yet they buy more than a third of all the new cars sold. 

You get an extra-choice concentration of these best buyers 
when you advertise in Holiday. For Holiday’s 875,000 families 
have incomes nearly triple the national average, earned from 


occupations least disturbed by rumblings in the economy. 
They own 1.2 million cars—and they use them! Holiday fam- 
ilies drive a whopping 12.4 billion miles a year, buying 900 
million gallons of gas and 42 million quarts of oil on the way. 

Small wonder, then, that pages of new-car advertising in 
Holiday for the first half of this year have increased by more 
than 50% over the first six months of 1957! 


HOLIDAY readers go more, do more, buy more! 





Promote YOUR 


Leader Cars with this Multicolor 


Revolving Light Sensation! 


ass you by if you catch their eye with 


this fascinating attention getter! Nothing like it! 
No installation necessary. Ready to operate the 
minute you plug it in. Use indoors and outside... 
weatherproof! Can increase traffic 25% 
ay. Simply press suction cup on car roof 
—or mount in showroom window or in car lot. 


Don’t Delay! Get the Facts! 
TRIPPE MFG. CO. bepr. £-6, 133 N. Jefferson St., Chicago 6, III 





Binks 


compressors 


DELIVER 


ON LESS 
POWER 


Design and precision construction of 
valves, pistons, cylinders, connect- 
ing rods and crankshaft—plus com- 
pletely load-free starting—insure 
maximum results from each unit of 
driving horsepower. 


36 models for body shop or garage 
use. Whether you operate spray 
guns, fender hammers, body sand- 
ers, grease guns, hydraulic lifts...in 
the Binks compressor line you will 
find the correct equipment for your 
air needs today or in the future. 
Single or two-stage tank mounted 
units range from % to 15 HP... 
from 40 to 175 pounds pressure 
..-from 1.2 to 60.8 cfm free deliv- 


bracket. 


ten Hardtop, $460; 
$395". 
*52 2-dr., $210. 
’51 Hardtop, $375", 
’49 sedan, $200, $115. 





ery. They are available in space- 
saving vertical tank mounts or hori- 
zontal mounts. Heavy duty units to 
20 HP provide 71.7 cfm free air. 
Small portable compressors are 
available for use wherever there is 
an electric outlet. 


Get these two catalogs 
Helpful selection 
charts and complete 
compressor data 

are contained in How 
to Select an Air 
Compressor and Binks 
Catalog 820. Ask your 
Binks jobber for copies or 
write direct to the address below. 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 


EVERYTHING 404 


SPRAY 
GUNS 





Cyt am 


UNDERCOATING 


NATIONWIDE 
OUTFITS SERVICE 


Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Ill. 
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Used-Car Auction Prices 





(Continued from Page 44) 


sedan, $420, $415, 


$310, $250°*, 


CHRYSLER—’58 Saratoga 2-dr., $2,850* 
(ps); Windsor Hardtop, $2,520*, 
57 Windsor Hardtop, $2,010*. 
’56 Windsor Hardtop, $1,700*. 
55 NY 4-dr., $935* (ps). 
’54 Windsor conv., $600*. 
'53 NY 4-dr., $400° (ps). 
’52 Windsor 4-dr., $165*. 
| DeSOTO — ’°57 Firedome Sportsman, $1,- 
895*; 2-dr., $1,700°, 
’56 Firedome 2-dr., $1,220* (ps). 
5 ’55 Firedome 4-dr., $1,270*%, $1,010*. 
Mount on hood or roof ’54 Powermaster 4-dr., $475*, $310. 
of car by its suction 51 2-dr., $135°*. 
cup base or hang by DODGE—’58 Coronet (8) 4-dr. Hardtop, 
$2,550°, $2,275* (ps). 
’57 Royal (8) 4-dr. Hardtop, $1,750* 
(ps); Coronet 2-dr. Hardtop, $1,680* 
(ps); 2-dr. sedan, $1,465. 
"56 Coronet (8) 4-dr., $1,260; 4-dr. Lan- 
cer, $835*. 






toy 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED ER DIRECTORY 





*52 4-dr., $190. 
51 4-dr., $105*. 
| FORD—’5S8 Thunderbird, $3,860* (ps), $3,- 





765*, $3,755* (ps), $3,730* (ps), $3,- 
725* (ps), $3,710* (ps); Retractable 
Hardtop, $2,675* (ps); Fairlane (8) 
500 conv., $2,490* (ps), $2,430* (ps), 
$2,400* (ps), $2,400*, $2,360* (ps); 
4-dr. Hardtop, $2,275* (ps), $2,260* 
(ps), 3 at $2,250* (ps); 4-dr. sedan, 
$2,210* (ps), $2,205* (ps). 

’57 Thunderbird, $2,720* (ps), $2,585*; 
Country sedan, $1,885*, $1,800*° (ps), 
$1,700* (ps); Fairlane (8) 500 2-dr., 
$1,695* (ps), $1,540*, $1,510*°; 4-dr. 
Hardtop, $1,820*, $1,560*; 4-dr. sedan, 
$1,550*, $1,510*; Fairlane 2-dr., $1,- 
300*; Custom (8) 4-dr., $1,400*, $1,- 
320, $1,315; 2-dr., $1,200; Custom (6) 
Ranch Wagon, $1,350; sedan, $1,315*, 
$1,100 

56 Thunderbird, $2,100, $2,070*, $2,030; 
Fairlane (8) Town sedan, $1,400*, $1,- 
380°; 4-dr., $1,320, $1,200*°, $1,200, 
$1,090*, $1,030*; conv., $1,275* (ps); 
Victoria, $1,005*; Custom (8) sedan, 
$1,090*, $965*; 4-dr., $905, $855, $870; 
Main sedan, $950, $940, $615 

’55 Fairlane (8) Victoria, $1,200* (ps), 
$1,170*, $1,150* (ps); conv., $1,170°; 
2-dr., $920*, $780*, $770; station wag- 
on, $950*; Custom sedan, $700, $625, 
$610 

"54 Crest 4-dr., $500. 

"53 station wagon, $400°; Custom 4-dr., 
$335°*; Main 2-dr., $280. 

| "52 sedan, $335, $140. 

"51 2-dr., $150° 

HUDSON—'56 Hornet (6) 4-dr., $1,050*. 

IMPERIAL—'52 4-dr., $105* (ps) 

MERCURY—'57 Montclair 2-dr. Hardtop 
$1,900° (ps); Monterey 2-dr. Hardtop, 
$1,720* (ps): 2-dr. sedan, $1,610* 

"56 Monterey 2-dr. Hardtop, $1,405*, $1,- 
280°; 4-dr. sedan. $1,000°. 

"55 Monterey 2-dr. Hardtop, $1.260*, $1,- 
160°, $1,100° (ps), $950°, $900*° 

‘53 Monterey 4-dr., $450°, $430; Custom 
2-dr.. $420, $370°; 4-dr., $345°. 

"52 2-dr., $440° 

"51 4-dr.. $140° 

"49 4-dr.. $130°. 

NASH—'S4 Statesman sedan, $360. 

OLDSMOBILE — ‘57 (88) conv., $2,060° 
(ps); 4-dr., $2,050° (ps). $2,030° 
(ps). $1,995° (ps); 2-dr., $2,040° (ps), 
$1,920°, $1.900°: (S8) Super 4-dr., 
$1,955° (ps) 

"56 (S88) Super conv $1,595° (ps): 4- 
dr.. $1,700° (ps); (88) 2-dr. Hardtop, 
$1,325° 

"55 (S88) Hardtop, $1,190°, $1,150; 4-dr., 
$1.010°; (98) 4-dr., $1,085° (ps) 

"54 (88) Super 2-dr., $775°, $730°; 
Hardtop, $725* (ps). 

"53 (S88) 4-dr.. $385°. 

"S51 4-dr.. $210° 

PACKARD "56 Clipper 2-dr. Hardtop, 
$1,250° 

"53 Clipper 2-dr., $170. 

PLYMOUTH— 57 Belvedere (8) 2-dr., $1,- 
680° (ps); 4-dr.. $1,410°, $1,350°; 
Fury 2-dr.. $1,655; Plaza (8) 4-dr., 
$1,350°, $1,240; Savoy (6) 4-dr., §1,- 
335; 2-dr., 2 at $1,210. 

| "S56 Belvedere Hardtop, $1,420*, $1,295°, 
$1,275°; sedan, $1,000; Savoy 4-dr., 
$1.300°, $1,105°, $900, $805°; 2-dr., 
$785; Suburban, $1,110; Plaza sedan, 
$650, $645 


"55 Belvedere sedan, $1,050°, $1,025°*, 
S775, $745, $660; 


Plaza sedan, $600. 
"4 Plaza 2-dr.. $350. 
PONTI4C—'5S7 Chieftain Hardtop, $1.875* 


"56 Star Chief Catalina, $1.375*; conv., 

$1,300° (ps); 2-dr., $1,260° (ps), $1,- 

185° (ps); Chieftain Hardtop, $1,120°. 

| °SS Chieftain Hardtop, $§975°; 4-dr., 
$890°. $835° (ps), $800. 

"54 Chieftain 4-dr., $735°; 2-dr., $520°. 


"S53 4-dr., $430; conv., $405° 
RAMBLER—'56 4-dr. station wagon, 
370° (ps). 
STUDEBAKER—'55 conv., $1,320. 
| WILLYS—'48 station wagon, $195*. 
MISCELLANEOUS — '58 Chevrolet 
j pickup, $1,535: Volkswagen conv., $1,- 
805; Ford Ranchero, $1,840°. 

"S57 Dauphine 4-dr.. $1,085 

"56 Ford %-ton, $1,050; Volkswagen 2- 
dr.. $1,300. 

‘SS Volkswagen, $1,010. 

*S4 Hillman sedan, $440. 

"53 Chevrolet %-ton, $525; GMC 1%- 
ton, $400; Studebaker %-ton, $275; 
Ford pane! truck, $235. 

"52 GMC %-ton pickup, $375. 

"48 Dodge %-ton pickup, $375. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of June 3. 


Cars were in short supply. Prices re- 


$1,- 


BUICK—'57 Super Riviera, $1,965°. 

"56 Estate Wagon, $1,620° (ps), $1,- 
465°; Century conv., $1,395° (ps); 
4-dr., $1,275° (ps); Special 4-dr., $1,- 
310° (ps); 2-dr., $1,225°, $1,215, $1,- 
145°; RM Riviera, $1,265° (ps). 

"55 Special sedan, $890°; Super Riviera, 
$845° (ps). 

"54 Special sedan, $510°. 

"S53 Special 4-dr., $300°; RM 2-dr.. $280° 
(ps). 

"51 4-dr., $125°. 

OADILLAC —'56 sedan de Ville, $2,365* 


(ps). 

OCHEVROLET—'57 Bel Air (8) conv., $1,- 
795°; station wagon, $1,730*; Two-ten 
4-dr., $1,375, $1,030; 2-dr., $1,325*, 
$1,270, $1,205. 

"56 Bel Air (8) 4-dr., $1,250°; Two-ten 
(6) station wagon, $1,135; club coupe, 
$1,000°; 2-dr., $945°, $925. 

’55 Bel Air Sport coupe, $1,050*; Two- 
ten 4-dr., $725, $715*; 2-dr., $650. 


"54 Bel Air 4-dr., $600° (ps); station 
wagon, $570; Two-ten 2-dr., $470, 
$335; One-fifty 2-dr., $380. 

"53 4-dr., $390, $370°, $360°; 2-dr., 
$165°. 

DeSOTO—'51 4-dr., $125*. 
DODGE — '58 Coronet (8) 2-dr., $2,200* 


(ps). 
'57 Coronet (8) 4-dr., $1,430°. 
56 Royal Lancer coupe, $1,275*. 
"54 Coronet 4-dr., $310°*. 
"S51 4-dr., $135. 

FORD—’'57 Fairlane (8) 500 4-dr., $1,- 
560°, $1,440°; Custom 300 4-dr., $1,- 
390°, $1,310°; 2-dr., $1,150. 

’56 Fairlane sedan, $1,230* (ps); 4-dr., 
$1,005; conv., $1,045; Custom sedan, 


"55 Fairlane (8) conv., $925*; Custom 
sedan, $800°, $725, $625, $555°, $465. 


%-ton | 


’54 Crest Victoria, $500° (ps); 2-dr, 
$490*, $410. 
’53 Main 2-dr., $315; Custom 4-dr, 
$250. 
"52 4-dr., $210. 
LINCOLN—’56 Capri coupe, $1,625* (ps), 
MERCURY—’56 Montclair club coupe. §$1,. 
245* (ps). 
’55 station wagon, $1,130*. 
OLDSMOBILE — ’57 (88) 4-dr. Holiday, 
$2,070*. $1,950*; (88) Super Holiday, 
$1,990* (ps), $1,700. 
55 (88) Super 4-dr., $1,145*; (SS) 4% 
dr., $1,055*. 


’54 (88) 2-dr., $525. 
*53 4-dr., $425* (ps). 
PLYMOUTH— 57 Savoy (8) 4-dr., $1.525¢, 
’56 Belvedere coupe, $1,015*. 
RAMBLER —'55 station wagon, 
STU DEBAKER—’52 coupe, $130. 
MISCELLANEOUS—’58 Goggomobil 
$855*; German Ford, $1,500*. 
’57 Ford Ranchero, $1,260; 
pickup, $965 
*56 Volkswagen sedan, 
"54 Dodge express, $555. 


CHICAGO 


Arena Auto Auction. Sale every 
day, Prices are for sale of June 3, 
We had a great demand for mor 
sharp cars. Sold 366 out of 519 offerings, 


$960", 





2-dr., 
Chevrolet 
$1,240. 


Tues- 





BUICK — '57 RM Riviera, $2,250* (ps); 
Super Riviera, $2,080* (ps); Special 
Riviera, $1,815* (ps), $1,805* (ps), 
$1,765*; coupe, $1,800* (ps). 

"56 Super Riviera, $1,465* (ps), $1,349* 
(ps); 4-dr., $1,205*° (ps); Century 
Riviera, $1,325* (ps); Special Riviera, 
$1,295*, $1.275°, $1,250°; sedan, §$1,- 
255*, $1,200°, $1,170*, $1,100*. 

"55 RM 4-dr., $1,135* (ps); Super Rivi- 
era, $1,085* (ps); 4-dr., $1,020* (ps); 
Special Riviera, $905*. 

’54 RM Riviera, $770* (ps); Super cony., 
$755*; Century Riviera, $705*, $700*, 
$695* (ps). 

"53 RM sedan, $365°. 

CADILLAC—’58 (62) conv., $4,840* (ps); 
4-dr., $4,315* (ps) 

"57 (62) conv., $3,260° (ps); 4-dr., $3,- 
125° (ps). 

"56 (60) 4-dr., $2,535° (ps), $2,370 
(ps); (62) 4-dr.. $2,395° (ps), $2,285* 
(ps), $2,150° (ps). 

"55 (62) coupe de Ville, $1.870* (ps): 
conv., $1,.780° (ps), $1,685° (ps); 4 
dr., $1,690° (ps). 

"54 (62) conv., $1,710* (ps). 

"53 (62) 4-dr., $825°. 

"52 (62) conv., $850° (ps). 

CHEVROLET—'5S Impala conv., $2,475* 
(ps); Hardtop, $2,040; Biscayne (58) 
2-dr., $2,025°. 

"57 Bel Air (8) station wagon, $1,865*; 
conv., $1,810°; Hardtop, $1,690*, $1,- 
685°, $1,730° (ps); Bel Air (6) 4-dr., 
$1,500°; Two-ten (8) station wagon, 
$1,645°; Hardtop, $1,485*; sedan, §1,- 
325, $1,315°, $1,300°, $1,295, $1,280°, 
$1,265 

"56 Bel Air sedan, $1,300° $1,165, $1,- 
125°, $1,100°, $1,045; conv., $1,035 

"55 Bel Air 4-dr., $1.100*; Hardtop, $1,- 


080°, $1,070*, $950°, $930; conv., $970° 
(ps). $920°; 2-dr.. $905° $880 
"54 station wagon, $735*; Bel Air Hard- 
top, $640; 2-dr., $510°; Two-ten 4-dr., 
$445. 
$500°, $345. 


"53 Hardtop, $530°; 2-dr., 


CHRYSLER —'57 Windsor Hardtop, $1,- 
920° (ps). 
‘56 Windsor Hardtop, $1,400° (ps) 
"55 “300° Hardtop, $1,505* (ps): NY 
station wagon, $1,350° (ps); Windsor 


Nassau, $760°. 

"53 Windsor 4-dr., $355°. 

DeSOTO—'57 Firesweep 4-dr., $1,810* (ps). 

"56 Firedome 4-dr.. $1,360° 

‘5S Fireflite Hardtop, $980° (ps). 

DODGE—'57 Roya! Hardtop, $2,050° (ps). 
$2.000° (ps), $1,920°, $1,810° (ps). 

"56 Royal Lancer, $1,265*; Coronet Lan- 
cer, $1,165; 4-dr., $965°. 

"55 station wagon, $1,140°; Roya! Hard- 
top, $825°; Coronet 4-dr., $640* 

"54 4-dr.. $435°. 

FORD—'58 Thunderbird, $4,100° (ps), $3,- 
725° (ps) 

"S7 Retractable Hardtop, $2,245*, §$2,- 
200°; Fairlane (8) conv., $1,950° (ps); 
4-dr., $1,690° (ps), $1,640°; Victoria, 
$1.670° (ps); 2-dr., $1,595° (ps), $1, 
$550° (ps). $1,465°; Custom 4-dr., $1,- 
390°, $1,370°, $1,355°, $1,345°, $1,310°; 





2-dr., $1,100; station wagon, $1,825". 
$1.745°, $1.630. 

"56 Thunderbird, $2.340° (ps) $2,200°; 
Country sedan, $1,375°; Fairlane (8) 
Hardtop, $1,285°, $1,195*, $1,180°; 2 
dr., $1,255°, $1,070°; conv., $1,250° 

| (ps), $1,175°. 
| *SS Fairlane (8) conv., $1,165*; Coun 
try sedan, $1,145*; Victoria, $900°, 


(Continued on Page 48, Col. 1) 
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AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 


GET THE MOST 
FOR YOUR MONEY 


wit * MANLEY 


WRECKER 


F.O.B. 
Factory 


Still Only $350.00 


State and Local Taxes Extra 
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Manley—A Division of 
Douglas Motors Corp, 
1234 N. 62nd St,, Milwaukee, W's. 


Please send detailed information 
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How serious for American manufacturers? 


The Foreign Invasion of the U. $. Car Market 


The small car is out of the novelty class. It’s now 
labeled Competition! 


In 1957, the U.S. market accounted for 206,827 
foreign car sales—an increase of over 100% from 
1956. Market penetration increased from 1.65% to 
3.467 in this same period—an increase which would 
elate even a “Big-3” manufacturer. 


What's the answer to this “invasion?” Stripped- 
down, low-cost standard models? American-made 
small cars? “Ready-made” imports marketed by U. S. 
manufacturers? 


The answers don’t come easily. It requires plenty 
of study to determine whether it’s really an invasion 
or just a harmless skirmish. That’s why American 
auto manufacturers must give close scrutiny to the 
inroads made by the foreign car. That’s why every 
news item, every statistic about the subject can be 
vitally important. 


And that’s why every issue of AUTOMOTIVE 
NEWS is read and re-read by top planners and 
decision-makers of the industry. Because when they 
want authoritative facts and figures or just the “gen- 
eral feeling” in the industry on foreign cars or any 


other automotive subject, they know they'll find it 
in AUTOMOTIVE NEWS. 


No wonder it’s “must” reading for key auto execu- 
tives as well as almost every car and truck dealer. 
For 32 years it’s been the weekly Newspaper of the 
Industry, delivering the news while it is news to 
150,000* readers. 


Find out for yourself how AUTOMOTIVE NEWS 
tells your sales story to the men you'd like to talk 
to personally. Discover how AUTOMOTIVE NEWS 
has helped raise the sales sights of other auto prod- 


ucts makers—and can do the same for you. Call your 
AUTOMOTIVE NEWS Representative today. 


*44,000 paid subscribers, 85% of whom annually renew their 
subscriptions at the regular $8 rate. They're offered no pre- 
miums, cut-rates or special inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


The most influential publication in the automotive industry. 


744,900 New 


The Newspaper of the 


Industry 


in 


744gee New Care Now wt 69000 So ‘ 
Stocks Dip but Top Year Ago _ 


eae 





"53 (98) Holiday, $625° 
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is 
2-dr., $1,325*; Special 2-dr., $1,210* 53 (62) conv., $900* (ps). 
(ps). "52 (62) 4-dr., $675* (ps). 
e e 5S RM 2-dr., $1,050* (ps). Model Breakdown CHEVROLET—'58 Impala (8) coupe, $2, 
"53 Riviera, $285*. ° 600* (ps); Bel Air (8) Hardtop, §2.. 
se - aor ucTion rices CHEVROLET—’58 Impala (8) conv., s2-| Of Auction Averages 375* (ps), $2,355* (ps). 
350*; Nomad station wagon, $2,500* ’57 Two-ten (8) station wagon, $2,055*, 
(ps). June, 1958 May, April, $2,030* (ps), $1,850; Hardtop, $1,695; 
’57 Bel Air station wagon, $1,825*; Two-| Model To Date = 19808 1958 2-dr., $1,470, $1,440*, $1,355"; 4-dr,, 
ten Hardtop, $1,505", $1,250*. 1958 $2,572 $2,619 $2,646 $1,330; Two-ten (6) 2-dr., $1,350; Bel 
(Continued from Page 46) 56 Two-ten 4-dr., $860*. Air (8) Hardtop, $1,890*, $1,880", $1,. 
; , 1957... 1,668 1,612 1,652 es 15°. 2-dr.. $1.53 
55 Bel Air sedan, $800, $675*; conv., - 830*; 4-dr., $1,775*; r., 935, 
$830; 4-dr., $835*; 2-dr., $780°*. PACKARD—’55 ‘‘400’” Hardtop, $1,200*. $995*; club coupe, $885. 1956... 1,225 1,164 1,152 56 Two-ten (8) station wagon, $1,510, 
’54 Crest (8) conv., $675*; station wag-| PLYMOUTH—'57 Belvedere (8) Hardtop,| °54 Bel Air 2-dr., $700*, $625*, $445, 1956... 918 899 906 $1,420; 2-dr., $1,250; 4-dr., $1,095. 
on, $615*; Custom 2-dr., $485*. $1,710* (ps); 4-dr., $1,705* (ps); 4- *53 4-dr., $370*, $330, $315, $250; sta-| 4954 594 589 606 Bel Air (8) 4-dr., $1,450° (ps); One. 
’53 Custom 4-dr., $355, $345. dr., $1,575*; Savoy (8) sedan, $1,395*, tion wagon, $285. . . . fifty (8) 2-dr., $960. 
LINCOLN — ‘58 Capri Hardtop, $3,705* $1,360*, $1,265, $1,175*, $1,165. CHRYSLER—'55 Windsor Nassau, $925*| 1953.............. 363 361 369 55 Nomad station wagon, $1,610°: Be 
(ps). "56 Belvedere (8) Hardtop, $1,280* (ps), (ps); 4-dr., $795*, be ninsdecuans 229 232 237 Air (6) Hardtop, $1,135; Bel Air (8) 
"57 Premiere Hardtop, $3,000* (ps), $2,- $1,200*; Savoy 4-dr., $975*. "53 4-dr., $295* (ps). 1951 198 174 182 4-dr., $1,125*; Two-ten (6) 2-dr., $859, 
705* (ps); coupe, $2,535* (ps). "55 Belvedere (8) Hardtop, $1,030*; sta-| DeSOTO—'54 Firedome coupe, $450%, | 70D Berrersceeeeee $825. 
’54 Capri Hardtop, $860°*. tion wagon, $950; 4-dr., $810*, $800*.| DODGE—'55 Coronet Hardtop, $850*. Overall —-  —_—-_ -——— '53 4-dr., $600, $515. 
MERCURY—'57 Montclair Hardtop, $1,-| PONTIAC—’57 Star Chief Catalina, $2.-| ‘53 Meadowbrook 2-dr., $200; Coronet} Average $ 971 $ 956 $ 969 51 Hardtop, $330; 4-dr., $150. 
725; Monterey 2-dr., $1,470*. 010* (ps); Chieftain Hardtop, $1,710*, 2-dr., $200*. - DESOTO—’57 Firesweep (8) Hardtop, $1,- 
’56 Montclair Hardtop, $1,270* (ps),| __ $1,500* (ps). ‘ F OR D — '57 Fairlane (8) 2-dr., $1,675*| 965* (ps). 
$1,255*; Medalist sedan, $895, $880. 56 Star Chief Catalina, $1.295°, $1,- (ps), $1,575, $1,425*. PONTIAC—'56 Chieftain 4-dr., $925 ‘56 Firedome (8) 4-dr., $1,305*. 
’S5 Montclair Hardtop, $1,130* (ps), | a e's a Catalina, $1,175°,/ +56 Fairlane (8) Victoria, $1,050. . ‘53 Chieftain sedan, $335, $260°. DODGE—’57 Coronet (8) Hardtop, $2,050" 
980", $915, $905*. | eu", 2-cr., . 55 Country sedan, $900; Fairlane (8) > ; , , (ps). 
ne oun Valter, $605*; Custom 4-dr.,| "55 station wagon, $1,150*; Chieftain Victoria, $760*, $725. RAMBLER— 56 f-dr., $925*. 58 Coronet (8) station wagon, $1,295*, 
$565", $495. en SO ome. 00se* "St Crest 2-dr., $705*; 4-dr., $530*; | Zs en aid 3600 ‘54 Coronet (8) 4-dr., $535*. 
, dat 1,050*; * sniettain 4-dr., ' . Custom 4-dr., $420, $340*. < com ¥ ° ) k 2-dr., $300*; Coronet 
waa SOs nee Marston, $1-050°:) padgmiem "66. stalion Wagon, "$1,325%,| +5 "Gvem ‘isuratae’ gore’ sues (py; |STUDEBAKER-'°3! “Golien Hawk 2ar.,| "53, Meadowbrook 
*54 Ambassador Hardtop, $400°. $1,120°. sedan, $350; Ranch Wagon, $400. eel TT5S* (ps). — 57 Country Squire (8) station 
53 conv., $500°. ” | ‘°55 station wagon, $1,000*, $720. HUDSON—’54 Hornet 2-dr., $460°*. ea 4-dr., $180. ag tons. $2,000° (ps). Sin 
OLDSMOBILE — °58 (98) conv., $3,490* 54 station wagon, $740. . | LINCOLN—'53 Capri coupe, $555°*. — Volkswagen 2-dr., 925*: Fairlane (8) 2-dr., $1,775; Hard. 
(ps), $3,045* (ps). | STUDEBAKER—’57 Silver Hawk, $1,400°.| MERCURY—'55 Montclair 2-dr., $1,040°. | of Geevecies 1 truck. 9268 top. $1,650; Custom (8) 4-dr., $1,395*, 
"ST (98) Holiday, $2,400* (ps); (88) - Senmmanden coupe 9005? 53 Monterey Hardtop, $375*. 5 evrolet panel truck, ‘ $1/300°. Custom (6) 4-dr., $1,325, 
Super conv., $2,300*, $2,150* (ps); i ander coupe, . OLDSMOBILE —'56 (98) 4-dr., $1,525*| 56 Country Squire (8) station wagon, 
(88) Fiesta, $2,155° (ps); 4-dr., $1,-| MISCELLANEOUS—'SS Volkswagen, $1,- (ps); (88) sedan, $1,400* (ps), | $1,-| PORTLAND, ORE. 51590; Country Squire (6) stetien 
eee". 200", $1,250°, $1.110°. vagon. $1,305; Fairlane (8) 4-dr., $1,- 
ee gy yy ae ~ ag ae my eens CUE Soe). Tucetay P oom wy = 1 on _—" Seat 'ventans (6) Hardtop, $1,215*; 
(ps), $1,565* (ps); (88) Holiday, $1,- DETROIT ’53 (88) sedan, $350° (ps), $225, $200.| Tuesday. Prices are for sale of June 3. Custom (8) 4-dr., $1,000*; 2-dr., $970 
Sate eee Cones SEE, CLIO", OE. Motor City Auto Auction. Sale every atu. wer a oe”, oe "55 Fairlane (8) 4-dr., $1,105*, $1,040; 
130* (ps). ; f . 53 Hardtop, $355°. . ‘ } , 000°: C 
55 (88) Holiday, $1,355*, $1,255* (ps); | Monday evening and Thursday noon, Prices| p_»yMOUTH—’57 Savoy (8) sedan, $1,- ’55 Super Hardtop, $1,315* (ps); Special 2-dr., $1,055*; Hardtop, $1 ‘us- 


(98) Holiday, $1,300° 
(ps), $1,190* (ps). 

"54 (98) conv., $1,005* (ps), $975; 4-dr., 
$650° (ps); (88) 4-dr., $655°*. 


(ps), 





consignments. 
BUICK—'57 Ce 
(ps). 





Before the 1956 elections, politicians 
felt sorry for the American farmer. A year 
later the national economy started to sag, 
and there were too many people to feel 
sorry for. But in the interim the farmer 
survived, and now shows the one bona fide 
boom in the business indices. 

The farm operators’ realized gross farm 
income and assets for 1956 and 1957 were 
ahead of 1955. The 1951 peak income per 
person on farms was passed by 2% in 1957 
(with fewer people on farms). 

In the first quarter of 1958, cash receipts 
from farm marketing were running at an 
annual rate of $32 billion — $2 billion 
higher than the same period a year ago. 
Farm operators’ realized net income was 
about $13 billion annually, against $11.7 
billion in 1957. The US Department of 
Agriculture estimates net farm income in 
1958 from 5% to 10% higher. 

Farm prices are higher. In mid-May, 
compared with the same date last year, 
choice steers in Chicago were selling for 
$32.50 per cwt., up from $25; hogs $24.50 
per cwt., up from $18.75; eggs 36%¢, up 
from 28¢. Grains except corn were higher 
And retail food sales for the first quarter 
averaged 9% ahead of 1957! 

In Midwestern farm towns, business is 
better than it has been since 1952. Farmers 
are buying new tractors and machinery. 
This is the year the farm home is painted 





$1,210* | are for sale of May 29. 
Market steady. Sold 115 cars from 219 


"56 Century 4-dr., 











370*; club sedan, $1,175. 

"56 (6) Suburban, $830; Plaza club se- 
dan, $715; 2-dr., $545. 

"55 Belvedere conv., 
$425, $390. 


Hardtop, $1,150* (ps). 
top, $885*° (ps). 
"53 Special Hardtop, $570*. 
ntury sedan, $1,735*. 
$1,350° (ps); 


Super (ps). 








or remodeled, acquires a new kitchen or 
another bathroom, new appliances, new 
furnishings. And Successrut Farminc 
subscribers will swell sales for Marshall 
Field & Co. in Chicago, make theatre 
tickets harder to get in New York, and bring 
home souvenirs from the Brussels Fair. 
Much of the increased farm income is 
going to SF subscribers, volume producers 
of corn, grains, and livestock 
products. Their estimated 
farm cash income in 1957 
was $10,870—and has 
been around $10,000 for {4 


medium. For more than fifty years it has 
helped the best farm families make more, 
save more, live better. It is an important 
contribution to their business, and their 
living; and as such has earned an influence 
unmatched by any other medium — and 
brings extra response to its advertisers. 

If you want better business, SuccessFUL 
Farminc can bring you better customers— 
and balance your national advertising in 
one important market area where general 
media have little weight. 

For details, call any SF office. 





Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow's plans. 


buildings — 

That's par for the average 
Successful Farming farm subscriber— 
some big as a barn, 

some small as a shed... 

which makes the SF farmer 

a continual customer for 

building materials, paints, etc. 
With estimated average cash farm income 
above $10,000 for several years past, 
he's a choice prospect — 

for home and consumer items as well. 
No medium offers a better market, 
or so much influence to make 

your advertising extra effective. 

For sales rise, balanced coverage, 
use SF this year. Call any SF office. 


Successful Farming ...Des Moines, New York, Chicago, Detroit, 
Philadelphia, Cleveland, Atlanta, San Francisco, Los Angeles. 











"54 RM Hard- 


$885*; Savoy sedan, | CADILLAC—'55 coupe de Ville, $2,350* 










tom (8) 4-dr., $955, $940. 


*54 Custom (8) 2-dr., $720, $575, $475; 
Main (6) 2-dr., oes. 

"53 Custom 2-dr., 55. 

'52 Custom (8) 4-dr., $400*, 335° 

’51 Custom (6) 4-dr., $200. 


MERCURY — ‘56 Montclair 4-dr.. 1,360" 
(ps); Meadowbrook 2-dr., $970 

'55 Montclair Hardtop, $1,395* (ps), $1,- 
$250* (ps); Monterey station wagon, 
$1,365*: 4-dr., $1,000° (ps); Custom 
2-dr.. { : 

'54 Custom 4-dr., $480. g 

53 Monterey Hardtop, $600; 4-dr., $575°; 
Custom Hardtop, $580, $565. 

’52 Hardtop, $465*; 4-dr., $420°. 

"50 club coupe, $140. 9510. 


NASH—'54 Statesman 4-dr., 
*52 Statesman 4-dr., $280. 
OLDSMOBILE — ‘56 (88) 4-dr., $1,345° 
(ps). 
'55 (88) 4-dr., $900°. 
"54 (88) 4-dr., $915*. 
PACKARD—'53 Clipper 4-dr., $450° 


PLYMOUTH—’58 Belvedere (8) 4-dr., $2- 
150* (ps) 

'57 Savoy (8) 4-dr., $1,460°. 

‘56 Suburban (8) station wagon, $1,445, 
$1,175; Savoy (8) 4-dr., $1,095*, $945; 
Savoy (6) 2-dr., $920. 

'55 Savoy (6) 4-dr., $640. 

"53 4-dr., $365°. 


, 
'51 station wagon, $310. 
PONTIAC—'56 Safari (8) station wagon, 
$1,340° (ps); Chieftain (8) Hardtop, 
$1,250° 


'55 Chieftain (8) station wagon, $1,375*; 


4-dr., $985*; Hardtop, $860*. 
’53 Hardtop, $410°*. 
RAMBLER—'53 Hardtop, $610. 
STUDEBAKER—'55 Commander (5) sta- 
tion wagon, $870. : 
'54 Commander (8) 2-dr., $380. 
’52 4-dr., $220. 
MISCELLANEOUS—'57 Volkswagen 2-dr 
$1,400. 
'56 Volkswagen 2-dr., $1,250, $1,220 
$1,200: International pickup, $1,200; 


Ford %-ton pickup, $870. 
’55 Ford (8) %-ton pickup, $800. 
’54 Ford (8) %-ton pickup, $550. 
"52 MG conv., $790. 


FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs 
day. Prices are for sale of June 5. 
Market active on all clean cars. Sold 
60 cars out of 114 consignments. 
BUICK-—-'55 Special Riviera 2-dr., 
'51 Super Riviera 4-dr., $100*. 
CADILLAC—'52 (62) coupe, $750* 
"51 4-dr., $1,090°. 
CHEVROLET—'57 Two-ten (8) 4-dr., 
580°, $1,430, $1,425. 
"56 Bel Air (8) 4-dr., 
(8) 4-dr., $1,090; Two-ten 
$1,030. 
"55 Bel Air (8) 4-dr., $960°. 
"53 Two-ten 4-dr., $355°. 
"50 Sport coupe, $200. 
CHRYSLER—’52 Windsor 4-dr., 
DeSOTO—'51 4-dr., $100. 


$780° 
(ps). 
$1, 


Two-tes 
2-dr. 


$1,235° ; 


{s) 


$250°. 


DODGE—'57 Coronet (8) sedan, $1,390. 
FORD—'57 Custom (6) 4-dr., $1,100*. 
’56 Fairlane (8) 4-dr., $1,175* (ps); > 
dr., $1,175*; sedan, $1,240%; Ranch 
Wagon (8) station wagon, $1,095; Cur 
tom (6) 2-dr., $935*; Custom (8) * 
dr., $900. 


"55 Country sedan (8) station wage. 
$1,210; Gustom (8) 4-dr., $885*; Mai 
(8) 2-dr., $695. 

"53 Main 4-dr., $280. 

"52 sedan, $405°; 2-dr., $125. 

"51 2-dr., $145. 

MERCURY—’55 Monterey 2-dr., 

(ps); sedan, $960*. 


$1,035" 


"54 4-dr., = 3140 
"50 Sport an, ’ 
OLDSMOBILE — °51 Super (88) 4-dt. 
$205*. 
PLYMOUTH—’53 Cranbrook 4-dr., $24 


$230. 
*52 Cambridge 4-dr., $225. 
PONTIAC—’53 Chieftain station wage 
$500* (ps); 4-dr., $350° (ps); sedad 
$320°. 
"52 2-dr., $195, $105; 4-dr., $105. 
RAMBLER—’57 station wagon, $1,600°. 


$1,105. 

*55 Chevrolet tractor, $990; Studebaker 
(8) 2-ton truck, $700; Ford %-to# 
pickup, $525. 

’52 Ford 2-ton truck, $530; Chevrolet 
%-ton pickup, $380. 

*51 Chevrolet 2-ton truck, $415. 

50 Ford 2-ton truck, $385; %-ton truck 
$265; Chevrolet 1%-ton truck, $375; 
GMC 2-ton truck, $235. 

’48 International 2-ton truck, $260; %* 
ton pickup, $210. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of June 5. 
Demand is excellent but not ¢ 
cars, Clean ’53 and ’54 offerings were 
actually b 
BUICK—’57 RM 


retail. 

4-dr., $1,975* (ps). 
’55 Super Hardtop, $980*; conv., $1,050 
(ps). 


(Continued on Page 49, Col. 1) 





STUDEBAKER—’52 Regal (8) 4-dr., $16. [) 
MISCELLANEOUS—'56 GMC 2-ton truck, 











$2,050* 
1, 295° 
‘oronet 


station 
», $1,- 
Hard- 
1,395", 
25°. 
wagon, 
station 
r., $1,- 
1,215*; 
$970. 
$1,040; 
'; Cus 
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(Continued from Page 48) 


53 M Hardtop, $310* (ps); Super 4- 
$280 
*51 Super 4-dr., $165. 
CADILLAC—’57 (62) 4-dr., $3,300*. 
"56 coupe de Ville, $2,465* (ps). 
151 (62) 4-dr., $300*. 


CHEV ROLET—'57 Two-ten (8) 4-dr., $1,-| 


4m): 2-dr., $1,200 

’56 Bel Air (6) 2-dr., $890* 

64 Bel Air (6) 4-dr $510*; Two-ten 
(6 4-dr., $450; One-fifty (6) 2-dr., 
$375 

‘53 Bel Air 4-dr., $495 

52 2-dr $335*, $195; 4-dr., $310°* 

"49 2-dr., $190 

CHRYSLER—'53 2-dr $240* 

popDGE—'52 Coronet 2-dr., $250 

FORD—'58 Custom 2-dr., $1,800* 

56 Custom (8) 2-dr., $895, $815* 

55 Sunliner (8) conv., $1,035*; Fair- 
lane (8) club sedan, $850*; Custom 
8) 2-dr., $780; 4-dr., $570 

54 Country sedan (8), $745; Custom 
(6 2-dr $465*; Custom (8) 2-dr., 
$380: Main (6) 2-dr., $370 

53 sedan, $530*; 4-dr., $285*. 


51 2-dr $200 

HUDSON 52 Wasp 2-dr $160 

MERCURY 56 Custom station wagon, 
$1,225* Monterey Sport coupe, §$1,- 
100* (ps) 


'55 Monterey Sport coupe, $860*. 
*52 Hardtop, $220* 
OLDSMOBILE—'52 (98) 4t-dr $100° 
"61 (SS) 4-dr., $185* 
PLYMOUTH—'57 Savoy (8) Hardtop, $1.- 





200° 
"66 Savoy (8) 2-dr $955*, $900*, $850 
‘55 Belvedere (8S) conv $S875* 

'54 Savoy 4-dr., $205* 

63 Cranbrook 4-dr $285 2-dr $150 


49 4-dr., $120 
PONTIAC 54 Custom (S) 4-dr., $475* 
RAMBLER 57 Super station wagon, $1,- 
3% 
"56 Super (6) 4-dr $955 
‘5S station wagon, $670 
MISCELLANEOUS 57 Dauphine 4-dr 
$1.090 
090 
‘52 Ford Courier (8) truck, $250 
"51 Ford (8) 2-ton truck, $350 
"50 Chevrolet ,;-ton stake truck $355 


DYER, IND. 


Dyer Auto Auction. Sale every Friday 

Prices are for sale of June 6 
Seld 7216 cars from 318 consignments. 

BUICK—'57 RM Riviera, $2.020* (ps) 

"54 RM 4-dr.. $1,270° (ps) 
55 Century Riviera, $1.050*° ‘ps); Super 
4-cir $1.900* (ps) 

"St Super sedan $670* $305°* (ps): 
Riviera, $650°, $605° 

"53 Super Riviera, $525° (ps); RM 4-dr., 
510° ‘«ps); Special Riviera, $140* 

"51 RM 4-dr., $100° 

"50 Super 4-dr., $100 

‘41 4-dr., $265 

CADILLAC "56 coupe de Ville, $2,200* 
ps? 

"52 (62) 4-dr.. $565° 

"51 coupe, $265* 

CHEVROLET—'57 Corvette $2.550; Bel 
Air (8 station wagon, $1,.895* (ps) 
conv $1,790° coupe, $1,725*; Two- 
ten (8) sedan, $1.335, $1,225 

"56 Bel Air (6) 2-dr $72 
‘6 2-dr $020 $800 $790" 

55 Two-ten (6) 4-dr $850°; Bel Air 
i-dr $900*,. sson* 

54 Bel Air coupe, $620. Two-ten sedan 





Two-ten 


$3 
53 conv $680*: sedar $455*, $425*, 
$220, $210. $160 
51 sedan, $12/ 
50 club coupe, $150; 2-dr., $130° 
CHRYSLER 57 NY coupe. $2,300° (ps) 
55 NY 4-dr., $925° (ps) 
51 2 $205* 
DeSOTO.—'54 Firedome sedan, $265 
"52 4-dr., $130° (ps) 
DODGE—'57 Coronet 4-dr $1,330° 
5 i-dr., $135. 
51 ub coupe, $115°; 4-dr.. $120 
EDSEL—'58 Citation coupe, §$2.250* (ps) 


FORD—'5S Fairlane (8) 500 conv., $2,220; 
i_¥ ietoria 2,180° (ps), $2.135° (ps) 
¥: Country sedan, $1,680* $1.650°; 

Fairlane (8) 500 sedan, $1.495*, §$1.- 
450, $1,425*; Custom 300 2-dr., §1,- 


SS 


sedan, $865, $785, $765, $600 


__ $775. $675, $665, $660, $650, $500 
54 Custom sedan, $440, $345. 


$280, $100*: conv., $310 





1 8875, $635; conv., $935* 

‘54 Monterey coupe, $670* 

‘53 Monterey coupe, $545*, $445°. 
}..'52 conv., $260°*. 

) NASH—'54 sedan, $215. 


‘33 4-dr., $370, $335*; Country Club. | 


/ $275 
4 OLDSMOBILE—'57 (88) Super Holiday, | 


} ,.32,.200* (ps). 
56 (88) Holiday, $1,195* (ps). 


: | 
55 (88) Holiday, $1,190*; 2-dr., $1,100* | 


(PS), $995* 
‘54 (88) 2-dr., $895* (ps), $725*. 
= (88) 4-dr,, $310°. 
2 (S8) 2-dr., $415*. 
PLYMOUTH—'58 Plaza (8) 4-dr., $1,685* 
(ps). 
"ST Savoy (8) 2-dr., $1,185. 
oe Beoveters conv., $1,075*; Fury coupe, 
215°. 
"55 Savoy (8) 4-dr., $425 
‘54 2-dr., $325, 
51 4-dr., $105, 


PONTIAC—'57 Safari station wagon, $1.-| 


950* 

‘55 Chieftain Catalina, $995, $905, $695*. 

03 Chieftain 4-dr., $310°. 

52 4-dr., $195, 

STUDEBAKER—’57 President 2-dr., $1,- 

215°, 

‘54 Champion 2-dr., $355; 4-dr., $550. 

'53 4-dr., $275. 

"52 4-dr., $140°. 

51 4-dr., $120*. 








Prices are for sale of June 6. 


Two-ten 2-dr., $425; Bel Air 4-dr., 


Hardtop, $200 


$2,015*; sedan, $2,000*; Hardtop, $1,- 


‘56 Fairlane (8) sedan, $865; Custom! 


‘55 Thunderbird, $1,400* (ps): Fairlane | 
‘S) 4-dr.. $705*, $690; Custom sedan, | 


"53 Ranch Wagon, $530: sedan, $305, | 


‘52 Crest Victoria, $325*; conv., $325°; | 
ae $155 
51 2-dr., $370*, $120. 
HUDSON—'53 Jet 4-dr., $125 
JERE -'56 Premiere conv $2,125* 
(ps) 
"52 4-dr.. $230* 
MERCURY - ‘55 Monterey sedan, $775, 


on, $1,410*; 


Hewitt Auto Auction. Sale every MERCURY—’56 Montclair conv., $1,275*; e 
Hardtop, $1,190* (ps); 4-dr., $1,115* aw. ’56 (88) 2-dr., $1,400*. 


52 4-dr., $100. 


550*; Ranch Wagon (8) station wag- | 
Ranchero station wagon, | 
$1,225*; Custom (8) 4-dr., $1,325*. | Danville Auto Auction, Sale every Tues- $505*; Custom (8) 2-dr., $385, $355, 
’56 Fairlane (8) 
Crown Victoria sedan, $1,265* (ps); | 


900*; Custom (8) 2-dr., $1,700; 4-ar., | 53 Ford %-ton pickup, $400; Chevrolet $885; Crest (8) 2-dr., $600*; Fairlane 
$1,650. | %-ton pickup, $385. (8) 2-dr., $480*%, $560*, $530; Custom 
| °S7 Fairlane (8) 4-dr., $1,550* (ps), $1,- | (8) 4-dr,, $335, $265. 


53 Ranch Wagon (8) station wagon, 
DANVILLE, VA. $655, $355*; Crest (8) 2-dr., $570*, 


Hardtop, $1,430* (ps); | day. Prices are for sale of June 3. $260". 
A continued growing demand on all 52. Main (8) 4-dr., $280; 2-dr., $165; 


4-dr., a (as); sony, | clean units, There seems to be a short- Custom &8) 2-dr., $235. 
‘SS Fairiane sedan, $1 bes; sare s700*; | 88° Of such vehicles in this area, LINCOLN—'56 Capri 4-dr., $1,630* (ps). 
e a ’ , ’ = ” ‘ , . F wD r P y - 
WILLYS—'53 2-dr., $250. Custom 4-dr., $820 BUICK—'55 Special 4-dr., $1,205*; 2-dr., a 58 Monterey (8) 4-dr., $2, 
re : - ; ; , 6. 645: : ,130°; & 2-dr., $1,105* (ps). wees 
MISCELLANEOUS — '58 Austin Healey, — aa” $645; sedan, $620°; | ‘eh tpeetal — $910°° $ = eee ’56 Montclair (8) 4-dr., $1,215*; Monte- 
'52 4-dr.. $400; station wagon, $360; 2-| 53 Special 2-dr., $400*, $385, $225. meets (8) S-at., $1,005". 
, ‘dr., $195. soe, So? | CADEELAC—64 (62) S-dr., 91,000" (ps). | oe eres (9), Se Cees 
VALDOSTA, GA. ‘51 2-dr., $175; 4-dr., $150. '53 2-dr., $705*. we ane ee 


CHEVROLET—’57 Bel Air (6) 4-dr., $1,-| +57 (98) 4-dr., $2,155* (ps). 


"56 Bel Air (8) 2-dr., $1,145*; Two-ten ’55 (88) 2-dr., $980*. 





A real good sale today. We needed (ps). 35 
lots of more clean cars. Plenty of dealers ’54 Monterey 4-dr., 2 at $500*. can ane it oe ond $1,155. $925° 54 (98) 4-dr., $805* (ps). 
7 3 beth Santee Gad oalline. 53 4-dr., $500*. a ue cles’ sede*s aa a "ah '52 (88) 2-dr., $195°*. 
| BUICK—'57 C , H . OLDSMOBILE—'58 Super (88) 4-dr., $2,- “ar., $805, $725. Two-ten (6) PLYMOUTH —'O? Savoy (8) S-dr., Si.Em. 
—'57 Century Hardtop, $1,910°. BB0e Ma 4-dr., $805, $725; Two-ten (6) 4-dr..| +55 Belvedere (8) 4-dr., $855; Belvedere 
2-dr., $685°; Hardtop, $580°.| 57° (<3) Hardtop, $1,830° (ps) $915, $670; 2-dr., $795; Two-ten (5) (6) 4-dr., $625; Savoy (6) 4-dr., $655; 
CADILLAC—'57 (62) coupe, $3,490*. '56 (98) Hardtop, $1,360; 4-dr., $1 a-Gr., eee, Soom Savoy (8) 4-dr., $605, $125°. 
'56 sedan de Ville, $2,440°. ~ 360° ardtop, $1,360°; 4-dr., $1,-| +54 Bel Air (6) 2-dr., $455; Deluxe (6) | poNTIAC — ‘55 Star Chief 4-dr., $830*; 
"54 (62) Hardtop, $1,400*. 55 (88) 2-dr $900° on aa le eng a ”, —. toes. Chieftain 2-dr., $830*. 
4 7 - om 7 a aon - o, OF oe . 5z el Air 3) 2-dr.. 2 at $530, $505; 5 . f 8) 2- 75 
ame ag Bel Air (8) 4-dr., $2,- 50 Super (S88) 4-dr., $160 Two-ten (6) 2-dr., $385, $295"; 4-dr., - oar ease" ) dr., $475. 
r . ‘ i PLYMOUTH—’57 Savoy (6) 4-dr., $1,100. $340, $305*. STUDEBAKER—'52 Commander (6) 2- 
ton Wagon 81700: heron eens, | ,56 Savoy (6) 4-dr., 9650°. '52 Deluxe (6) 4-dr., $295, $225*; 2-dr..|~ ar. $135. . ne 
(8) station =aeen’ $1625°: ,54 Belvedere 4-dr., $485°. eee sis ies -xxe. | MISCELLANEOUS—'58 Chevrolet (6) %- 
$1,.275*: 2-dr. $1.210* Tw ~t , ‘53 4-dr., $200. CHRYSLER—’'54 Windsor (8) 4-dr., $555*; ton pickup, $1,400; Ford (6) pickup 
a “$890 <-aT., 91,2 ; o-ten 52 4-dr., $230. Saratoga (8) 4-dr., $415 truck. $1,355. 
55 Hare-hen 2-dr., $690 50 4-dr., $165. F OR D — ’58 Fairlane (8) 2-dr., $2,160*; '56 Ford (8) %-ton pickup, $925 
Air sedan, $725* (ps): Two-ten | PONTIAC—'56 Chieftain 4-dr., $1,050°. yp Lustom (8) 2-dr., $1,600. Ford (8) %-ton pickup, $705. 
$670: 2-dr.. $460: One-fifty 4- ’54 Star Chief Hardtop, $620*; Chieftain of _ Fairlane ‘2? 2-dr., $1,725 3 Custom 3 International tractor, $305. 
dr., $410; 2-dr., $400. ; : 4-dr., $245* (8) 2-dr., $1,245; 4-dr., $1,230; Cus- '52 Chevrolet (6) wrecker, $1,355; Stude- 
, , ; '53 4-dr., $440* (ps); 2-dr., $310*. tom (6) 2-dr., $955, $930. baker (6) %-ton pickup, $305. 


’56 Custom (8) 2-dr., $1,325*, $890, $855, 


$805; Cus ( - $1,080* ‘air- 
, $345*; 2-dr., $200. RAMBLER—'58 Custom 4-dr., $2,450°. ae ha Sao ‘ta. s08" : ieee —. BUFFALO 
$205: coupe, $150 MISC ELLANEOUS 57 Ford pickup truck, p_ station wagon, $1,175. ™ Thruway Auto Auction, Sale every Tues- 
om Bi pag $975. 55 Custom (8) 2-dr., $1,055, $745*; 4-| aay. Prices are for sale of June 3 
-"58 Thunderbird sedan, $3,850*: ’55 Ford pickup truck, $510; %-ton pick- dr., $740, $575; Fairlane (8) 2-dr., . ss : 
$3.837*: Fairlane (8) 4-dr., up, $475. $930* Sold 64 cars from 89 consignments. 
’54 Ford \%-ton pickup, $550. "54 Country sedan (8) station wagon, (Continued on Page 56, Col, 3) 








DEALERSHIPS 
SPARKLE 
IN THRIFTY 
NEW 
STRAN-STEEL 
BUILDINGS! 


Big, small . . . simple, fancy. Here’s 
a building that will be just what you 
want it to be. Outside, full-length 
Stran-Satin panels can be blended 
with other materials. Inside, you can 
lay out your display area, service and 
parts departments, and sales and 
executive offices any way you like. 
There are no interior columns to get 
in the way or take up valuable floor 
space. And quality-engineered Stran- 
Steel buildings are volume-produced 
to reduce cost. Easily financed di- 
rectly with the dealer, only one- 
fourth down on five-year purchase 
plan! Look into it now. 


Mail the coupon or contact your nearest Stran-Steel 
dealer. He’s listed in the Yellow Pages under Steel 


Buildings or Buildings—Steel. 





Dept. 48-55 


STRAN-STEEL CORPORATION 
Division of 


Detrolt 29, Michigan 
NATIONAL STEEL 





) 


ery 







CORPORATION 





—_ 


Chevrolet: Redwood, glass and steel are handsomely combined in a 50’ zx 80’ Stran-Steel 
Rigid Frame building for Rietman Chevrolet Company, Clatskanie, Oregon. Service 
department gets an unobstructed 2,000 square feet, and remaining half is partitioned for 
offices, showroom and parts department. 





a a rd ee 


Rambler: Compact 32’ x 40’ Stran-Steel Rigid Frame building contains office, display and 
service area for Dean and Lamb Motor Company, Tillamook, Oregon. Modern, efficient 
buildings like this are the smart answer to small dealers’ needs. 





Volkswagen: E'ye-catching combination of pylon, 124-ft.-long canopy and 60’ Stran-Steel 
Rigid Frame building attracts prospects to Low Motors, Inc., Rochester, Minnesota. 
President Low says the building is “‘economical, attractive and modern—in line with the 
very features of the autos we sell.” 





ee ee ae ee ee 


Stran-Steel Corporation, Dept. 48-55 
Detroit 29, Michigan 


Rush complete literature. 


Name 
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Fingertip Steering— 
Saginaw Steering division, 
Motors Corp., Saginaw, Mich., gave mo- 
torists a look into the possible future of 
automobile steering with its unveiling of 


General 


““Aero-Control Steering,” which eliminates 
the steering wheel and steering column. 
Replacing the conventional steering wheel 
is a short lever, located on an arm rest 
to the right of the driver. Steering is 
accomplished by fingertip movement of 
the lever to left or right, as demonstrated 
by Nancy Roush. Saginaw engineers em- 
phasize that “Aero-Control Steering” is 
merely a research project at this time. 


2 Import Shows 
Are Scheduled 


In Boston, Miami 


Detroit.— Two international for- 
eign and sports car shows have 
been scheduled for this fall and 
winter, one in Boston and the other 
in Miami. 

The Boston show will be held 
Oct. 13-19 in the Mechanics Exposi- 
tion Building and will include a 
stage presentation and prizes for 
visitors. 

There will be a continuous show- 
ing of auto racing films and other 
related movies in the building’s 
Paul Revere Theater. More than 
300 displays are expected. 

Similar displays and stage and 
film entertainment are scheduled 
for the Miami exposition Jan. 25- 
Feb. 1 in the Dinner Key Audito- 
rium. 








Correction 


Incorrect 1957 registration fig- 
ures for a number of lines for 
the first three months plus 40 
states for April appeared in the 
dune 9 issue of Automotive News. 
The correct figures are: 

Rambler (including Nash and 
Hudson), 30,530; Metropolitan, 2,- 
817; American Motors total, 33,- 
347; Chrysler, 35,960; Imperial, 
11,129; DeSoto, 36,444; Dodge, 81,- 
575; Plymouth, 188,054; Chrysler 
Corp. total, 353,162; Ford, 459,379; 
Edsel, 0; Lincoln (including Con- 
tinental), 13,325; Mercury, 88,059, 
and Ford Motor Co. total, 560,763. 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2, 744; conv., $3, 041; 4-dr, 2-seat 
stat, wag., $3,145; 4- dr, 2- ‘seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 


316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. ‘Super—4-dr. hardtop, 


$3,789; 2-dr. haftdtop, $3,644. Roadmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flght-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr, extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—S-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHEVROLET (Prices are for six- 
cylinder models. 


ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air 


Eldorado— 


For V-8s, add $107.) Del-| 


wagons, 


sedans and hardtops; 


Fairlane sedans and Fairlane 500 | hardtop, 


$123 for Fairlane | | top, $3,944; 


$3,498. Park Lane—4-dr. 
hardtop, $3,867; conv., | 


2-dr. 


Current Prices on VU. S. Cars 


hard- | 


| 2-dr. 


| 834; 


dr, 
4-dr. 


sed., 


4-dr, 


Custom, $2,747; 
| 759. 75; 4-dr. 


$2,573; 
2-dr. hardtop, $2, 707; conv., 
2-seat stat. wag., $3,019; 4-dr, 3-seat stat, 
wag., $3,088. Super ‘Chiet—4- dr, sed . 
hardtop, $2,961; 2-dr. hea “atop, 
$2, 880. Star Chief—4-dr. 
hardtop, $3,210; 2-dr. hardtop, 
2-seat stat. wag., 


4-dr. 
3-seat Sport, 
PONTIAC—Chieftain—4-dr. sed., 
4-dr. hardtop, $2 792: 


2-seat Sport 
$2,899.75. 





—., 


$2,638; 


$3,019; 4-ar, 


sed., = oak 
$3 


$3,350. Bas 


a ~ 100 sa 300.) Goes: | $4,118, Station Wagons—2-dr. 2-seat Com- | —2-dr. hardtop, $3,481; conv., $3,586. 
300—4-dr. sed., > ; 2-dr. sed., 0 muter, $3,035; 4-dr. 2-seat Commuter,| Ram — Ameri ans e 2 
business sed., $1,967, Falriane—4-dr, sed., | $3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. | sen "si tage Buner 2dr oa siee 
$2,275; 2-dr. sed., $2,221; 4-dr. hardtop, | 2-seat Voyager, $3,535; 4-dr. 2-seat Voya-| neluxe Six—4-dr. sed., $2,047. Super Stx— 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair-| ger, $3,635; 4-dr. 2-seat Colony Park,|4-ar sed., $2,212; 4-dr, hardtop, $2,287; 
lane 500—4-dr. sed., $2,427.72; 2-dr. sed., pw (Multi-Drive Mere-O-Matic, power | 4-ar 2-seat stat. wag., $2,506. Custom Six 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. | steering, power brakes standard on Park|_4-ar sed.. $2,327; 4-dr. 2-seat stat, 
hardtop, $2,434.72; conv., $2,649.88; re- | Lane; Mere-O-Matie standard on Montclair, | wag $2,621 Rebel V-8—Super - 4-dr 
— hardtop (V-8 standard), $3,-| Voyager and Colony Park.) sed., $2,342; 4-dr, 2-seat stat, waz. $2 
162.69. Station Warr as? Sseny "eat | «,OLDSMOBILE — Series 88 — 4-dr. ed, | 098. Custom —i-dr. aed. $3,487. tte 
, 7990. 10; . | $2,837: 2-dr. sed 2,772: 4-dr. h hardtop, $2,532; 4-dr, 2-seat stat. w: 
Rio Ranch Wagon, $2,503.24; 4-dr, 2-seat | $2,837; - Sed., $2,772; 4-dr. hardtop, a8. 
* o> ann Ga.’ ; | $2,971; 2-dr. hardtop, $2,893; conv., $3,-| $2,751. Ambassador — Super — 4-dr. sed, 
Ranch Wagon, $2,450.76; 4-dr, 2-seat | , ; a | a. ; ’ 
2S ; . 221; 4-dr, 2-seat stat 284; 4-dr. | $2,587; 4-dr, 2-seat stat. wag., $2,881. Ous- 
Country Sedan, $2,557.24; 4-dr. 3-seat | 5 ‘at hard stat. wag., $3, 3; £-CF. tom—4-dr sed $2 732: 4-dr. hardt D 
Country Sedan, $2,664.24: 4-dr., 3-seat | -seat hardtop stat. wag., $3,395. Super 88 . -, $2, $ op, $2,- 


Country Squire, $2,793.90. Thunderbird — 
(V-8 standard)—2-door hardtop, $3,630.85; 


—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 


2-seat hardtop stat. wag., $3,623. Series 98 


822; 4-dr. 
2-seat hardtop stat. 


2-seat stat. wag., $3,026: 4-dr, 
wag., $3,116. 


conv., $3,913.85. STUDEBAKER—Scotsman 6—4-<dr., sed., 
$ —4-dr. sed., $3,824; 4-dr. hardtop, $4,096; | $1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
IMPERIAL — Imperial —4-dr. sed., $4,-|2-dr. hardtop, $4,020; conv., $4,300. Jet-| wag., $2,055. Champion 6—4-dr. sed, 
945; 4-dr, hardtop, $4,945; 2-dr. hardtop, | away Hydra-Matic, power steering, power | $2,253; 2-dr. sed., $2,189, Commander v3 
= Py a Salatop bs se: brakes standard on Series 98.) |—4-dr. sed., $2, 378; 2-dr, hardtop, $2,493; 
ardtop, , $ -dr. ardtop, * ; ° 4-dr. 2-s vincial st 
san, He, Lear Ped | nathop  ptaa Se "Stat GA! alt | Present 'V-8 “Clam, ak, Se, $8 
968.50; 4-dr. hardtop, $5,968.50. (Torque- | 92122)” wre b ” o-dr. hardtop $3,945, | 2-ar. hardtop, $2,695. Hawks—Silver Hawk 
Flite, power steering, power brakes stand- . r. ardtop, $3, :|6 cpe., $2,219; Silver Hawk V-8 cpe., $2. 


ard on all models.) 


LINCOLN—Capri—4-dr. 


dr. 


all models.) 


MERCURY—Medalist—4-dr. sed., 


sed., 


$4,951; 
hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr, hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 


4- 


$2,617; 


models. 


dr. sed., 





4-dr. 


Custom, 


2-dr. sed., $2,547. Monterey—4-dr. sed., | 4-dr. hardtop, $2 

$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, | 456.50; conv. (V-8 std.), 
$2,840; 2-dr. hardtop, $2,769; conv., $3,-|2-dr. hardtop (V-8 std.), 

| 081. Montelair—4-dr. sed., $3,236; 4-dr. 

hardtop, $3,365; 2-dr. hardtop, $3,284; | luxe, $2,431.50; 4-dr. 
conv., $3,536; Turnpike Cruiser 4-dr. | 485.50; 2-dr. 2-seat 
hardtop, $3,577; Turnpike Cruiser 2-dr. | 4-dr. 2-seat Custom, $2, 607; 


‘4-dr, 


(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
For V-8s, add $107.) Plaza—4 
zed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
$2,254.25; 
399.50; 2-dr, hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
.527.50; 2-dr. hardtop, $2,- 
$2,762. Fury 
$3,066.50. Sta- 


hardtop, 


tion Wagons (Suburbans)—2-dr. 2-seat De- 
2-seat Deluxe, 


352; 
| $3,282. 





-dr. 


$2,- 


$2,553.25; 


Golden 


(Overdrive 
Hawk. Heater standard on Scotsman.) 





4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2, 511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman. $2,467; 4-dr. 
2-se at Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., 803. Saratoga— 
4-dr, sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing. standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
| ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 


sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. | 


hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 

Coronet Six—4-dr. sed., $2,- 
sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr. sed., $3,030; 4-dr. hardtop, | 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, i. 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25 


EDSEL— 
dr. sed., $2,519; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., 
hardtop, $3,425; 2-dr. hardtop, $3,346. 

-dr. hardtop, $3,615; 2-dr. hard- 

top, $3,535; conv., $3,801. 

—Roundup — 


-ar. sed., $2,592; 2- 


Station Wagons 
2-dr. "2-seat, $2,876. Villager—_ 


4-dr. $2,990. 


2-seat, Figg ot 4-dr. 3-seat, 
-dr, 4-dr. 


2-seat, $3,190; 
seat, $3,247. 


standard on Corsair and Citation.) 
FORD — (Prices are for six-cylinder 
models. For V-8s add: $107 for station 


hardtop, $3,245.25. 


4-dr. hardtop, $2.678; | 


$3,028. Corsair—4-dr. 


| 
3- 
(Automatic transmission \—s 





New Commercial Car Registrations, 


All States for April, 1958-1957 


Hawk V-8 2-dr. 
standard 


on 











hardtop, $2,953; 2-dr. hard- | 











hardtop, 
Golden 


IH Opens Two Branches 


International Harvester has 
opened a sales and service branch 
at 20th and Paul St., Omaha, with 
Lee D. Seeman as manager. 
o. other branch has been opened at 

: | 11341 E. Firestone Blvd., Norwalk, 


An- 


3-seat | Calif. WwW. E. Crosby is the manager. 
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"The information contained in this report has been compiled from official 


state documents, 


Every reasonable sccnsllon has bees 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & 


Co. cannot assume any liability by reason of inaccuracies or omissions." 


—R. L, Polk 


& Co. 
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“The information cnnteiants in this report has been compiled from official state documents. 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received an 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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Affecting Factories and Dealers... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The first advertisement in a cam- 
paign developed by Gore Smith 
Greenland, Inc., for the 1958 
Triumph four-door sedan and five- 
door estate wagon will be appear- 
ing in national publications during 
the next two months. It is head- 
lined “Sweetest Performance Value 
in America.” 

An introductory budget of $275,- 
000 will be used. The consumer 


schedule includes the New Yorker, | 


Sports IMustrated, Holiday, Satur- 

day Evening Post, Time, Sunset, 

Road & Track, Motor Trend, Sports 

Car IlUustrated, and Small Cars 
azine. 

In addition, regular schedules 
are planned in 30 key market- 
newspapers and the campaign is 
coordinated with extensive dealer 
promotional aids and a full trade 
schedule. . 


Sullivan Retires June 30 


Carroll F. Sullivan, senior vice-| 


president and group supervisor of 
Chrysler Corp. passenger car mer- 
chandising at Ross Roy, Inc., since 
1947, will retire June 30. 

Sullivan has spent nearly 30 
years in various phases of the 
automobile business as a dealer, 
factory regional manager and 
advertising - merchandising execu- 
tive. = « 


Everyone Has His Troubles 


The Bay Area Rambler Dealers 
Assn., San Francisco, is planning 
a television campaign but is hav- 
ing trouble finding a model to 
demonstrate the car’s seats which 
make into twin beds. 

No wonder. In the commercials, 
she'll be known as “Miss Reclin- 
ing Seat.” 


> * * 


Detroit Adcraft Picks Nielan 


John E. Nielan, Hearst Advertis- 
ing Service representative, has been 
elected president of the Detroit 
Adcraft Club for 1958-59. 

Edward F. Sullivan, of Campbell- 
Ewald Co., and Wendell D. Moore, 
of Dodge, were elected vice- 
presidents; Toby David, of CKLW 
radio and television, was elected 
secretary, and Robert G. McKown, 
of D. P. Brother & Co., was reap- 
pointed treasurer. 


- >: > 
Clement Adds Plant 


J. W. Clement Co., Buffalo, has 
purchased the Fullerton Ave. plant 
in Chicago of the American Color- 
type Co. The Chicago plant will be 
operated as a Clement subsidiary 
under the name of Clement Color- 
type, Inc. 

Clement also operates a publica- 
tion printing plant at 245 Erie St., 
Buffalo, and two printing subsidi- 
aries in California; Pacific Press 
Inc, at Los Angeles, and Phillips 
& Van Orden Co. at San Francisco. 


Ramsey Gets Show Contract 


L. W. Ramsey Advertising 
Agency, Davenport, Ia. has been 
appointed to handle the 1959 
International Automotive Services 
Industries Show. The agency will 
handle all publicity and public re- 
lations as it pertains to the show. 

* + + 


S-F-W Adds 5 Clients 


Sawyer-F erguson-Walker Co., 
newspaper representatives, has 
been named to represent four 
newspapers in the Midwest and one 

Florida. 

The firm began representing the 
Grand Rapids Herald and Grand 
Rapids Press, both Booth news- 
Papers, on June 1. On the same 

, S-F-W added the Tampa 
(Fla.) Times, and effiective July 1, 
it will service the Appleton, 
Neenah-Menasha Post-Crescent and 
Green Bay (Wis.) Press-Gazette. 

* * ” 
Pontiac & Borge in Pact 


Pontiac has announced a long- 
term contract with pianist- 
comedian Victor Borge, calling for 
one special television show per year 
for the next three years. 

Frank V. Bridge, Pontiac general 
Sales manager, said that the first 
Borge show, scheduled for Novem- 
ber, will be one of a series of 
Pontiac-sponsored special shows 





which will feature outstanding en- 
tertainment personalities. 
* + + 


Chevrolet Dealers on Radio 


The Chevrolet dealers of North- 
ern California and Western Nevada 
have signed to co-sponsor the full 
18-game schedule of the San Fran- 
cisco 49ers to be broadcast over 
KSFO and the Golden West Net- 


work, 
aa * * 


4 Switch to Carlson-Stassen 


In one of the largest shifts of 
executive personnel in Indianapolis 
advertising history, four former 
Keeling & Co. vice-presidents have 
joined Carlson & Stassen, Inc., 
recently opened agency in that 
city. 

Named vice-presidents of the 
new firm were Victor G. Varmo, 
Raymond G. Sweeney, M. P. 
Jenkins and Jackson Hazlewood. 

At the same time, it was an- 
nounced that the name of the 


agency has been changed to Carlson 
& Stassen, Inc., from Robinson, 
Carlson & Stassen, Inc. Carlson 
now is president and Stassen a 
vice-president. 

ad 


U. S. News Holds Line 


U. 8. News & World Report will 
not increase its advertising per- 
thousand costs for 1959, according 
to H. L. Behlke, advertising di- 
rector. 

The weekly news magazine will 
hold the line on the present per- 
thousand page cost of $4.97 for the 
balance of 1958 and for 1959, when 
a new circulation rate base of 1.1 
million goes into effect, Behlke 
said. 


The new circulation rate base, 
effective with the issue of Jan. 2, 
1959, is an increase of 100,000 above 
the figure now in effect, and the 
new black-and-white page rate 
beginning next January will be 


’ 
> * * 


Tide to Become Monthly 


John Hartman, president of Bill 
Bros., has announced that effective 
Aug. 1, Tide magazine will become 
a monthly publication. 

Hartman explained that the 
move is the culminating step in 


the new publishing concept that 
began when Bill Bros. purchased 
Tide two years ago. 

“Tide’s advertising pages for the 
first four months of this year are 
up 26 percent over the same period 
last year,” said Hartman, 

. * © 


GOA Boosts Chicago Drive 


Joining in Chicago’s all-out effort 
to sell automobiles, General Out- 
door Advertising Co. donated an 
illustrated bulletin on one of the 
city’s major arteries. 

The sign, at Outer Drive at 
Illinois St., told motorists and 
pedestrians “You Auto Buy Now,” 
theme of the automotive sales 
effort. GOA cooperated with radio, 
television and newspapers in the 
17-day drive. 

= > = 
Names 


James W. Fuson has been named 
a regional public relations repre- 
sentative for General Motors in the 
Flint area, succeeding R, T. King- 
man, who has been named GM pub- 
lic relations regional manager for 
the Kansas City area. 


Frank Wylie has been named to 
the newly created position of di- 
rector of public relations for Dodge 
cars and trucks. Wylie joined 





Chrysler Corp. in 1948. He joined 
Dodge in 1954 as manager of spe- 
cial events, and a year later as- 
sumed public relations responsibility 
for Dodge cars, and in 1956, publi- 
city for Dodge truck. 


Vincent F. Aiello will join Mac- 
Manus, John & Adams, Inc., as a 
senior vice-president and director 
of creative planning, effective 
July 1. Aiello has been with the 
Kudner Agency 14 years. 


Edward F. Martin has been 
named public relations field repre- 
sentative in Ford Motor Co.’s 
northwest public relations office in 
San Francisco, He formerly held 
a similar position in Ford’s Kansas 
City office. 


Mrs, Selma Zane Baxt, formerly 
company publication editor at 
Vertol Aircraft Corp., has been 
named editor of Exide Topics, ex- 
ternal magazine of Exide Industrial 
division of Electric Storage Battery 
Co., Philadelphia. 

Caroline Russ has been named 
director of public relations for 
Nisonger Corp., New Rochelle 
(N. Y.), importer of foreign-car 
parts. Miss Russ formerly was 
public relations director for the 
Don Allen Chevrolet Organization 
in New York City. 
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ov don't need to buy special high- 

priced thinners for 1 to 1 use 
on lacquer jobs. Not if you use 
Ditzler’s famous DTL-113 High 
Gloss Thinner. 
@ You'll be surprised how much faster 
DTL-113 dries than competitive 
high-solvency thinners . . how 
much it saves in spraying and 
rubbing time . . . how much it 
reduces thinner cost. 
@ With DTL-113 you get more accu- 
rate color matches. Flow is better, 
whether you use it as a regular or a 
1 to 1 thinner. Finish coats level out 


Ditzler Color Division © 










CF |p 


AMNIVE 
1883-1958 


more smoothly. Film build is ex- 
cellent. Spray dust is reduced. 

® Drying is speedier than with special 
high solvent, low-reduction thinners 
designed only for high luster. This 
allows earlier polishing without die 
back and faster taping without 
marking. You can deliver finished 
paint jobs that gleam and sparkle 
with little or no laborious rubbing 
and polishing. 

@ if you haven't tried DTL-113, order 
a case or a “five”? from your local 
Ditzler jobber and join the boosters 
of this fine product. 


Pittsburgh Plate Glass Company Detroit 4, Mich. 


DITZLER 


OMP 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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BRAKE TOOL—Newest addition to the 
Herbrand “job-matched" line is this No. 
302 Bendix brake adjustment tool, de- 
signed to adjust Bendix brakes on all 


types of cars, new or old. The specially| 


designed curved end centers quickly on 
the adjusting star nut and the 93-inch 
overall length of the tool gives the proper 
leverage for an efficient job, without 
skinned or bruised knuckles, it is claimed. 
Herbrand Division, Bingham-Herbrand 
Corp., Fremont, O. 





CARBURETOR 
in tuning of engines is the line of car- 
buretor gavge sets announced by Kent- 
Moore Organization, Inc., 28635 Mound 
Rd., Warren, Mich. Up to 10 gauges are 
included in each set, making possible, 
with original factory-recommended speci- 
fications, any of the various adjustments 
necessary to carburetors, it is said. There 
is @ seporate set for models of Rochester, 
Stromberg, and Corter caorburetors—Two- 
or four-barrel models, dual or triple types. 

> - * 





METAL BENDER—A hand-tool that is 
said to enable do-it-yourselfers to do a 
precision job of bending metal into al- 
most any shape or form has been intro- 
duced by Shaf Mfg. Corp., 1020 German- 
town Ave., Philadelphia 23, Pa., under 
the trade name, Mighty Midget. Simply 
designed, the portable bender is powerful 
enough to bend a strip of cold-rolled 
steel Ye inch thick into nearly any shape. 
The bender employes the principle of the 
screw to exert up to 2,000 pounds of 
pressure to form metals against its inter- 
changeable curve and angle dies. It 
bends wire, brass, aluminum, steel or 
other metals up to Ye inch thick and 1% 


inches wide. 
oe £28 


Sherwin-Williams Introduces 
Line of Acrylic Lacquers 
Sherwin-Williams Co., 101 N. W. 


Prospect Ave., Cleveland 1, O., has 
introduced a complete line of acry- 





| pedal is 


a touch of the toe, 


GAUGE—A development | 
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NEW PRODUCTS 


lic lacquers to the automotive re-| 


finishing trade. 

Sherwin-Williams is offering 
acrylic lacquer colors currently in 
use in factory-filled packages under 
the trade name Opex Acrylic Lac- 
quer, and a new Opex Acrylic Mix, 
augmented by new Hi-Strength 
white and silver mixing lacquers. 
Combination of the acrylic mix and 
either or both of the new mixing 
lacquers can be tinted with the 
Opex lacquer mixing color, the firm 
said. 





THROTTLE CONTROL Two throttle 
control kits have been announced by 
Accurate Products, Inc., Indianapolis, Ind. 
Both models of the control kit, No. 3388, 
six-volt, and No. 3389, 
signed to aid the driver during long 
trips, and are normally used on open 
stretches of highway, it is said. The con- 
trol adjusts automatically to any speed, | 
and disengages the instant the brake | 
touched. No foot pressure is 
said to be required on the accelerator ex- 
cept for passing and increasing speeds. 
Car returns to the set rate of travel with | 
after being disen-| 


gaged. 





MAGNETIC PLATE HOLDERS — Magnoa- 
Tatch, a magnetic way to attach dealer 
license plates, has been announced by 
Leyda Auto Parts, P.O. Box 7, Richland 
Center, Wis. The attaching device is said 
to eliminate bolting and spring clipping 


and attaches plate to any vehicle on 
contact. Consisting of two 2¥,-inch di- 
|}ameter magnetic holding assemblies, 


Magnoa-Tatch is said to have a holding 


force of 50 pounds. 
| > = 
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| “Tougher-Buffer" 


12-volt, are de-| 
| nylon 








TIRE CHANGER—The Bishman model 
880-58 tire changer is said to be the first 


all power changer for tires from 12) 


through 17% inches. The unit features 
air power for breaking beads and electric 
power for removing and mounting tires. 
The air power double bead breaker uses 
the Bishman “Rolling Action” principle to 
break both beads and roll them into the 





well in the rim. The power is supplied by 
a large cylinder operated by applying an 
air hose to a valve in the handle. Another 


feature is said to be the self-centering 


wheel chuck. Bishman Mfg. Co., Route 2, 





BUFFING OUTFIT — The Dillectric 
is engineered to prop- 
erly prepare tubeless tires and tubes for 
perfect adhesion of either heat vulcanized 
or cold cure patches, it is said. The buffing 
ovtfit also includes seven cons of Dill's 
reinforced patches, specially de- 
signed for tubeless tire puncture repairs 
up to %-inch; five cans of its small dia- 
mond patches for tube repair up to ,- 
inch; and, two cans heavy duty patches 
for tube repair of holes, cuts and teors. 
Dill Mfg. Co., 700 East Eighty-second St., 
Cleveland 3, o.. 





WASHER ADAPTER — A hord rubber 


| adapter for making seal-tight connections 


to various size openings, is now available 
for use with the Hydro-Air pressure 
washer. According to the maonvfacturer, 
this adapter provides a forceful flushing 
action which is ideal for use in connec- 
tion with apertures such os radiator open- 
ings. D & M Products, Inc., 26 N. Ray- 


mond Ave., Pasadena, Calif. 
oa 








Osseo, Minn. 





SCREEN — An addition to the 


Kool 
screen line by Sutone Corp., 3001 E. 
Eleventh St., los Angeles 23, Calif., is 


the deluxe Roller model for rear windows 
of cars and station wagons. The screen 
is fully encased in a hammertone finish 
metal casing with triple-chrome finish 
end plates and mounting brackets. In- 
stallation requires no tools. 


FRAME LIFT—Cochin Mfg. Co., South 


San Francisco, Calif., is 
hydropneumatic or hydraulic lift, 
cially designed to handie and lift any 
car. Once a car is driven over the lift, 
the adjustable arms are rotated to con- 
tact points of the car's frame, where 
upon the car is ready to lift. Specifica- 
tions include: Capacity, 8,000 pounds; 
overall length, 82 feet (extended); overall 
width, 8 inches to 68 inches; rail length, 
69 inches; width, 6 inches, and height, 
2% inches. i. 


Heavy-Duty Brake Fluid 


Developed by Raybestos 


Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport 2, 
Conn., has announced Formula 48 
Heavy Duty Brake Fluid. The 
company said it meets or exceeds 
every state requirement as well as 
SAE 70R1 Heavy Duty Brake Fluid 
specification. 

Some advantages claimed for 
Formula 48 .are: Won’t boil or 
evaporate even after repeated high- 


marketing a 


espe- | 





| speed panic stops, won’t freeze up 


in sub-zero temperatures, lubricates 


| brake cylinder parts and will not 


cause rubber cup or hose deterior- 
ation. 





TOOL STORAGE UNIT—A tool chest 
and drawer section with changeable 
drawer features which enable the user 
to design his own tool storage unit to 
meet his own particular requirements, has 
been announced by Snap-On Tools Corp., 
8028 Twenty-eighth Ave., Kenosha, Wis. 
The tool chest has a changeable drower 
feature which permits selection of differ- 
ent size drawers. All drawers are non- 
sag, non-spill, easy running vwnits with 
full width, roll-type pulls for easy open- 
ing from any angle. Overall dimensions 


of this tool chest ore—26 by 12 by 14 
inches high. The drower section is de- 
signed to fit under the tool chest men- 


is also available with 
feature. Overall 
section ore 


tioned above and 
the changeable drower 
dimensions of this drawer 
26 by 12 by 8 inches high. 
* + 





DROP PANEL—totest sports car develop- | 


ment designed to make room for extra 
instrumentation is a center-drop, box panel 
announced by Capstro Specialties, 19316 
Southgate Ave., Cleveland 22, O. The unit 
is designed to display a three-piece op- 
tional grouping with related instrument 
signal lights, switch and smoking acces- 
sories. Presently in production for the 
MGA, MG-TC-TD, the auxiliary panel will 
shortly be available also for the Jaguar 
and Triumph TR-3. The panel is rigidly 
top-mounted by means of two brackets 
behind the dash. It is formed at the 
base so that it fits the shaft tunnel behind 
he gearshift, according to the manufac- 


turer. 
- * * 





HOSE REEL—A compact hose reel that 
combines tool suspension and air supply 
is now being introduced by A. Schrader's 
Son, division of Scovill Mfg. Co., Inc., 470 
Vanderbilt Ave., Brooklyn, N. Y. Spring 
tension of the hose reel counterbalances 
the weight of pneumatic drills, screw- 
drivers and other air tools. A powerful 
spring motor provides automatic uptake 
of the suspended tool, and tension can 
be adjusted by adding or removing the 
coils of the hose, it is said, 


| St., 





KEY DUPLICATOR—An improved Diol. 
A-Code auto key cutter that is said te 
make keys for 99 percent of the vehicles 


| on the road today, is being manufactured 


by Curtis Industries, Inc., 1130 East 222nd 
Cleveland 17, O. The serial number 
of the original car key is all thot is re 
quired to duplicate a key on the Curtis 
No. 14 machine. The machine can alse 
decode and duplicate the original key 
itself, it is claimed. The machine uses ¢ 
unique color coding system for fast op 
eration. Setting the key cutter consists of 


matching the color code on the key 
carriage to the same color on the dicl, 
it is said. 





VACUUM CLEANER—General Floorcraft, 
Inc., 421 Hudson St., New York 14, N. Y. 
has mode its General E-Con-O-Va 
vacuum cleaners available to the auvtomo- 
tive field. Among the features offered 
ore said to be a full swivel hose connec 
tion, both intoke and exhaust openings 
in head, cast aluminum head, recessed 
“out-of-the-way” carrying handles, heovy- 
duty resilient wheels, wet and dry pickup 
end ducal uvse—oas vacuum, and powerful 
blower. 


TILTING LIFT—An auto lift called the 
Tilting Lift Bridge that permits the © 
pairman to lift the car to a 90 degree 
angle for closer inspection and easief 
handling has been announced by the 
Netherlands Trade Commission, 551 Fifth 
Ave., New York 17, N. Y. The manufac 
turer, Marco Engineering Works, Spijket 
isse, Holland, says that its device firmly 
secures the automobile under repair by 
two winches which are attached to the 
car's chassis or springs, offers absolule 
protection against slipping through double 
locking and automatic end switches. Only 
90 seconds are required to tilt the om 
to a 5%-foot horizontal or vertical post 
tion for servicing. The lift bridge is 
equipped with a three horsepower molof 
and has a carrying capacity of three tons 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Louisville 

Louisville and Jefferson County 
new-car registrations totalled 1,034 
in May and 5,741 for five months. 
Last year, the five-month count 
was 7.885. It was 9,575 in 1956 and 
10,083 in 1955. 

May registrations by makes were: 


Chevrolet, 305; Ford, 244; Plymouth, | 


129; Oldsmobile, 53; Buick, 47; 
Rambler, 41; Pontiac, 36; Mercury, 
9%; Dodge, 22; Cadillac, 21; Volks- 
wagen, 20; Studebaker, 9; Edsel, 
9; Chrysler, 9; Lincoln, 8; English 
Ford, 6; DeSoto, 5; Imperial, 4; 
Opel, 1; Packard, 1; Vauxhall, 1; 
miscellaneous, 27. 

New-truck sales totalled 170 in 
May and 677 for five months. Last 
year, the January-May figure was 
856. 
Ford accounted for 50 percent of 
the new-truck market with 85 
registrations in May. Other totals: 
Chevrolet, 33; International, 31; 
Mack, 8; Volkswagen, 3; White, 3; 
English Ford, 2; GMC, 2; Dodge, 1; 


Plymouth, 1; Willys, 1—(A. W. 
Williams. ) 
* = * 
Pittsburgh 


New-car registrations showed a 
gain “considerably larger than 
seasonal” during the first week in 
June, according to the University 
of Pittsburgh Bureau of Business 
Research. 

Steel mill operations also 
moved up, but electric power out- 
put and bituminous coal tonnage 
declined, resulting in a slight dip 
in business activity. 

The bureau’s index of general 
business activity in the area stood 
at 86.8 percent of the 1947-49 aver- 
age compared with 86.3 a month 
earlier and 87.0 at the end of 
March. 

The Pittsburgh steel ingot rate 
rose to 55 percent for the week, 
highest since March. Department} 
store sales decreased more than) 
seasonally.—(Leon M. Leffingwell.) 

= >= 


* 


New Orleans | 

New-car sales in New Orleans! 
in May totalled 1,527, compared | 
with 1,535 in April. The May total) 
last year was 2,460 
Truck sales in May amounted to) 
220, an increase of 14 units over| 


ytomo- [the corresponding period of last} 
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year. 

New-car registrations by makes 
were: Chevrolet, 651; Ford, 348; 
Plymouth, 81; Oldsmobile, 72; Pon- 
tiac, 70; Buick, 58; Cadillac, 46;| 
Mercury, 34; Dodge, 28; Volks-| 
wagen, 17; Chrysler, 16; English | 
Ford, 15; Rambler, 10; Lincoln, 
10; Studebaker, 9; Metropolitan, 9; 
Renault, 7; Imperial, 6; DeSoto, 5; 
Morris, 5; Vauxhall, 4; Mercedes- 
Benz, 2, and miscellaneous, 24.— 
(Gordon Hebert.) 


* * ? | 


Butler County, O. | 
May new-car registrations in | 
Butler County climbed to 388 one) 
8 1958 low of 327 in April. The 
total was still well behind the May, 
1957 figure of 603. | 
By makes: Chevrolet, 112; Ford, 
70; Oldsmobile, 43; Plymouth, 34; 
Mercury, 21; Buick, 21; Dodge, 18; 
Rambler, 16; Pontiac, 12; Chrysler, 
10; DeSoto, 7; Cadillac, 6; Volks- 
Wagen, 5; Edsel, 1; Lincoln, 1; 
Vauxhall, 1; Metropolitan, 1; Eng- 
lish Ford, 1, and miscellaneous, 8. 
New-truck registrations totalled 
82. Chevrolet led with 14.—(Ernest 
C. Kish.) 


* * x 


Washington, D. C. 

A total of 1,423 new cars were 
sold in the National Capital during 
May, compared with 1,921 in April, 
ding to preliminary figures 


Assn.—National Capital Area. 
Sales by makes were: Chevrolet, 
#22; Ford, 299; Plymouth, 159; 
Oldsmobile, 91; Pontiac, 70; Cadil- 
lac, 62; Buick, 57; Mercury, 46; 
Dodge, 44; Rambler, 43; Chrysler, 
29; DeSoto, 17; Imperial, 9; Lin- 
coln, 6; Studebaker, 6; Metropoli- 
tan, 5; Edsel, 4; Packard, 2, and 
miscellaneous, 152. 
New-truck registrations were 144, 
ompared with 285 a month earlier. 
‘Sy makes, they were: Chevrolet, 
0; Ford, 38; GMC, 17; Interna- 





tional, 15; Dodge, 8; Willys, 5; 
Diveo, 4; Mack, 1, and miscellane- 
ous, 16.—(William Ullman.) 


| tional, 45; Dodge, 16; GMC, 14; 
Mack, 12; White, 12, miscellaneous, 
15.—(Ruby Fenoglio.) 


= * a * * * 
Houston Columbus, O. 
May registrations in Harris A pickup in the last half of the 
County (Houston) totalled 2,905|™month pulled May new-car sales 


in Metropolitan Columbus (Frank- 
lin County) almost even with 
April’s, but left them trailing May, 
1957, by a wide margin. 

The May total was 1,754, com- 
pared with 1,758 for April and 2,- 
511 for May of last year. For five 
months, the 1958 total was 9,069, 
compared with 12,250 a year ago. 


new cars and 399 new trucks, com- 
pared with 3,101 cars and 558 
trucks in April. 

New-car registrations by makes 
were: Chevrolet, 905; Ford, 666; 
Oldsmobile, 225; Buick, 215; Plym- 
outh, 190; Pontiac, 113; Cadillac, 
100; Dodge, 63; Mercury, 62; Ram- 
bler, 61; Volkswagen, 29; MG, 27; 
Renault, 25; Studebaker, 25; Chrys- | 
ler, 20; DeSoto, 18; Hillman, 16;| were: Chevrolet, 545; Ford, 364; 
Volvo, 15; Edsel, 14; Metropolitan,| Plymouth, 158; Oldsmobile, 140; 
14; Lincoln, 14; Triumph, 13; Lloyd, | Dodge, 118; Pontiac, 84; Buick, 70; 
10; Vauxhall, 8; Imperial, 7; Eng- 
lish Ford, 4; Opel, 3; Mercedes- 
Benz, 1, and miscellaneous, 42. 


DeSoto, 
11; 


35; Volkswagen, 17; 


Chrysler, 11; 


23; 
Lincoln, 
Chevrolet, 176; Ford, 109; Interna-j| lish Ford, 6; 


MG, 6; Goliath, 5; 





ACE 


NOW YOU CAN 
ADD GREATER 
CUSTOMER 
SATISFACTION 
TO YOUR 


SERVICE 


| 149; 


By makes, the May, 1958 figures | Dodge, 
; | 44; Edsel, 34; Volkswagen, 29; De- 


Soto, 28; English Ford, 26; Lincoln, | 





Rambler, 49; Cadillac, 38; Mercury, | 


Edsel, | 
Commercial-vehicle registrations: | 8; Triumph, 8; Borgward, 6; Eng-| 


Vauxhall, 5; Volvo, 5; Studebaker, 
4; Imperial, 3; Mercedes-Benz, 2; 
Opel, 2, and miscellaneous, 31. 

May new-truck registrations 
totalled 217, compared with 184 in 
April and 295 in May a year ago. 
Five-month totals were 827 this 
year and 1,040 in 1957. 


By makes: Chevrolet, 75; Ford, 
56; International, 27; Dodge, 25; 
GMC, 17; Volkswagen, 6; Divco, 


5; White, 5, and Mack, 1.—(Justin 
Henley.) 


* * * 


Indianapolis 


New-car registrations in May 
totalled 2,046, according to the 
Indianapolis Automobile Trade 
Assn. Five-month totals were 
10,243. 

May registrations by makes were: 
Chevrolet, 558; Ford, 473; Plym- 
outh, 173; Oldsmobile, 161; Buick, 
Pontiac, 80; Rambler, 65; 
59; Mercury, 54; Cadillac, 


16; Studebaker, 12; Chrysler, 11; 
Metropolitan, 10; Imperial, 8; Tri- 
umph, 8; Renault, 7; Hillman, 7; 
MG, 5; Vauxhall, 4; Mercedes-Benz, 
3; Opel, 1, and miscellaneous, 21. 


New-truck registrations were 


MOTOR SERVICE 


53 


242 for May and 959 for five 
months. 

May figures by makes were: In- 
ternational, 55; Chevrolet, 54; Ford, 
41; White, 32; GMC, 17; Dodge, 
11; Willys, 11; Mack, 10; Stude- 
baker, 4; Volkswagen, 4; Divco, 2, 
and Hendrickson, 1.—(C. L. Kern.) 


* * * 


Sioux City, Ia. 

A gain of 28 percent marked May 
new-car registrations in Woodbury 
County (Sioux City), Ia., with the 
total rising to 330 from the 257 re- 
corded in the previous month. 

May’s registrations also exceeded 
the 268 cars sold in the year-ago 
month. 

By makes, May registrations 
were: Chevrolet, 101; Ford, 87; 
Plymouth, 34; Buick, 29; Pontiac, 
22; Oldsmobile, 15; Mercury, 10; 
Rambler, 10; Dodge, 8; Chrysler, 
4; Cadillac, 3; Isetta, 2; DeSoto, 
1; Imperial, 1; Lincoln, 1; Vaux- 
hall, 1, and Volkswagen, 1. 

New-truck registrations num- 
bered 50 in May, compared with 78 
|in April and 39 in May, 1957. By 
| makes, they were: Chevrolet, 15; 
| Ford, 14; International, 9; Diamond 
|T, 7; Dodge, 3; GMC, 1, and Ken- 
worth, 1. 





KENDALL AQ-ATF-G70A 


weor. 








AUTOMATIC TRANSMISSION FLUID 





with these outstanding features 


pm High V.I. assures superior viscosity at all operating temperatures. 
Provides smoother, more quiet shifting; plus better lubrication to reduce 


pe Oxidation stability assures Unusual Resistance to Deposit Formation 
and trouble-free operation. 


w® Produced Through Advanced Refining Techniques using 100% Brad- 


ford Grade Pennsylvania Crude Oil, world’s richest. Made to provide 


Developed to meet the more 


rigid service requirements of all for you. 
“fine car’ automatic transmis- 
sions. Kendall's new AQ-ATF- 
670A improves the performance 


of every unit. 


greater satisfaction for your customer . . 


KENDALL REFINING COMPANY §,44,|)):\44 


BRADFORD, PENNA. 


Lubrication specialists since 1881 


. more profit and fewer complaints 
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Auto Personnel 





E. G. Richards has been appointed | 
Buffalo district manager for Mack | 
Trucks, Inc. He has been with the 
company since 1939. 

Richards succeeds R. J. Crooks | 
who retired after 18 years as head 
of the Buffalo branch. Crooks will 
remain with Mack in Buffalo as a 
special sales representative han-| 
dling bus and truck sales. 

= * * 


Buick’s Diamond Retires 
After 35 Years with Firm 


James Diamond, 62, superintend- 
ent of Buick’s Dynaflow transmis- 
sion plant since 1956, retired after 
more than 35 years’ service with 
Buick. 

Diamond was born in Scotland 
and came to this country more 
than 38 years ago. He joined Buick 
in 1923 as a machine repairman, | 
and later served as machine repair | 
foreman, general foreman, superin- 
tendent of tank-transmission 
plant and manager of Buick’s jet- 
engine plant. 

* 
Schramm Retires from Ford 


After 42 Years in Purchasing 
John G. Schramm, Ford Motor 


* * 


Ford uses shatter-resistant LUCITE acrylic resin for its new 4-passen- 
ger Thunderbird: The rich color and brilliant clarity of these lenses will 
be unaffected by automotive solvents and long outdoor exposure, for Lucire 
is durable as well as decorative. Featuring good dimensional stability, 
Lucire can be molded into almost any size and shape. For more facts 
about the distinctive styling and sales appeal made possible by Lucite, 
write to: E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Depart- 


ment, Room 36, Wilmingto 


In Canada: Du Pont Company of Canada (1956) Limited, Box 660, Montreal, Quebec. 


LUCITE® 


acrylic resin 


R£6.U. 5. Pat. Off 


BETTER THINGS FOR BETTER LIVING. 


Co. purchasing agent in charge of 
general supplies, has retired after 
42 years with Ford. He entered the 
automotive 
baker in 1914 and joined Ford’s 
purchasing engineering department 
two years later. 

Schramm handled the purchase 
of certain Government-owned ma- 
chine tools and equipment, and 
aided the War Assets Administra- 
tion in disposing of war surplus 
material after World War II. 


ee 


Jones Heads Product Planning 


For Armstrong Cork Division 


E. W. Jones has been appointed 
manager of the new product- 
planning department of the Indus- 
trial division, Armstrong Cork Co. 
He had been manager of the 
Philadelphia district office. 

M. D. Smith, manager of the in- 
dustrial specialties department, has 
been named to succeed Jones in 
Philadelphia. 


= 


Ford Shifts Guinn 


Willis H. Guinn has been ap- 
pointed divisional controller of 
Ford Motor Co.’s Transmission and 


* 


* * 


A 


= 





n 98, Delaware. 


- « THROUGH CHEMISTRY 





industry with Stude-| 


| Chassis division. He had been divi- 
|sional controller of Ford Motor’s 
| Aircraft Engine division in Chicago. 
| * * * 


| Truck Firm Ups Venske 
| Carl A. Venske has been elected 


| sales vice-president of the Truck- 
Trailer division, Highway Trailer 

Co. he had been sales manager. 
+ * 


Becco Promotes Hopkins 


John R. Hopkins has been pro- 
moted to assistant sales manager of 
Becco Chemical division, Food 


* 


|}manager of the Springfield 
| branch. 





Machinery & Chemical Corp., Buf-| 
falo. He had been technical assist-| 
ant to the sales manager. 

> * 


Richards Upped by Mack 


Elmer G. Richards has been 
named district manager of Mack’s 
Buffalo branch. He succeeds Ray- 
mond J. Crooks, who is retiring. 
Crooks will remain with Mack in 
Buffalo as a special sales repre- 
sentative. 


* = 


GMAC Names McDonald 


New York Branch Chief 


Vincent P. McDonald has been 
appointed manager of the New 
York branch of General Motors 
Acceptance Corp., succeeding John 
C. Doremus who retired after 38 
years with the company. 

McDonald has been an execu- 
tive in the staff administration de- 


* 


| 
Seas hie. | | 


u ey rie 


at | 7} 


' 


__.| velopment 


}at Atlanta. | 





‘ 


partment of GMAC’s headquarters 
in New York. He joined GMAC as 
a field representative in the New 
Haven (Conn.) branch in 1935 and 
later manager the New Haven and 
Bridgeport (Conn.) branches. 


* * * 


Bosma, Walker Named 


Duane S. Bosma has been named 
Cincinnati plant operations man- 
ager by Trailmobile, Inc., and Wil- 
liam H. Walker has been appointed 
(Mo.) 


* * ad 


Goodyear’s Fox Retires 


Frank W. Fox, truck-tire sales di- | 
vision, has retired after 44 years’ 
service with Goodyear. He joined 
the firm in 1914 as a tire builder. 

* * 





> 


Angier in Detroit Office; 


Spaulding in Charge 


Angier Adhesives division of | 
Interchemical Corp., 
an office at 3100 
14th St., Detroit, 
to serve automo- 
tive and other 
consumers of in- 
dustrial adhes- 
ives. 

H. A. Spauld- 
ing, for many 
years with the 
company in re- 
search and de- 

work, 
resident 


has opened | 





H, A. Spaulding 
representative. 
> 


is the 
technical 


> * 


Campbell Chain Promotes 


Campbell and Leister 
Melvin H. Campbell, formerly 
secretary, has been elected execu- 
tive vice-president, and Robert P. 
Leister has moved from controller 


to secretary-treasurer of Campbell 
Chain Co., York, Pa. 


Before joining Campbell in 1950, 
Leister was assistant secretary- 
treasurer of Brunswick Pulp & 
Paper Co. Both men will continue 
to make their headquarters at the 
main plant in York. 


Minnesota Rubber Names 2 


Appointment of George Mastel as 
controller and Craig S. Kirkpatrick 
as advertising manager and public 
relations director, has been an- 
nounced by Minnesota Rubber Co., 
Minneapolis. 


Eaton Appoints Roberts 


Divisional Sales Manager 


Donald D. Roberts, formerly a | 
sales engineer for Eaton Mfg. 
Co.’s valve division in Battle | 
Creek, Mich., has been promoted | 
to division sales manager. 

Roberts joined Eaton as an | 
engineering trainee in 1951. A | 
year later, he was assigned to | 
the valve division’s sales head- 


quarters as a sales engineer. 
. . * | 


General Names Wilbur 


Southeastern Manager 

Robert B. Wilbur has been ap-| 
pointed southeastern division man- | 
ager for manufacturer’s sales for| 
General Tire & Rubber Co., Akron. | 

Wilbur has been associated with | 
General in various sales manage- 


|ment capacities since 1947. Prior} 


to his new assignment, he was| 
sales manager at the company’s| 
Marion (Ind.) plant. In his new} 
position, Wilbur will headquarter | 


> 


Wolverine Names Hill 


Eugene F. Hill has been ap- 
pointed market manager of the 


| new products division of Wolverine | 


Tube, division of Calumet & Hecla, 
Inc., Allen Park, Mich. In his new} 


| position Hill will study potential | 
| markets for products of the Wol-| 


verine Tube development labora- 


tory and research facility. 
* * * 


Ford Promotes Hagerty 

Paul R. Hagerty has been ap- 
pointed assistant sales manager for 
the Ford division in the Los Ange- 
les district. He succeeds Thurlo| 


| Newell, who recently was named 


sales manager in Salt Lake City. 
* . © 
AP Parts Names McCarthy 


| Territory Manager 


Alfred G. McCarthy has been 
named territory manager of 


ithe northwestern New York- 


Pennsylvania territory for AP 





||MONEY BY HANDLING THE FOLLO® 


—.. 


Parts Corp., succeeding Hunter 
Burgess, retired. 

McCarthy, formerly was with 
U. S. Rubber Co. and United Motor 
Service. 





* * 


* 
Lyons Appoints Bowden 
Western District Sales Chief 


Ralph Bowden has been named 

Western District sales manager of 
the Lyon Stainless Products divi. St 
sion of Lyon, Inc., with head. add 
quarters at 1052 W. Sixth St., Log | #8: 
| Angeles. of 2 
Bowden has a 12-year manage. | list 
ment background with Lyon. As | ™Mé 
| Western District sales manager, he 2 
will coordinate and promote the Mi 
sale of Lyoncraft sinks and allied Mic 
products through manufacturers’ nec 
representatives in an 11-state area = 
* * ¢ 7 Tt 
Minnesota Rubber Names pen 
Mastel and Kirkpatrick = 
George Mastel has been ap- | Cali: 
pointed controller, and Craig § | Mes: 
Kirkpatrick has been named ad. | Rich 
vertising manager and director of Br 
| public relations for Minnesota Rub- [| Con! 
ber Co., Minneapolis. ton, 
Mastel formerly was with Boulay, | towe 
Anderson, Waldo & Co., auditors | ard 
and Kirkpatrick has served with [C. L 
Caterpillar Tractor Co., Monsanto | Fla.: 
Chemical Co. and Minneapolis Mo. | Brac 
line Co. War 
2 aa = = rt: 
Buick Appoints Baker Mote 
Portland Zone Manager Mots 
William R. Baker has been ap- oo 
pointed manager of Buick’s Port- | wine 
land (Ore.) zone, succeeding C., F, Brig! 
Thielman who has been transferred | purs' 


to Philadelphia as zone manager 
Baker has been assistant 































zone 
manager at Portland since 19% 
He joined Buick in 1947 and has 


served in Kansas City, Denver and 


San Francisco. 


* > 


Fox, Farm-Tire Pioneer. 
Ends 44 Years at Goodyear 


Frank W. Fox, a pioneer in putt- 
ing farm tractors and machinery 
on rubber tires a quarter-century 
ago, has retired after 44 years with 
Goodyear Tire & Rubber Co 


> 


In 1931, Fox was given the task 
of demonstrating the first set of 
pneumatic farm tires made by 


Goodyear and spent much of the 
next 18 months in Southern states 
proving the practicability of “putt- 
ing the farm on rubber” in a series 
of field tests. Out of these and 
other tests and experimentation 
came a complete line of farm tires. 


Tae 
PENNANTS 





AS LOW AS 75¢ PER 30-FT. SET A. 
Buy pennants direct from the manufacturer and _ 
save both time and money. 30-ft. set of we? | tore 
12” x 18” flags in 6 colors from 75c to $19 | Mote 
per set, including only pennants made with ful ws 
60-day guarantee. Mact 
FREE CAR LOT DISPLAY CATALOG - ; 
Shows wide variety of outdoor display ite™ Myrt 
manufactured and sold direct by Pret | Co. | 
pennants, banners, posters, vertical and mobile May 
displays, and letter-banners. Write for y [Port } 
copy. Bill’s 
For lower prices, faster delivery ond a 
gvaranteed quality, buy direct from ..- Max . 
Edd: 


The Pratt Poster Co. 


PRINTCRAFT BUILDING INDIANAPOLIS 4, IN 





—— 


moror “4 
MASTER 


MOTOR MASTER PRODUCTS COP 


BOX 96., DEFIANCE, OHIO ; 
1 UNDERSTAND | CAN MAKE MORE 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

O GENUINE BLUE CROWN SPARE 


PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME = 
STREET 





CITY & STATE 















nter 
with Across the Nation... 
Motor 
ief 
amed 
ser of Standard-Triumph Motor Co. has 
divi- | .aded 70 U. S. dealers, bringing 
nent its total to 590. This is an increase 
» Los of 29.7 percent over the 455 dealers 
listed by the company at the begin- 
© ning of this year. 
n. As Nine of the new outlets are in 
er, he | minois. Pennsylvania has six; 
‘aan Michigan, 5, and California, Con- | 
aan necticut and New Jersey, four | 
h. 
— “The new dealerships are: De- 
$ pendable Motors, Opelika, Ala.; 
Darden & Randall, Ventura, Calif.; 
Herman Miller Co., Inc., Torrance, | 
. if.; Killarney Motors, Inc., Costa 
ap- | Cal 
ig & | Mesa, Calif.; Standard Motor Co., 
d ad- | Richmond, Calif. ; 
tor of Bristol Foreign Cars, Bristol,| 
Rub [| Conn.; Faiola Brothers, Farming- 
ton, Conn.; Gavette’s Garage, Mon- 
oulay, | towese, North Haven, Conn.; How- 
ditors, J ard Ford, Thompsonville, Conn.; 
with |C. L. Daughtery Motors, Arcadia, 
santo | Fla.; Trimbles Imported Cars, 
s Mo. | Bradenton, Fila.; United Motors, 
Warrington, Fla.; Automotive Im- 
ports, Ltd. Savannah, Ga.; Oxford 
Motor Co., Americus, Ga.; MacRae 
Motors, Moscow, Id. 

Angel of Broadway and Sports 
nm ap i Car Center, Inc., Chicago; Bob 
Port- | Miller Mercury, Orland Park, IL; 
C. F. | Bright Auto & Repair Co. Elm- 
ferred | hurst, Ill.; Cars of Europe, Inc.,| 
ger. Richton Park, Ill.; George W. Bow- 
zone fers Co., Chicago; Kailer-Young- 

1956. | quist, Inc., Chicago; Up-State Mo- 
d has [tors, Inc., Waukegan, Ill; Walz 
er and [Motor Co., Alton, Ill; Westport) 

Motors, Bellmont, II. 

Manning Imports, Des Moines; | 
Manning Imports, Marshalltown, 
par la.; European Motors, Inc., Alex- 

andria, La.; Wray Import Mo- 
 putt- | tors, Shreveport, La.; Park Mo- 
hinery | tors, Inc., South Portland, Me.; 
entury | Seal Cove Garage, Seal Cove, Me.; 
swith | Biemiller Motors, Catonsville, 
: Md.; Jay Chevrolet, Inc., Upper | 
e task | Marlboro, Md.; Buster Crafford, 
set of | Inc, Attleborough, Mass.; Mit- 
de by | rano Chevrolet, North Easton, 
of the | Mass: Wareham Marine & Sup- 
states | ply, Inc. Wareham, Mass. 
putt- Hansen Chevrolet, Detroit; Las- 
series | sen Economy Cars, Battle Creek, 
e and | Mich: Malcolm Milks, Inc., Lan- 
tation Tsing; Port Huron Thrifty Cars, 
i tires. | Inc, Port Huron, Mich.; Zeder Mo- 





tors, Bay City, Mich.; Fred Rau- 
bach, Valentine, Neb.; J. H. Rich- 
‘mond Garage, Claremont, N. H.; 
Tacetta Chevrolet, Inc., Ports- 
mouth, N. H. 

Aaron Motors, Asbury Park, N. 
J.; Douglas D. Hancock, Inc., Tuek- 
erton, N. J.; Main Auto Sales, Inc., 
Madison, N. J.; Norman Buick, 
Inc, Westwood, N. J.; Faubert 
Buick, Inc., Malone, N. Y.; Shaw 
Motors Corp., Beacon, N. Y.; Stew- 
art Motor Sales, Inc., Havelock, 
N. C.; Harter’s Garage, Thurston, 


y 


0.; Reliable Motors, Inc., Cleve- 
land. 
FT. set A. W. Golden, Inc., Reading, 
‘tyrer af | P&3 Beatty Buick & GMC Truck 
, Co., Washington, Pa.; Bixler Mo- 
of tweM? | tors, Beaver, Pa.; Bob Turner 
: to $12 | Motors, Inc., Butler, Pa; Fisher 
, with al | Motor Co. New Kensington, Pa.; 
Wein Motor Co., Sharon, Pa; 
Mack Buick Co., Woonsocket, | 
TALOG R. L; City Motor Co., Beaufort, 
S. C.; Coastal Motor Co., Inc., 
lay i | Myrtle Beach, S C.; Cox Motor 
yy Prott- Co., Florence, Ss. C. 
mr Maxey & Donnely, Nashville; Im- 
| tor 


Port Motors of Bryan, Bryan, Tex.; 
Bill’s Motors, Grundy, Va.; Pettit 
Brothers, Louisa, Va.; 


oil Randolph 
7 Motors, Inc., Hopewell, Va.; Alan 

Max Autohaus, Kennewick, Wash.; 
. Co. Eddins Edsel, Inc., Centrailia, 


Wash., and Import Motors of Ap- 
Pleton, Inc., Appleton, Wis. 
. « ” 


Citroen Distributor 
Names 17 Dealers 


Lone Star Motor Import, Inc., 
1901 Milan, Houston, has been ap- 
Pointed Citroen and Panhard dis- 
tributor for Louisiana, Arkansas, 

Ssouri, Kansas, Texas and Okla- 
homa. A. D. Powell heads the com- 
pany. 

The distributor has appointed 17 
dealers, 12 of whom are in Texas. 
The Texas dealers are: Auto Sports, 
Inc., El Paso; Anderson Motors, 
Fort Worth; Billy Woods Motors, 
Waco; J. A. Penney Motor Co., 
Orsicana; Renfro Motors, Tyler; 























| field, Lake Charles, La; Nelson| 





Auto Dealer Changes 


Hulsey & Proctor Foreign Cars, 
Dallas. 

Lone Star Motor Import, Inc., 
San Antonio; Great State Motors, 
Inc., Amarillo; Oil Belt Motor Co., 
Kilgore; Sports Car Sales, Bryan; 
Jesse James Smith Servicenter, 
Austin, and Wichita Imported Cars, 
Wichita Falls. 

Other appointees are: W. B. Dela- 


Foreign Cars, Tulsa; Leveridge 
Motor Co., Oklahoma City; Bud 
Billings Motor Co., Olathe, Kans., 
and Bob Spooner, Richmond 
Heights, St. Louis. 


* * * 


McEleneys Add Chevy 
McEleney Chevrolet, Inc., has 
opened at 119 S. Sixth, Clinton, Ia., | 
and McEleney Motors, Inc. | 
(Cadillac-Oldsmobile-Borgward), 21- 
39 Main, Clinton, has completed an | 





expansion and remodeling program. 
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The Chevrolet deal is headed by 
James E. and Warren J. McEleney, 
and Warren is associated with their 
father, Leo P. in the 44-year-old 


McEleney Motors. 
* * * 


Fiat Adds 2 Deals in Idaho, 


One in San Francisco 


Fiat Motor Co., Inc., has ap- 
pointed two dealers in Idaho and 
one in California. 

They are: City Motor Co., 510 
S. Main, Pocatello, Id.; Bob Reese 
Motor Co., 500 block, S. Second Ave., 
Twin Falls, Id., and Boas Imports, 
Ltd., 2323 Geary Blvd., San Fran- 
cisco. 


12 Deals in East 
Added by SAAB 


SAAB Motors, Inc., has appointed 
12 dealers in the Eastern part of 
the U. S. They are: 

Joseph Lownes Motor Co., New- 
town, Bucks County, Pa.; T & D 
Motors, Upper Darby, Pa.; John- 
son & Biehn Motor Co., Quaker- 
town, Pa; Hayden Automobile 
Co., Stamford, Conn.; Washington 
Garage, Washington, Me.; Robert- 
son Motor Co., Keene, N. H. 

Mayer Motors, West Orange, N. 








J.; Reinhold-Marra Motors, Middle- 
town, N. Y.; Sibley Motors, Little 
Valley, N. Y.; Cold Spring Enter- 
prises, Woodbury, N. Y.; Kirch- 
meyer Motors, Buffalo, and Chand- 
ler Lawrence Imported Car Serv- 
ice, East Greenwich, R. I. 
~ 


12 Dealerships 
Are Announced 
By Fiat Motor 


Fiat Motor Co., Inc., announced 
the appointment of 12 dealers. They 
are: 

Bayshore Motors, Inc., 606 Gov- 
ernment St., Mobile, Ala.; F. W. 
Tucker & Son, Inc., 67 E. First St., 
Oswego, N. Y.; Santin Chevrolet 
Co., Inc., 5 Holmer St., Mystic, 
Conn.; Webb Motors, 436 Monroe 
Ave., Rochester, N. Y. 

Ty Harris Buick, Cocoa, Fla.; 
Springer Motors, Inc., 2700 E. Mar- 
ket St., York, Pa.; Al Johnson Mo- 
tors, 301 N. Fourth St., Fort Pierce, 
Fila.; Oliver Motor Co., Inc., 2101 
Main St., Columbia, S. C. 

Johnson Motor Co., 1000 Telfair 
St., Augusta, Ga.; Dean C. Pack 
Motor Co., 55 W. First North, Lo- 
gan, Utah; Steeves Motor Co., Inc., 
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142 Lewis St. Lynn, Mass., and 
Locati Motor Co., 315 S. Ninth St., 
Walla Walla, Wash. 

The name of Auto Bernardini, 
Inc., 4100 Lankershim Blvd., North 
Hollywood, Calif., has been changed 
to Universal Auto. 

* cad 


> 
Block Pontiac Opens 
Block Pontiac, Inc., held its 
grand opening at 7227 Bustleton 
Ave., Philadelphia. 
* a 


BMC Adds 3 Dealers 


Three new authorized British 
Motor Corp. dealers have opened 
in the St. Louis area. They are: 
Ferguson Imports, 100 N. FToris- 
sant, Ferguson; World Imports, 
Ltd., 3636 S. Kingshighway, St. 
Louis, and Fusz Motors Co., 1075 
S. Brentwood, St. Louis. 

* * = 


Martin Picks Chevrolet 


Martin Chevrolet is a new dealer- 
ship at Virginia, Minn. George 
Martin is head of the firm. 

* 


Uptown Adds DeSoto 


Uptown Sales, Inc. (Chrysler- 
Imperial-Plymouth), Kankakee, IIL, 
has added DeSoto to its line of 
cars. Ed Bergeron is president of 
the dealership. 





NEW CAR DEALERS 


Will you stay 
too long? . 


@ Today over 300 new car dealers are members 
of the Cars Rental System—the fastest growing | 


leasing and rental system in the world. 


This growth took scarcely 7 months. Most of 
it, in fact, occured during the last 60 days. For 
more and more alert new car dealers are realizing 
the profits of this rapidly expanding industry, and 
seek the scores of advantages offered by an inter- 
national system exclusively for new car dealers. 

If you’re bushy-tailed and bright-eyed, you'll 
investigate Cars Rental System now. Franchises 
are open to qualified dealers who may be eligible 
—but territories are dwindling daily as many a 
dealer who has stayed out too long has learned. 

Plan now to get authoritative details of the 
leasing and rental business—at no obligation to 
you whatsoever. See how CARS offers our mem- 
bers every business aid and guide, and scores of 
major savings that make an independent opera- 
tion an unnecessary extravagance. Attend an 
enlightening 3-Day Seminar that explores every 
facet of leasing and renting. Seminar starts at 
10 AM, June 24, Fort Lauderdale, Florida. Ses- 
sions last half-day. You receive a certificate of 


Leasing and Finance on completion. 


PHONE COLLECT now to assure your 
reservation. Logan 6-4321. You pay $75 regis- 
tration fee and travel expenses. All other costs 
(hotel, food, 


etc.) paid by CARS. 


CARS RENTAL SYSTEM, INC. 


938 Sunrise Lane + Fort Lauderdale, Florida 
Write: P.O. Box 7126-RS 


Authorized Dealers Rental And Leasing System 


RENTAL SYSTEM s 
<a 


f 






Inc. 


BUSINESS MEN — urite 
today for the address of the 
CARS system member near- 
est you. YES, he'll lease you 
ONE car...ora fleet! 


out 
Qa 







Peete eee eeeneseeee 


Canadian Office 
P. ©. Box 41, Chatham, Ontario 
Elgin 2-0320 


in stature as the best 


inuing to gai 


solution to housing problems for millions of families. 


CAR DEALERS! 


It's safe, sane logic for the automotive dealer to consider capitalizing on an industry so akin to his 
carefree way of living — mobile homes are cont 


established enterprise. In growth potential, consider the fact that mobile home sales almost tripled in the 
past few years: from $216-million in 1950 to nearly $600-million in 1957. More than just being the 


Alma Trailer Company, the leading manufacturer of mobile homes for more than twenty-five years, offers a 
complete money-making plan for a mobile home dealer . . . individually tailored to his particular market. 


ATTENTION 
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Used-Car Auction Prices 





(Continued from Page 49) 


BUICK—’55 Special Hardtop, $900*; 4-dr., | 
$875*. 

’53 Super Hardtop, $400*, $390°*. 

CADILLAC—’55 (62) conv., $1,900° (ps); 
4-dr., $1,705* (ps). 

CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,175*. 

’55 Two-ten 2-dr., $520. 

’54 Two-ten 2-dr., $480. 

’53 Bel Air (8) conv., $580°; Two-ten 
2-dr., $260. 

CHRYSLER—’53 Windsor 4-dr., $125°. 

DeSOTO—’53 Firedome 2-dr., $190° (ps). 

DODGE—’55 Coronet 2-dr., $650°. 

FORD—’58 Fairlane (8) 500 2-dr., $2,200, 
$1,950°. 

’57 Country sedan, $1,960°. 

’56 Country sedan, $1,125*; Ranch Wag- 
on, $1,075*; Fairlane (8) Hardtop, 
$1,150*; Custom 2-dr., 750, $685; 
Main 2-dr., $815. 

'55 Custom 2-dr., $825*, $700*, $680°*. 

54 Crest (8) conv., $880; Main 2-dr., 
$395; Custom 2-dr., $375 

'53 Crest conv., $550*, $525°, $370*, 
$360*; Hardtop, $505*; Custom sedan, 
$390, $375, $365. 

'52 Ranch Wagon, $340; Custom 2-dr., 
$220 

LINCOLN—’57 Premiere Hardtop, $2,700° 
(ps). 
MERCURY- '56 Custom Hardtop, $910°*. 

"55 Custom 2-dr., $750, $560. 

OLDSMOBILE—'55 (98) Hardtop, $670* 
(ps). 

54 (98) Hardtop, $860; (88) Super 4- 
dr., $760° (ps), $700. 

’52 2-dr., $220. 

PACKARD ‘55 Clipper Hardtop, $625* 
(ps). 

‘54 Panama Hardtop, $470* (ps). 

PLYMOUTH—'53 Cambridge 4-dr., $175, 
$140; Savoy, $145; Cranbrook 2-dr., 
275. 

PONTIAC—’55 Chieftain sedan, $780, $600. 

"54 2-dr., $295 

"53 4-dr., $265°. 

RAMBLER—'55 4-dr., $910. 
"54 Hardtop, $510. 
MISCELLANEOUS—'50 Ford ‘%-ton pick- 
up, $145. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of June 4. 
Market still very active with buyers 
needing clean cars and willing to pay 














Pa. Truckers to Hold 


30th Meeting This Week 

HARRISBURG, Pa—Highway 
safety will be one of the major 
subjects for discussion during the 
30th annual meeting of the Pennsy!l- 
vania Motor Truck Assn., to be 
held June 20-21 here. 

Other subjects will include a 
review of congressional develop- 
ments on transportation legislation, 
a series of meetings for specialized 
haulers including dump truck 
operators, tank truck operators, 
livestock carriers, private, common 
and contract carriers and a report 
on Pennsylvania highway progress. 
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A REPLACEMENT PANEL of stainless- 
steel that can positively be installed in 
one hour. Just the thing for busy New 
Car Dealers, Used Car Dealers and Body 
Shops. Saves costly time and labor. 


PLEASE YOUR CUSTOMERS with a 
beautiful rigid fluted (ribbed) panel of 
dazzling stainless-steel on rocker panel 
sills. SAVES YOU BIG MONEY. The great- 
est aid to a body shop or car dealer ever 
invented. Large rust-proof “‘attach strips"’ 
underneath will cover long rusted out 





RULE Aa 
PANEL 
URL 





holes. The top molding telescopes for the 
longest or shortest cars. 


GIVES NEW CARS THAT SUPER- 
LOOK! Made of dazzling 
stainless-steel, with screws fastening on 
the bottom of the rocker panel. No 
screws visible. Only tools required are 
drill and screwdriver. Anyone can install 
one in an hour. Comes in two widths, 2 2 
inches wide and 3% inches wide to fit 
90% of all 1951 thru 1958 cars. Tele- 
scopes to fit longest or shortest cars. 


BE PREPARED FOR THOSE ROCKER PANEL JOBS! ... WITH TWO SIZES ONLY! 


HAVE THESE IN YOUR SHOP ALWAYS! 
Order from your local jobber. If he cannot supply, write direct to: 


GROBOSKI INDUSTRIES INC. / 4344 s. Western Ave., Chicago 9, Iilindis 





| 


strongly for them, Sold 151 cars from 
203 consignments. 


BUICK—’56 Century Hardtop, $1,370*; RM| 
4-dr., $1,225* (ps). 

’55 Century Hardtop, $1,165* (ps); Spe- 
cial Hardtop, 2 at $1,010*; Super 4-dr., 
$925* (ps); RM 4-dr., $900*° (ps). 

’54 Century Hardtop, $520*; Special 2- 
dr., $325. 

53 Super sedan, $525*, $350°; Special 
4-dr., $325*; RM Hardtop, $295*. 


CADILLAC—’56 (62) 4-dr., $2,330* (ps). 
'53 (62) conv., $1,005* (ps), $900° (ps), 
$825* (ps); (60) 4-dr., $975° (ps). 
"51 (62) coupe, $575°*. 

49 4-dr., $100°. 

CHEVROLET—'57 Corvette, $2,425; Two- 
ten station wagon, $1,680° (ps); 4-dr., 
$1,285*. 

'56 Two-ten 2-dr., $910, $900, $825; One- 
fifty station wagon, $1,080, $1,050°. | 
'55 Two-ten station wagon, $1,000, $860; 
One-fifty 4-dr., $700. 





’53 Bel Air sedan, $490°, $460°; One- 
fifty station wagon, $480, $400; Two- 
ten 2-dr., $390. $345, $310, $290. 

"52 4-dr., $350, $230, $200. 

’51 sedan, $270*, $205. 

"50 sedan, $165. 

CHRYSLER—’'55 ‘‘300’' Hardtop, $1,300° 
(ps). 
DeSOTO—'53 Firedome 4-dr., $340° (ps). 

‘52 Custom 4-dr., $160*, $150°. 


DODGE—'57 Coronet 4-dr., $1,375°*. 
’56 Coronet Hardtop, $1,175*, $1,010*. | 
'55 Coronet Hardtop, $770*. | 
"52 Meadowbrook 4-dr., $140*. 

"50 4-dr.. $120°. 

EDSEL—’'5S Pacer 4-dr., $2,025°. 

FORD—’'58 Fairlane (8) 500 conv., $2,550° 
(ps), $2,400° (ps); 4-dr Hardtop, 
$2.375* (ps). 

‘57 Fairlane (8) 500 conv., $1.850° $1,- 
725*; Country sedan, $1,575, $1,390° 

‘56 Custom (8) 4-dr., $1,225*; station 
wagon, $1,075, $1,025; Fairlane (8) 
(8) sedan, $1,000° 

‘55 Custom (8) 4-dr., $790°, $780, $760°*, 
$410 

‘54 Country sedan, $795°; Crest (8) 2- 
dr., $560°, $430, $355°; Main (6) 
2-dr., $300 

‘53 Country sedan, $650, $425. $410°, 
$350, $300; Main (6) 2-dr., $300. 

"51 4-dr., $100. 

HUDSON—'55 Wasp Hardtop, $825°*. 

IMPERIAL—'57 4-dr., $2,600° (ps) 

MERCURY—'56 Montclair conv., $1,250°. 
‘55 Monterey 4-dr., $690°, $600 
'54 Custom 2-dr., $655; Monterey 2-dr., 

£550° 
‘53 Monterey 4-dr., $455°, $360. 
"52 Custom sedan, $300 | 
"51 4-dr., $145 | 

NASH—'53 Statesman 4-dr., $395, $225. 
"52 4-dr., $250 | 

OLDSMOBILE—’'55 (88) Hardtop, $1,150° 
(ps) 

"54 (88) Hardtop, $725° 

"53 (98) sedan. $550*; (SS) sedan, $450°. 
52 (88) Hardtop, $185°; 4-dr.. $165°; 
(98) conv, $195°. 

PLYMOUTH—'57 Belvedere (8) conv., $1,- 
910° (ps); Hardtop, $1,600°; Plaza 4- 
dr., $660° (taxi) 

"55 Belvedere 4-dr., $725. 
‘53 station wagon, $500; Cambridge 2- 
dr., $220. 

PONTIAC—'56 Chieftain 4-dr., $1,025° 
"55 Star Chief conv., $1,095*°; Chieftain 

Hardtop, $850* 
"54 Chieftain station wagon, $610°; 4- 
dr., $450; Star Chief 4-dr., $550*. 

RAMBLER—'56 4-dr., $1,050°. 

"54 4-dr., $720°. 
STUDEBAKER — ‘56 Commander station 
wagon, $1,675*. 
"54 station wagon, $225 
"52 coupe, $215 

WILLYS—'53 Aero Eagle Hardtop, $250. 
'49 Jeepster. $110. 

MISCELLANEOUS—'58 Vauxhall Victor. 
$1,390. 

"57 Volkswagen 2-dr., $1,300 
"50 Ford 1%-ton platform, $200. 


CHICAGO 


Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 5. 


Seld 409 cars from 538 consignments. 


BUICK—’'57 Super Riviera, $1,975° (ps); 
RM Riviera, $1,920° (ps), $1,910° 
(ps); Century Riviera, $1,440* (ps). 

‘56 RM Riviera, $1,565° (ps); Century 
Riviera, $1,405° (ps); Special Riviera, 
$1,130° 

"55 Century Riviera, $1,135*, $980° (ps); 
conv., $750° (ps); Special Riviera, 
$950*, $890°; Super 4-dr., $850° (ps), 
$550* (ps). 

"54 Super Riviera, $775* (ps), $560° 
(ps); Special sedan, $560°*, 95°. 
"53 Super 4-dr., $390°, $205°; Riviera, 

$340° 


"52 Super Riviera, $250°. 
CADILLAC—’58 (62) sedan de Ville, $5,- 
000° (ps); conv., $4,950° (ps). 

"57 (62) conv., $4,025° (ps); coupe de 
Ville, $3,450° (ps), $3,400° (ps), $3,- 
300° (ps); coupe, $3,225° (ps), $3,170° 
(ps), $3,075° (ps); 4-dr., $3,165*° (ps). 

"56 (62) sedan de Ville, $2,650° (ps), 
$2,165* (ps); 4-dr., $2,570° (ps); 
coupe de Ville, $2,330° (ps). 

"55 (62) coupe de Ville, $1,960° (ps); 
coupe, $1,890° (ps); 4-dr., $1,750° 
(ps), $1,610° (ps), $1,250° (ps); (60) 
4-dr., $1,825° (ps). 

"54 (60) 4-dr., $1,560° (ps); (62) 4-dr., 
$1,150° (ps). ' 

"53 (60) 4-dr., $950° (ps), $760° (ps), 
— (ps); (62) coupe de Ville, $530°* 


Ps). 
51 4-dr., $445°. 
"50 4-dr.. $225°. 
CHEVROLET—’58 Impala (8) coupe, $2,- 
425* (ps); Biscayne (8) station wagon, 
$1,855°. 

’57 Bel Air (8) conv., $1,860* (ps), $1,- 
800 (ps); Sport coupe, $1,750*, $1,670°, 
$1,665*, $1,650°; 4-dr., $1,680°, $1,- 
570°; 2-dr., $1,450°; Two-ten (8) sta- 
tion wagon, $1,630; Two-ten (6) sta- 
tion wagon, $1,615*; 2-dr., $1,345, 
$1,290, $1,275, $1,225, $1,150, $1,145. 

"56 Bel Air (8) conv. $1,350; Sport 
coupe, $1,250*, $1,200*, $1,150*, $1,- 
050°; Bel Air (6) 4-dr., $1,070, $925°; 
Two-ten (8) 4-dr., $1,000*, 
cee 2-dr., $640; One-fifty (6) 2-dr., 


$ ; 
‘55 Bel Air (8) Sport coupe, $1,050*, 
$1,010*, $900, $850; conv., $880; Bel 








—., 


Air (6) 4-dr., $845*; Two-ten (6) De, 
ray, $725*; One-fifty (6) 2-dr.. $609, 
*54 Bel Air coupe, $705*; station wagon 
$700*; Two-ten sedan, $515*, $375, 
'53 Bel Air sedan, $470* (ps), $495*, 
*52 4-dr., $235*. 
CHRYSLER — '57 Windsor 2-dr., $1,975 
(ps); 4-dr., $1,930*. 
56 NY Newport, $1,700* (ps); Windsor 
4-dr.. $875* (ps). 

'5S NY 4-dr., $810* (ps), $800* (ps), 
DeSOTO—’57 Firedome Sportsman, $1,709 
(ps); Fireflite 4-dr., $1,500* (ps). 
DODGE — '57 Coronet (8) conv., $1,999 
(ps); 2-dr. Lancer, $1,800*; 4-cir., §1. 
600*; Custom Royal coupe, £1,789. 
4-dr., $1,550° (ps). ; 


FORD—'58 Thunderbird, $3,850* (ps), $3,. 
800* (ps), $3,676* (ps), $3,650°; Cup. 
tom (8) 300 2-dr., $1,750; Country ge. 
dan, $1,920°, $1,825°, $1,760° (pg), 
$1,730* (ps), $1,550°*. 

’57 Fairlane (8) 500 Victoria, $1,755¢ 
$1,695*, $1,635*, $1,570*, $1,525°, gy. 
395°; 4-dr., $1,600° (ps), $1,490°, §). 
355*, $1,350; Ranch Wagon, $1,425 
$1,365°; Fairlane (8) 2-dr., $1,350*: 
Custom 4-dr., $1,270, $1,230; 2-dr, 
$1,185*, $1,165, $1,105°. 

56 Fairlane (8) conv., $1,165*, $1,0R9¢ 
Victoria, $1,110*%; Custom (8) 4-dr, 
$980, $820*: Main (8) 4-dr., $630 

'55 Thunderbird, $1,750; Country Squire, 
$1,290° (ps); Fairlane (8) conv., $1,. 
120*, $1,050°; Victoria, $1.065*, $oa9, 
$950°, $905°; sedan, $850*, $765* 
Custom (8) 2-dr., $605; Main 4-day, 
$530, $490; 2-dr., $490°. 

"54 Country sedan, $685*; Custom (4%) 
4-dr., $555; Crest (8) Victoria, $545*, 
$520; sedan, $390, $385; Ranch Wage, 
$470, $325; Main (8) 2-dr., $205 

"53 Crest Victoria, $405*, $400; Custom 
4-dr., $335°. 

"52 Crest Victoria, $350°*. 











| HUDSON—'57 Hornet Hollywood, $1,360" 


’56 Hornet 2-dr., $700°. 
IMPERIAL—'56 coupe, $1.920° (ps) 
LINCOLN—'57 Premiere Hardtop, $2,859 

(ps); coupe, $2,.850° (ps), $2.800* (ps) 

"55 Capri coupe, $1.105° (ps) 

"54 Capri coupe, $655*. 

MERCURY—'57 Monterey coupe, $2,150 
(ps), $1,635° (ps); 4-dr., $2.000* (ps) 
Montclair conv., $2.125° (ps) 

"56 Monterey coupe, $1.215*: Custom 
Hardtop, $1,000°; Medalist 2-dr, 
$965 

"55 Monterey coupe, $1,175* $8o5* 
$850; station wagon, $1,115*: Mont- 
clair coupe, $815*; Custom 2-dr., $700*. 

"54 Sun Valley, $690° (ps). 
OLDSMOBILE—'5S8 (88) Super conv., $3- 


000° (ps) 
"57 Fiesta station wagon, $2,380* (ps); 
(98) Holiday, $2,250° (ps); (SS) Super 


conv., $2,250° (ps), $2,175* (ps), $1- 
800° (ps); Holiday, $2,155° (ps), §2- 
055° (ps), $1,900° (ps), $1,840° (ps), 
$1.570° (ps) 

"56 (98) conv., $1.735° (ps): Holiday, 
$1.575° ‘ps); (88) Holiday, $1,50° 
(ps); (88) Super conv., $1,500*° (ps); 
Holiday, $1,455° (ps). 

"55 (88) Super Holiday, $1.310° (ps) 
$1.,055°; (98) 4-dr $1,175* ‘ps) 
"54 (98) conv., $935° (ps): 4-dr.. $655* 
(ps); (88) Super 4-dr.. S$S75* (ps) 
750°; Holiday, $740°; 2-dr 595 
"53 (88) Super Holiday, $610*: (98) 4 

dr., $430° (ps), $410° (ps) 


| PACKARD—'57 Clipper 4-dr., $1,600° (ps 


$1.560° (ps) 

PLYMOUTH—'5S Plaza (8S) 2-dr., $1.76 

"57 Fury (8) coupe, $2.975*, $1,.975* 
Belvedere (8) coupe, $1.670*, $1,610 
(ps): 4-dr.. $1,440°: Savoy (8) 4-dr. 
$1,.350°, $1.310°, $1,115; Plaza & 
4-dr., $1,090 

"56 Fury (8) coupe, $1,350° (ps); Su 
urban, $1,310° (ps). 

"55 Plaza station wagon, $840; Belvedern 
sedan, $805°; coupe, $730°, $6 
$500°:; Plaza 4-dr., $550 

"54 Belvedere coupe, $665*°; conv., $660° 
4-dr., $585°. 

"52 Suburban, $225. 

PONTIAC—'57 Safari station wagon, $2.- 
100° (ps); Chieftain Catalina, $1,770, 
$1,765°. 

"56 Chieftain Catalina, $1,245* (ps), $1- 
085°; Star Chief sedan, $1.035°. 

‘55 Star Chief Catalina, $930° (ps). 
$630°; Chieftain Catalina, $615°. 

"54 sedan, $585°. 

"53 sedan, $360°; coupe, $325°, $250 

RAMBLER—'5S Cross Country, $2,050"; 
Custom 4-dr., $1,800. 

"56 4-dr., $1,120. 

*55 station wagon, $775. 

STUDEBAKER—'54 Champion 2-dr., #6. 
‘53 Champion 2-dr., $325. 

MISCELLANEOUS—'5S Volkswagen sedat 
$1,645. 

"57 Volkswagen station wagon, $1,645: 
2-dr., $1,540. 

"56 MG roadster, $1,800. 

"54 Chevrolet %-ton pickup, $510. 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sa 
every Thursday (June 5). Bidding ve 
active, all cars seemed to be in de 
Buyers took home 73 percent of the a 
signment offered. 

- . * 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. 5 
every Wednesday (June 4). The late 
cars still firm. Earlier models stil! brimt 
ing top-dollar. Percentage of sales we 
high, but volume off slightly because 
the short week due to Memoria! Day. 


> > * 


KANSAS CITY 


K. C. Automobile Auction Co., Inc, Sa 
every Wednesday and Friday (June 4 
6). Market very active. Lots of buyers. 

. -@ * 


FLINT, MICH. 

Flint Auto Auction. Sale every Wedn® 
day (June 4). There seems to be @ real 
shortage in the cheaper bracket. Prie# 
remained unchanged. Sold 149 cars {@ 
218 offerings. 

— a 


ALBANY 


Tim Anspach Dealer’s Auto Aucti® 
Sale every Monday (June 2). Car P 
today held strong on first grade cars. VW 
ume dropped to 155 cars due to heavy 
in the forenoon. Sold 110 cars from 
consignments. 

* * 


NEW YORK CITY 


Skyline Auto Auction. Sale every 
day (June 3). Money and cars 
changed hands here this week. Det 
strong for sharp late model cars. U¥ 
years firm. Sold 119 cars from 140 
signments. 
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Sales Up in 12 Agricultural States... How They Fared ... 


Farmers Boost Truck Buy ing Commercial Car Registrations 


(Continued from Page 3) 
Texas, New Mexico, Utah, Nevada, 


Maine. Another farm state, Colo- 
rado, had exactly the same num- 
ber of sales in April of this year 
and last. 

In some of the more northern 
farm states—Montana and the Da- 
kotas, for instance — registrations 
howed small declines. This prob- 
bly ties in with the fact that the 
farming season starts later in these 
The farm-ranch surge was 
ough to keep Texas in first place 
the truck-buying parade. Texas 
now been first for two consecu- 
ive months after a long siege in 
second place while California led 


he pack. 


ie 


* * = 
E top 10 states and their reg- 
istrations for April of this year 
d last were: 














Diamond T ............. 259 323 | the total. That represented a gain 
Brockway ............... 85 51 | of 1.96 percentage points. By Makes 
jdaho, Oregon, Washington and Miscellaneous ...... 2,649 1,820 Despite declines in the number of | : 
units sold, International, Willys | First Four Months, 1958 vs. 1957 
DORAL ....ccesssseerveee 63,403 5,438 |and Mack were able to increase | a — nes ioe 
Sales for the first four months of} their shares of the market in the| 4 Months, 4 Months, Share of Share of 
this year totalled 220,357, down| first four months of this year. Their Make 1958 1957 "58 Market ’°57 Market 
18.15 percent from the 269,214| sales, percent of market and gains|| Chevrolet 15,715 92,980 34.36 34.54 
—o oe eee " eeemiabiei 28,853 units sin ae ee a aa 
Chevrolet remains the top seller | 13.09 percent of the market, up 2.15 Ace 618 10.08 
with 75,715 registrations in the first| percentage points; Willys, 6,095 21,763 7.46 8.08 
four months, down more than 17,-| units, 2.77 percent, up .07 points, | 15,934 5.67 5.92 
000 units from the 1957 total. The} and Mack, 3,515 units, 1.60 percent, | 7,256 2.77 2.70 
division’s 1958 total amounted to] up .03 points. | 5,272 1.78 1.95 
34.36 percent of the market, .18 The other six manufacturers | = 5 7 
percentage points less than the! showed losses. | 4,232 1.60 157 
1957 figure. Ford, 61,819 units registered,|| Studebaker 2,660 67 
Only Brockway and the miscel-| 28.05 percent of the market, down|| Diamond T : 1,184 A2 
laneous group were able to show| 2.69 percentage points; GMC, 16,429 Brock 209 12 
registration gains for the four-| units, 7.46 percent, down .62 points; ee “eed : 
month period. Brockway’s total was| Dodge, 12,502 units, 5.67 percent, | Miscellaneous** 5,518 4.01 
257, good for .12 percent of the| down .25 points; White, 3,924 units, | 269.214 100.00 
market and a gain of .04 percent-|1.78 percent, down .17 points; : ; 
age points. Studebaker, 1,475 units, .67 percent, * White includes Autocar, Freightliner, Reo and Sterling. 
April, Apes, * * * down .32 points, and Diamond T ** Miscellaneous includes Corbitt, Divco, Four Wheel Drive, Kenworth, Marmon- 
1968 1967 HE miscellaneous 1d | 930 - 4 7 d . Herrington, Peterbilt, etc. 
1. Texas . —— 5,559 _ group so units, .42 percent, own .02 —Compiled from R, L, Polk & Co, data. 
2. California .......... 5,133 8,197 
3%. New York .......... 3,013 5,298 
4. Pennsylvania .... 2,719 2,997 
5 Ohio ........ . 2,637 3,357 
& Illinois . cccessece SYOLD 3,226 
7. Indiana 2,269 1,767 
& Kansas 1,802 1,589 
9. Missouri ‘ 1,799 2,033 
10. Michigan ............ 1,714 2,651 


That April sales increase for In- 
ternational was one of only four 
or the month. Willys, Brockway 
nd the miscellaneous group of 
oducers joined International in 
howing gains. The other eight 
ufacturers showed sales de- 
tlines for the month. 


es parade, despite a drop of 
most 2,500 units in its registra- 


tions for the month. 
= = = 


sales for this April and last 
re: 


April, April, 

1958 1957 
Chevroiet .............. 21,808 24,225 
Ford : scscnce ED 26,346 
International . 8,095 7,344 
GMC .. 4,890 5,892 
a 3,308 4,447 
Willys . 1,836 1,715 
White -. 1115 1,425 
Mack ~~ 1,215 
Studebaker .......... 439 635 





Holleran Jailed, 


Ending 214-Year 
ar Theft Spree 


ANN ARBOR, Mich.—One of the 
tion’s most successful and elu- 
ive auto thieves is behind bars. 

He is Anthony U. Holleran, 54, 


tolen cars worth $200,000 in the 
two years. 
Sought hard by the FBI and 
ocal authorities, Holleran finally 
caught by an Ann Arbor de- 
tive at a downtown intersection 
June 6. The detective, Gregory S. 
hatopodis, spotted him from pho- 
wographs in police circulars. 
This area was Holleran’s home 
for thievery operations. Ac- 
tording to the National Automobile 
Theft Bureau, his method of opera- 
Hon was to buy an aged car with 
chigan title, steal a late-model 
far, alter the old-car title to con- 
orm with the stolen car and sell 
me stolen car with forged title to 
dealer in the West and South- 
vest for a “trade-down” vehicle. 
en he would drive the trade- 
fown back to Michigan, junk it 
d start the cycle all over again. 
Holleran said last week he had 
Keys for more than 80 late-model 
hevrolets which he had “spotted” 
for eventual theft. He had the keys 
hade from glove-box locks, which 
e stole and replaced with dum- 
nies. 
Holleran was released from 
prison in 1956 after a conviction 
or a previous wave of thefts in- 
olving 58 cars. He resumed opera- 
ons almost immediately, and 


Puthorities had traced at least 25 
hefts to him from 1956 to 1958. 


Holleran was wanted by the FBI 
on Dyer Act (interstate theft) and 
Probation violation warrants, as 

ell as by local authorities here 
nd in Western states. He will be 
aigned today (June 16) in Cir- 
tuit Court here. 


| 
Chevrolet was able to lead the 


E manufacturers and their} 


© claims to have sold dealers} 

















8,843 units or 4.01 percent of| points. 





THE IMPORTARICE 
OF HINDSIGHT 


Every good driver should realize the need 
for looking back... having a full view 

of the road behind. He is, therefore, a ready 
prospect for Guide rear-view mirrors. 

For safety’s sake, no car should leave your 
showroom or service department 


without these two Guide Mirrors! 





These two specially designed Guide Mirrors can add a great deal 
to the motoring comfort and safety of your customers. With just 

a flick of the finger, the View Finder adjusts to filter out headlight 
glare ... the Inside-Controlled Side View Mirror provides the 
ultimate in convenience. When suggested regularly, Guide Mirrors 
can add a sizeable sum to your accessory profits. 





re08-1958 


e FORWARD FROM FIFTY 


«e+ BRIGHTEST NAME IN LIGHTS 


GUIDE LAMP DIVISION e GENERAL MOTORS CORPORATION +¢ ANDERSON, INDIANA 
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Own Monthly Payments,” “Ap- | § 
praise Your Own Car” and | 


Indiana Okays Code 
Of Ethical Practices 


(Continued from Page 3) 


used. The word Wholesale shall not 
be used in retail automobile adver- 
tising to imply that cars are being 
offered at wholesale prices when 
such is not the case. 

7. DOWNPAYMENT — The 
amount of the downpayment shall 
not be stated in such manner as to 
permit the impression that it is 
the selling price of the car. 

(a) The statement No Money 
Down, or others of similar import, | 
shall mean that the advertiser will | 
deliver the car so described to the 
purchaser without payment of any | 
nature or without a trade-in. 


(b) When, in the advertising of | 
credit terms, the purchaser is re- | 
quired to obtain a loan for part or 
all of the purchase price, the ad- 
vertiser shall fully explain such 
requirements. When such a loan 
is obtained from a loan company, | 
an acceptable explanation would be: | 

“Necessary arrangements will be| 
made for financing through an 
authorized loan company.” 

(c) Unless the advertiser clearly 
indicates that there is a downpay- 
ment, the amount quoted as the 
weekly or monthly payment shall 
be understood as the downpay- 
ment. 

8 ITEMIZATION OF COSTS 
IN INSTALLMENT SALES—In 
the installment sale of any motor 
vehicle, the dealer shall furnish 
the buyer with a written itemiza- 
tion separately disclosing the fi- 
mance charge, insurance costs, 
and other charges which are to 
be paid by the purchaser. 

9. TRADE-IN ALLOWANCE— 

No specific price shall be stated in 
an advertisement as an offer for 
a trade-in, if the price so stated is 
contingent upon the condition, | 
model, or age of the prospective | 
buyer’s car, without so stating in 
the advertisement. The use of| 
phrases such as up to, as much as,| 
etc. shall not be considered as 
adequate explanation. 

10. FINANCE—The phrases No} 
Finance Charge, No Carrying) 
Charge or expressions of similar) 
import, shall not be used when| 
there is a charge for placing the | 
transaction on a time payment) 
basis. | 

11.FIRM NAME, TRADE 
STYLE—tThe words Finance, Loan, | 
Discount, or others of similar im-| 
port, shall not be used in the firm| 
name or trade style of a company | 
offering cars for sale, unless such | 
firm is actually engaged in the} 
finance business and offering only | 
bona fide repossessed cars. 

12. UNPAID BALANCE-| 
REPOSSESSIONS—The term Re- 
possessed shall be used only to 
describe such cars as have been 
presently and directly taken back 
from a purchaser. Advertisers 
offering repossessed cars for sale 
shall be willing to offer proof of 
such repossessions. An amount 
quoted as an unpaid balance shall 
be the full selling price unless 
otherwise stated. 

13. CURRENT USED—When a 
USED car of a current series is 
advertised, the first line of the 
advertisement must contain the 
word used or the text must 
clearly indicate that the car 
offered is USED. 

14. DEMONSTRATORS — The 
word Demonstrator shall be under- 
stood to refer to a car which has 
never been sold to a member of the 
public; this term describes cars 
used by the automobile dealers or 
their salesmen. 

15. EXECUTIVES’ AND OFFT- 
CIALS’ CARS— Ezecutives’ and 
Officials’ cars, must have been 
used by executives, personnel of a 
motor car manufacturer or a 
dealer. These cars must not have 
been owned by a member of the 
public. 

16. TAXICABS, ETC.—Cars for- 
merly used for public or govern- 
mental purposes and normally 


or similar ambiguous terms shall 


Unsupported underselling claims 
are viewed as not in the public 
interest and shall not be used, be- 
cause it is obvious that no dealer 
can be fully informed about every 
competitor’s prices at all times. 
This pertains to such statements 
as: “Our prices are guaranteed 
lower than- elsewhere,” “Money re- 
funded if you can duplicate our 
values,” “We guarantee to sell for 
less,” “Highest trade-in allowance,” 
“We give $300 more in trade than 
any other dealer,” etc. 

18. “WOULD YOU TAKE G......” 
—Use of cards, circulars or other 
advertising containing such offers 
as “Would You Take $... ,” “If 
I Could Get You $... For Your 
Car,” etc. shall not be used. These 
are condemned as deceptive and 
detrimental to the public’s inter- 
est. Such devices have invariably 
been found to be inaccurate and 
to have been used unfairly to 
attract purchasers who were not 
given the trade allowance quoted. 


| E. O’Daniel, Evansville Oldsmobile 
|dealer and civic, 


19. FREE—No equipment, acces-| 


sories or other merchandise shall 


be described as Free if the adver-| Herman 
tised cars can be purchased at a| plaque at the annual banquet. 
lesser price without | 


discount or 
such articles. Free offers which 
require the purchase of something 
else, or a contractual obligation, or 
the performance of a service, shall 
describe the conditions under which 


|the free offer may be obtained. 


20. RIDICULE — Any advertising 
which casts aspersions on the busi- 


phrases of similar import are ob- 
viously untrue and shall not be 
used, 

John Earnshaw, Greencastle 
Ford dealer, was elected president 
of the association. He succeeds 
Paul H. Abel, Muncie Buick dealer. 
Stanley Pressler (Oldsmobile- 
Studebaker), Bloomington, was 
named vice-president; Frank 
Crews (Buick-Pontiac), Hunting- 
ton, vice-president; Glenn Pitman 
(Ford), Lafayette, recording secre- 
tary, and Henry LaMar (Dodge- 
Plymouth), Princeton, treasurer. 
Herman Schaefer is executive vice- 
president and association manager. 

New directors include Robert 
Bailey (Buick), Gary; Richard M. 
Smith (Pontiac), Chesterton; Rus- 
sell Moeton (Ford), Auburn; Crews; 
Mike Randaci (Dodge-Plymouth), 
Clinton; John Struckman (Chevro- 
let), Huntingburg; 
man (Oldsmobile-C adillac), Bed-| 


ford; William A. Grawemeyer 
(Nash), Indianapolis; Elsom G. 
Sims (Ford), Vincennes; M. D. 
Chatten (Ford), Elkhart; Harry O. 
McGee (Edsel), Indianapolis, and 
Eugene Hillman (Ford), Brook- 
ville. 


A highlight of the two-day con- 
vention was the selection of Joseph 


business and 
church leader, as the outstanding 
Indiana auto dealer of the year. | 
He was awarded the coveted annual 
Goodin civic’ service 


An automobile dealer since 1928, | 
O’Daniel has served officially with 
the Evansville Little League, Boy | 
Scouts council, Mesker Memorial 
Ampitheater and Civic Opera; 





Chamber of Commerce; Community 


| Chest, and Red Cross. He is chair- | 


ness practices or integrity of any| 


other dealer shall not be condoned. 

21. GUARANTEED—When such 
words as Guarantee, Warranty or 
other terms implying protection are 
used in advertising, explanation 


shall be given in clear and concise | 


language as to the time and cover- 
age of such guarantee or protec- 
tion. 


22.“NAME YOUR OWN | 


DEAL” 
“Write Your Own Deal,” “Name 


— Statements such as | 


Your Own Price,” “Name Your 


Wisconsin Faces 


Insurance Boost 


MADISON, Wis.—An early in- 
crease in auto insurance rates in 
Wisconsin was predicted by Paul 
J. Rogan, state insurance commis- 
sioner, in the publication of the 
state division of the AAA. 

Increasing accident rates and 
more costly body styles are sure 
to be reflected in premium boosts, 
Rogan said in his article, which 
outlined the trend in insurance 
rates. 


He said any rate changes must} 


await completion of compilation | 


of figures on premiums and losses 
suffered by 300 insurance firms 
doing business in Wisconsin. 





Denver Dealers Plan Parade— 


man of the lay board of the Catho- 
lic Diocese of Evansville. 


Car Loan Delinquencies Di 


NEW YORK.— The delinquency 
rate on auto loans from banks de- 
clined in April, according to the 
monthly survey by the American 
Bankers Assn. 

Bankers reported that .689 per- 

cent of auto loans obtained di- 
rectly from banks were delinquent 
on Apr. 30, down from the .753 
percent on March 31 but above 
the 579 percent on April 30, 1957. 


Of indirect loans, those obtained 
from banks through dealers, 1.395) 
percent were delinquent on Apr. 30. 
This was below the 1.455 percent on 
March 31 but above the 1.097 per- 
cent on Apr. 30, 1957. 

It was the second successive 
monthly decline in the rate for 
indirect loans. 


The direct loans showed .532 per- | 
cent delinquent 30 to 59 days on 
Apr. 30 and .157 percent behind 60 
to 89 days. The comparable figures 
for indirect loans were 1.076 percent 
delinquent 30 to 59 days and .319 
percent 60 to 89 days behind. 

The Apr. 30 delinquency rate 
for direct auto loans was the 
lowest for the six types of bank 
loans covered in the survey. Per- 














Officers of the Metropolitan Automobile Dealers Assn. discuss plans for a parade 
driven by multiple drivers shall be| keyed to Denver's 1959 centennial celebration. From left are, Tom D. Braden, execu- 
so identified. The word Commercial | tive vice-president and show manager; Robert G. Stovall jr (Ford), president; Lester 


C. Thomas (Dodge-Plymouth), 


vice-president, 


and Bernard Mahoney (Chevrolet), 


not be used to describe such cars.| director and general chairman of the show. The parade, set for Apr., 1959, will 
17. UNDERSELLING CLAIMS—-|be the initial event for Denver's “Centennial Automobile, Show." 














































































































Maurice Zoll-| Delaware Dealers Elect Officers— 


New officers and directors of the Delaware Automobile Dealers Assn. are, from 
left, seated, Howard S. Abbott, second vice-president; Isadore Keil, treasurer, and 
Paul J. Roney, executive secretary. Standing: Charles Hall, director; Joseph Webb, 
president; Theodore Burton III, past president, and Nelson Quillen, first vice-president, 
third vice- 


Not pictured: Ebe Townsend, 
and Lovis Burton, director. 


Buy-Drives Spur Car Sales 
In Portland, Vicksburg 


By John E. Walsh 
Staff Writer 


EPORTS on Auto Buy cam- 

paigns dwindled to a trickle 
last week, with only Portland (Ore.) 
and Vicksburg (Miss.) dealers an- 
nouncing complete results. 

The 10 participating dealers in 
Vicksburg said sales during their 
three-week campaign exceeded 





sonal loans had the next best 
showing. 

The delinquency rate on indirect 
auto loans and FHA home improve- 


;ment loans were about the same.| 59 bonds for new-car purchases, 


The banks were experiencing 
higher delinquencies on other home 
improvement loans and home ap- 
pliance loans. 


By regions, delinquencies were 


|}lower for both direct and indirect 


auto loans in all areas with two 
exceptions. The direct loan figure 


increased during April in the Ohio-| 


Indiana-Michigan - Illinois - southern 
Wisconsin area and the rate on 
indirect loans went up sharply in 
the Mountain states. 


S-P’s Driveaway 
Of Mercedes Cars 
Tops $1 Million 


LAS VEGAS, Nev. — Studebaker- 
Packard Corp. last Sunday deliv- 
ered more than a million dollars 
worth of Mercedes-Benz automo- 
biles to dealers and their customers 
at the Hotel Riviera. 

“Studebaker-Packard, in one 
short year,” said H, C. Hoppe, vice- 
president, Daimler-Benz of North 
America, “has achieved for 
Mercedes-Benz the widest distribu- 
tion and the finest parts and serv- 
ice availabality of any imported 
car ever sold in the U.S.” 

“Sales of Mercedes-Benz cars 
have risen constantly, month by 
month, since Studebaker - Packard 
began its marketing program last 
year,” said Hoppe. 

“In the last three months we 
have seen S-P market nearly as 
many Mercedes-Benz cars as were 
registered in the entire calendar 
year of 1956,” Hoppe said. 

The Las Vegas driveaway, bring- 
ing dealers and customers from 29 
States, was the second held by S-P; 
an earlier one was staged in New 
Orleans in April. 

S. A. Skillman, vice - president 
and general sales manager of 
Studebaker - Packard, and F. L. 
Armstrong, assistant sales manager 
in charge of Mercedes-Benz, headed 
the S-P management team attend- 
ing the driveaway. 
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| $500,000, considerly higher than 
| for the 21-day period preceding 
the promotion. 

J. E. Blackburn, head of the 
| Vicksburg Automobile Dealers 
| Assn., said 281 units were sold—W 
|new and 156 used cars and 16 new 
|and 19 used trucks. 


| Business increased about 22 per- 
|}eent during the 10-day campaign 
|in Portland, according to a spokes- 
man for the Portland Automobile 
Dealers Assn. 
* . > 
ERCHANDISE bonds were 
awarded to buyers of 699 ve 
| hicles, he said, $5,800 of which have 
| been redeemed with $900 still out- 
|standing. In some cases dealers 
| deducted the amount of the bond 








pI 





The 
initial 
ner FE 
order 
nd tl 
litigat: 











| from the purchase price. They gave} The 
1, 1950 
|and used-car buyers got $25 and jpredec 
| $10 bonds. with s 
In Clarksville, Tenn., dealers re jat mu 
| ported a favorable resp onse to jlarger 
their drive. these 
| One said, “We've had more oo 


prospective buyers in one day 





| than we usually have in three *obin: 
| or four.” - Cc 
Another said “I've had more The 





lookers in one day than I've had 
on any day in the last 12 months So. of 
and I've sold cars.” that it 
In proclaiming Auto Buy Week }, in 
|in Bradenton, Fla., Mayor A. Stet = 
\ling Hall urged everyone to “roll }y i 
up your sleeves to help us out of 


eral M 





| the financial ehtens" — 

Hactur 
THE dealers’ kickoff breakfast — 
was addressed by Haro ld | Igaies . 
Patterson, director of Chrysle? Pacijiti 





|Corp.’s Atlanta training center fy t ye 

The city’s 13 boat dealers got into] ~)2 

the act, too, staging their OW? fin 56)); 

| campaign. for rey 
A mile-long parade of new cars 


ny p 
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floats with pretty girls, antique fth 
cars and trucks ushered in the feompe: 
two-week campaign in Decatul Ppurch 
Ill. Two auto shows were held i puying 
conjunction with the drive. hroug 
ee or any 
inclu 
Safety Checks — 
o . Di s | 
Still in Progress | 't%e 
WASHINGTON. — The Vehicle [n0ts 
Safety-Check program, held annt-},. es 
ally in May, has been extended}, y's 
into June this year because some}, ~.; 
communities got a late start it vers 
making plans and others fo 
June more convenient. 9 
By May 28, a new high of 18% D. 
communities throughout the U.S}, , 
had completed, were conducting “ [DIL 
planning safety checks, the spor CLE 
sors reported. E 
With one week to go, Summitpealers 
County (O.) officials reported that} the 
43,710 cars had been inspected byte Jo« 
police in Akron, Barberton, Cuy#/™d E 
hoga Falls and Tallmadge, or taket}*Wents 
to voluntary inspection stations. | Erde 
In Portland, Ore., checkers ond 
they had rejected 1,098 of pate! 
autos inspected during the s uOre t 
week of the city’s prograrh, Rejectspontinu 
had one or more defects, they sal¢ r - 
: 
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ACTORY sales reports, con- 
spicuous by their absense this 
, took a turn for the better in 















gumber of sales reports from the 
manufacturers connoted an im- 
ved business month. These 
reports sonew: 


x * 


Edsel 


ALES of Edsels in May increased 
12.9 percent over the April 
and have achieved the highest 
iling rate since February, ac- 
srding to N. K. VanDerzee, Edsel 
meral sales manager. 

At the same time, sales of Edsel’s 
op-priced Corsair and Citation 
models increased 69.8 percent in 
May, compared with April sales, he 
dded. 

“With our dealers selling more 
resident, IEdsels each day than in the past 
direct, three months, we see a steady im- 
provement in our market position,” 
Ihe said. 
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Thunderbird 


a than 4,300 four-passenger 
Thunderbirds were sold during 
May, 


F-M-B Bearings 
Accepts FTC Edict 


the highest for any month 
















than 
reding 


f the . 
Seales (On Jobber Prices 
Sonn | WASHINGTON.—The Federal 


rade Commission has approved a 
consent order prohibiting Federal- 
Mogul-Bower Bearings from dis- 
iminating among its customers in 
he price of its bearings, oil seals 
nd other automotive replacement 
parts. 

The commission adopted an 
initial decision by Hearing Exami- 
ner Earl J. Kolb containing an 
order agreed to by the company 
and the commissioner’s bureau of 


22 per- 
mpaign 
spokes- 
»mobile 


were 
599 ve- 
-h have 
ill out- 


dealers 88° “ 

e bond pitigation. 

»y gave | The FTC's complaint, issued May 
chases, }1, 1950, charged the manufacturer's 


25 and jpredecessor, Federal-Mogul Corp., 
with selling to its small customers 
at much higher prices than their 
larger competitors. The result of 


these price discriminations may be 


ers Tre 
nse to 


more | lessen competition substantially 
p day \m violation of Section 2 (a) of the 
three Xobinson-Patman Amendment to 


the Clayton Act, 
alleged. 

The agreement shows that Fed- 
eral Mogul Corp. acquired Bearings 
0. of America Dec. 31, 1953, and 
Week that it merged with Bower Roller 
. Ster- Searing Co., July 29, 1955, and the 
- “rol ame was changed to Federal- 
out of Mogul-Bower Bearings, Inc. 
National Motor Bearing Co., Red- 
ood City, Calif., an oil seal manu- 
facturer, was merged into the 
company July 27, 1956, and the net 
ales of the company’s combined 
facilities bettered $100.6 million in 
P hat year, it was stated. 
jot into! The order forbids the company, 
r OW? in selling parts to the jobbing trade 
for replacement purposes, to charge 


the complaint 


more 
ve had 
nonths, 





















eakfast 

oldL 
hrysler 
>nter. 


w cals any purchaser net prices higher 
antique [th those charged any other 
in the feompetitor. As defined in the order, 
recatul, purchaser” includes any customer 


held it Puying directly or indirectly 
nrough group buying organizations 
or any related device, but does not 
include original equipment manu- 
facturers purchasing automotive 


parts for replacement use or sale. 





Ss The agreement specifically pro- 
Vehicle ides that the Commission may| 
a make a further investigation and/| 
tended sue a complaint against the com- 
kee me P’ny’s sales of replacement parts| 
a ® original equipment manufac-| 
found urers if such be indicated. 
a 

1st Dealers Give Up 
e U. S n . . 
ting buick Franchises 
; CLEVELAND.— Two Cleveland 
Summit alers have announced termination 
ed that their Buick franchises. They 
oted byf*te Joe Erdelac, 16505 Lorain Ave., 

nd Earl Davis Buick, Inc., E. 
r taken|*Wenty-first St. 
ions. Erdelac, who claims he ranked 
rs saidPecond in Buick sales volume in 
of 3,8meTeater Cleveland last year with 
secon@™ere than 550 sales, said he will 
Reject tinue as a used-car dealer. 


e: raid Plans of the Davis dealership 
ere not revealed. 








. The very issuance of a larger | 


| Tube, Armco, Inland and Wheeling 





Merry for Ford Lines, Chev 





since the car was introduced last 
Feb. 13, J. O. Wright, Ford division 
general manager, announces. 

During the four months since 

introduction, orders received for| 
the new Thunderbird total almost 
twice the number of two-passenger 
Thunderbirds sold during all of 
1957, Wright said. So far, Ford| 
dealers have received more than| 
28,000 orders for the 1958 Thunder- 
birds, he said. 

On a daily-rate basis, Ford 
estimated the Thunderbird is out- 
selling the entire line of at least 
six U. S. automobile makes. 


More than half the customers for 
the 1958 Thunderbird are trading 
in cars in the medium or high- 
priced class, Wright said. Of all 
ears traded to Ford dealers on 
the '58 Thunderbird during April 
and May, more than 50 percent 
have been other than Ford Motor 
Co. products, he added. 

Ford division claimed about 10,- 
000 unfilled Thunderbird orders. 
More than 18,000 units have been 
assembled to date. 

= Ba = 





Mercury 


_— of Mercury cars in May 
were the highest for any month 
since the '58 models were intro- 
duced last November, Joseph E. 
Bayne, general sales manager for 
Lincoln and Mercury, reports. 


Mercury sales during the month 
totalled 14,434, an increase of 25 
percent over April’s total of 11,451, 
Bayne said, It was the highest 
month for Mercury since October, 
1957. 

Station wagons rose to 18.8 per- 
cent of Mercury sales in the last 
10 days of the month, Bayne said. 


= * * 


Continental 


ONTINENTAL MARK III sales 

in six months are approaching 
the combined total of all previous 
Continental series, Lincoln officials 
say. 

A total of 7,046 new Continentals 
have been sold since the car was 
introduced last November, more 
than double the 3,000 Continental 
Mark II's sold over a period of 18 
months. The original Lincoln Con- 
tinentals built from 1939 through 
1948, except for the war years, 
numbered 5,322. 


> * > 


Metropolitan 


J. W. Watson, sales manager for 
American Motors’ imported Metro- 
politan, reported business was up 
51.3 percent during the last 10-day 
period of May, compared with the 
corresponding period a year ago. 

He said 649 Metropolitans were 
sold during the period, compared 
with 429 last year. The month's 


Steel Prices Cut 


$2 Per Ton 


In Detroit Area 


DETROIT.—The largest steel) 
producer in the Detroit area cut} 
prices $2 a ton last week, and other 
leading suppliers of the auto in-| 
dustry said they would meet the} 
lower price. 

Great Lakes Steel Corp. said it 
was making the cut “in recognition 
of local competitive conditions.” 

The company had been charging 
$2 a ton more than most producers 
outside the area but freight charges 
into the Detroit area equalized the 
prices. Such firms as U. S. Steel, 
Republic, Youngstown Sheet & 





said they would stay competitive 
in the area, possibly by absorbing 
freight charges. McLouth Steel 
Corp., Detroit, said it would meet 
the Great Lakes price. 

The Great Lakes move led to 
speculation on the steel price boost 
expected on July 1. On that date, 
the industry will begin paying 
higher employment costs which the 
industry says amount to about 20 
cents an hour. There has been talk 
of a $5-a-ton increase. 

Most comment indicated that the 
price boost will go into efféct, 
perhaps made more necessary by 
decreased income from the Detroit 
area. 





More Sales Reports, More Sales 


sales totalled 1,417 units, up 22.8 
percent over last May’s 1,154, Wat- 
son said. 

Metropolitan sales during the 
firm’s current fiscal year totalled 
7,625, Watson added, an increase 
of 19.2 percent over last year’s 
6,398. 


* * * 


Chevrolet 


Sales in the last 10 days of May 
were the best for any similar period 
in 1958, according to W. E. Fish, 
Chevrolet general sales manager. 

He said 54,170 units—45,525 | 
cars and 8,645 trucks—were sold | 
during the period, compared with 
a total of 41,223 in the last 10 | 
days of January, the previous 
high. 

May car sales were slightly) 
higher than 123,000 units, Fish| 
continued, compared with about) 
132,000 in May, 1957. The five-month 
total was 539,600, compared with 
598,900 in the corresponding period | 
a year ago, he said. 

* * 
Willys 

Domestic sales of Jeep commer-| 
cial vehicles in May increased 12) 
percent over April and 11.2 percent | 
over May, 1957, said C. W. Moss,| 
general sales manager of Willys | 
Sales Corp. 

He also reported Willys’ share| 
of the U. S. commercial- -vehicle | 
market in the 10,000-pounds- ~and- | 
under class rose from 3.9 percent | 
in the first five months of 1957 to| 
4.1 percent this year. Parts sales/ 
volume also has increased sub-| 
stantially, he added. 
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$250,000 Fire Sweeps 


Deal in Cleveland Suburb 

CLEVELAND.—Loss estimated at 
$250,000 was caused by a fire which 
swept the Halken Mercury dealer- 


THE 


59 


ship in suburban Cleveland Heights. 
Harold Artz and Kenneth Cohen 
are partners in the firm. 

Artz said “about 15 or 18” new 
autos were in the single-story 











brick building at the time. 





94.2% of all Elks own one or more automobiles. In this 


Starch classificatio 
the Elks Magazine 


n only one magazine in the survey exceeds 
while only one other equals the Elks. 


31.2% of all Elks made a new car purchase in the last 12 
months. In this category The Elks Magazine is exceeded 


by only one of the 


58 consumer magazines reported. 


This high percentage of car ownership, plus an 


above-average med 


ian income of $6,636, makes 1,209,351 


Elks a valuable mass market for auto manufacturers. 


To best reach and sell this vital market, the buy you ought 


to make now is... 





MAGAZINE 


New York © Chicago * Los Angeles « Portland, Ore. 
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AMMCO TOOLS, INC., 
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Extra-Heavy-Duty Share 
Up 75%, Ford Reports 


CHICAGO. — Ford has increased 
its share of the extra-heavy-duty- 
truck market (GVWs of 26,001 and 
up) more than 75 percent since 
introduction of its extra-heavy-duty 





models in January, Howard W.! 


Cook, Ford division national fleet 
manager, said. 


He said R. L. Polk & Co. reg- 
istration figures show that Ford 
obtained 4.7 percent of the extra- 
heavy-duty market in January, 5.4 
percent in February, 5.8 percent in 
March and 8.3 percent in April. 




















BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 


LUBRIPLATE LUBRICANTS are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 





LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high 
sists oxidation. Fully detergent. Available 
in all S.A.E. 


LUBRIPLATE LUBRICANTS are nationally 
advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


Im strength, re- 


numbers. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 


t 
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Ten-Year Four-Letter Rating .. . 





—_, 


75 Dealers Win Top Ford Award 


DETROIT. — Seventy-five Ford 
dealers have qualified for Ford 
Motor Co.’s newest and highest 
dealer honor—the Ten-Year Four- 
Letter Award—signifying the high- 
est standards of sales representa- 
tion in their communities. 

J. O. Wright, Ford Division 
general manager, said the deal- 
ers will receive their awards from 
Ford division regional and dis- 
trict sales managers within the 
next few weeks. 


Four-Letter Awards are made 
annually to Ford dealers, with the 
special Ten-Year Award going to 
those who have merited the annual 
honor for 10 consecutive years, 
Wright said. 

Ten-Year Award winners will re- 
ceive a bronze plaque bearing the} 
signature of Henry Ford II, presi-| 
dent of the company. The dealer 
and his department managers also} 
will receive lapel-pin miniatures of 
the plaque. 

In the 10 years since the Four- 
Letter Award was conceived, | 
more than 4,100 Ford dealers 
have earned the honor one or | 
more times, Wright said. 


Wright announced the following 
Ten-Year Award winners: 


Elbery Motor Co., Inc., Cam- 
bridge, Mass.; Ripley & Fietcher 
Co., South Paris, Me.; Kenmore 
Motor Co., Inc., Kenmore, N. Y.; 
Ferris & Forbes, Inc., Bolivar, N. 
Y.; Elk Motor Sales Co., St. Marys, 
Pa.; Parsons Inc. of Gloversville, 
Gloversville, N. Y.; Duval Motor 
Co., Jacksonville, Fla. 


Matthews Sales Co., Paoli, Pa.; | 
Quillen Bros. Auto Sales, Inc., New 
Castle, Del.; Cherner Motor Co.,| 
Washington, D. C.; Spencer Broth- 
ers, Inc., Northfield, Mass.; Edward 
H. Cottrell, Inc, West Seneca, 
N. Y.; Russ Davis Motor Sales, | 





Inc., Hornell, N. Y.; Nortz & Virk- 


ler, Inc., Lowville, N, Y. 


Rice & Holman, Merchantville, 
N. J.; Paul Freed, Inc., Waynes- 
boro, Va.; Deligne Sales & Service, 
Inc., Ansted, W. Va.; Clarence Val- 
lery Sons, Inc., Waverly, O.; Frank 
Stanton Motor Co., Inc., Paines- 
ville, O.; H. G. Short & Co., Belle- 
fontaine, O.; Archbold Sales & 
Service, Archbold, O.: Hamblen 
County Motor Co., Inc., Morris- 
town, Tenn.; Bison Motor Co., 
Great Falls, Mont. 


Co., Nevada, Ia.; Mosby-Mack Mo- 
tor Co., Inc., Topeka, Kans.; H. P. 
Smith Motors, Inc., Omaha. 
Clemmy Holmes Motor Co., Ne- 
braska City, Neb.; Chicoine Motor 
Co., Chadron, Neb.; Coslet Motor 


ack Bros. Motor Co., Bellville, 
Tex.; Boggus Motor Co., Har. 
lingen, Tex.; Hub City Motors, 
Inc., Lafayette, La, 

Fred Jones, Inc., Oklahoma City, 
Okla.; Ben Barclay Motors, Los 








ER. 
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Co., Altamont, Ill.; I. Graves Motor| Angeles; Fortner Motor Co., Los #RYSI 


Co., Illiopolis, Ill.; Kronlund Mo- 


tors, Inc., Spooner, Wis.; Hunter 
Motor Co., Earlham, Ia.; Dober 
Motor Co., Humphrey, Neb.; Wells 


Motor Co., Cozad, Neb. 

Sides & Milburn, Rushville, 
Neb.; Sunset Auto Co., Inc., Sap- 
pington, Mo.; Amyx Auto Co., 
Gainesville, Mo.; Howerton Motor 
Co., Inc., Paris, Tex.; Bennett 
Motor Co., Seminole, Tex.; Bori- 


DeSoto Cites Basso 


LOS ANGELES.—Domenich 
Basso, Inc., has been named a 
DeSoto “quality dealer.” A DeSoto 
dealer since 1932, Domenich Basso, 


| head of the firm, was awarded an 
| engraved silver plaque. 


Angeles; University Motors, San 
Diego, Calif.; Walker Motor (p, 
West Los Angeles, Calif.; 
Inc., Payette, Id.; Young Motor Co, 
Inc., Tyler, Tex.; Yoder 
Sales, Edinburg, Tex. 

Bock Motor Co., New Braunfels, 
Tex.; Brown - Rivers - Scogin, Ine, 
Monroe, La.; City Ford Co., Los 
Angeles; Crenshaw Motors, Los 
Angeles; King Motor Co., Hunting- 
ton Park, Calif.; Cecil Whitebone, 
Inc., San Francisco; S. & C. Mo- 
tors, San Francisco; Rosewall Mp- 
tor Co., Heppner, Ore.; Harvey ¥. 
Harper Co., Eureka, Calif.; Gris. 
wold & Wight, Modesto, Calif; 
McCollum Motors, Inc., Dishmap, 
Wash. 








WHEN WILL 
BLAKE'S CAR 
BE READY? 





Gateway Motor Co., Inc., Liv- 
ingston, Mont.; Archie Cochrane 
Motors, Billings, Mont.; Westlie 
Motor Co., Minot, N. D.; R, M. 
Stoudt, Inc., Jamestown, N. D.; 
Catron Motor Co., Corbin, Ky.; 
C. Q. Zahner, Inc., Louisville, O.; 
Floyd Rice Sales & Service, Inc., 
Detroit; W. W. Wallwork Fargo, 
Inc., Fargo, N. D.; Hardin Auto 
Co., Hardin, Mont. 

Ingwalson Motor Co., Crosby, 
N. D.; National Garage, Stanley, 
N. D.; Bessemer Auto Co., Besse- 
mer, Mich.; Sonju Motor Co., Two 
Harbors, Minn.; Murphy Motors, 
Inc., Cicero, Ill.; Mathison Motor 


Stock Spinoff Plan 
Opposed by GM 


CHICAGO. —In a memorandum 
filed in Federal Court last week, 
General Motors echoed du Pont’s 
objections to a Government pro- 
posal for divesting the chemical 
firm of its 23 percent ownership of 
GM common stock. 

GM said the plan would depress 
the value of the stock of the firms 
involved, would hurt other automo- 
tive and chemical stocks and affect 
the entire stock market unfabor- 
ably. 

The Government proposes that 
42 million GM shares be distrib- 
uted to du Pont shareholders over 
a 10-year period and the remaining 
21 million be sold outright. Crux 
of the objections is an Internal 
Revenue Service ruling that the 
distributed shares be taxed as 
regular income. 

In Washington last week, Senator 
J. Allen Frear jr.. Delaware Dem- 
ocrat, introduced a bill providing 
that the distributed stock could be 
received without tax penalty. 





Here’s how you can help increase 





SERVICE JOBS UP TO 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lrecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


how Executone 





EXECUTONE, INC., Dept. L-5 
415 Lexington Ave., 
Without obligation, please send booklet describing 
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helps turn out more service jobs. 
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| Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U, 8. PRODUCTION ONLY) 


































Motors’ totals for 1957 include Nash and Hudson production. 
Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





dune 14, Week, June 7, June, June 15, June i4, 
1 1957* 1958* To Date 1957* 1958 
ER. MOTORS** ...... 4,120 2,551 4,934 9,054 50,513 83,585 
S, Log | Rambler... 4,120 2,323 4934 9,054 45,955 83,585 
»., Log HRYSLER CORP, .... 11,350 29,056 11,526 23,376 664,255 283,343 
1,303 67,382 27,418 
300 48=—- 22,626 7,202 
1578 70,127 17,446 
4,149 156,391 48,828 
15,546 347,729 182,449 
33,742 944,686 542,656 
a 6,607 
28,808 758,823 462,740 
714 22,628 14,198 
4,000 162,791 59,111 
$6,853 1,433,285 1,132,098 
8,223 225,348 125,151 
5,134 78,367 70,579 
54,241 730,592 655,368 
11,070 213,242 166,627 
8,185 185,736 114,373 
1,194 35,697 17,224 
29 6,065 1,428 
1,165 29,632 15,796 
154,219 3,128,436 2,058,906 

















Week Week dan. 1 Jan, 1 
Ended Same Ended Output, To To 

June 14, Week, June 7, June, Jane 15. June 14, 

1958 1957* 1958* To Date 19657* 1958 
shictitanenaanitiaiee 6,100 6,995 6,131 12,231 172,108 137,567 
pusneniiemeneainie 110 118 99 209 2,253 2,508 
sienishinsisinenuinemanvonceniant 60 48 15 15 1,718 1,300 
sidindthiaaiedieatinntianniciionsidtbin 1,100 1,309 1,289 2,389 39,287 27,016 
ini eliaamiaamnaicineitniiaia 5,200 7,419 3,611 8311 170,922 107,169 
EEE eee 1,070 1,142 1,084 2,154 32,661 29,323 
sii 1,523 3,059 1,365 2,388 52,916 45,596 
Ginisesesensemnenescnewns 230 326 274 554 8,379 6,914 
annie 12 197 158 170 5,501 2,903 
seianebiierensexemmetes 340 428 138 478 9,439 8,148 
ssaliceisiipienntineniaieesinia 1,780 1,558 1,855 3,635 30,078 37,435 
90 93 91 181 1,336 1,710 
17,665 22,692 16,110 33,775 526,598 407,589 
a hiadscebislasnisiinnmnnand 98,218 147,638 89,776 187,994 3,655,034 2,466,495 

Total Cars, Trucks, 
phubnineitineieantins 10,045 7,564 7,990 18,035 244,794 196,427 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....108,263 155,202 


97,766 206,029 3,899,828 2,662,922 








cellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
‘Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


.B. All U. S, totals include cars and trucks for military orders. 


SAE Convention Highlights — 
Lower Cars Pose Test 


(Continued from Page 2) 


“new objective look” at vehicle 
nd road designs. 

He said the design standards 
hould be studied and modified, if 
essary, to attain most satis- 
tory and safe movement of... 
ople and motor freight over our 
esent roads and those we are 
ing to build for the future.” 
dstrom questioned whether 
w57 highways should be designed 
br a maximum 70-m.p.h. speed 
mit, “inasmuch as future vehicles 
Properly designed roadways un- 
Wubtedly could be driven safely at 
‘Fexer speeds and certainly will 
rate at higher average speeds. 
“Automatic guidance and con- 
are being studied and their 
bilities investigated,” he con- 
mued, “but there is nothing 
available today from either the 
Vehicle manufacturer or the 
hedical research workers which 
keep some drivers from going 
to sleep. 

“The frequent roadside parks 
nd rest stations planned for the 
terstate system will help if the 
hotoring public is educated on the 
Uvisability of periodic relaxation 





































aan a long trip and how it can 





contribute to safe travel by motor 
vehicles,” he said. 

Joseph B. Bidwell and Roy S. 
Cataldo, GM research staff, pre- 
dicted future highways with auto- 
matic vehicle controls that will 
offer the motorist convenience, 
safety and travel-time dividends. 


They said human driver- 
behavior studies indicate auto- 
matic controls would reduce 
driver reaction time, permitting 
higher speeds and closer vehicle 
spacing than is possible on 
today’s uncontrolled highways. 
The basic type of road system 

they described is similar to one 
developed by Radio Corp. of 
America, with cables embedded in 
the pavement to provide a “mag- 
netic” guidance path of low- 
frequency electrical power. 

J. L. Goddard and B. H. Fox, 

U. S. Public Health Service, said 
Cornell Aeronautical Laboratory, 


Inc., is studying the possibility of 
developing a traffic simulator for 
checking driver behavior. 

“The simulator would be used to 
investigate factors which affect 
and modify human driving per- 
formance,” they said. 


Despite Slump from °57 








Bigger Output Bite 


= =. |\Snared by Wagons 


(Continued from Page 1) 


remarkable by industry production 
observers. 

Medium-priced makes, particu- 
larly Mercury and Dodge, are 
the most thankful for the ability 
of the wagon to withstand gen- 
eral sales reverses. 


Mercury’s hardtop-styled wagons 
have bagged an astounding 17 per- 
cent of its °58-model production, 
second only to the 18 percent of 
Defending Wagon Champ Ford 
division. 

Dodge and DeSoto, two other 
middle-priced makes suffering from 
the general sales downturn, also 
can find something to crow about 
in the wagon boom. 

= > = 


pe= has increased its wagon 
slice to 13% percent in 1958, 
compared to 12.2 percent last year. 
DeSoto’s four-door wagon has risen 
to nearly 7 percent of divisional 
production from 1957’s 4.4 percent. 

General Motors’ medium-priced 
trio—Buick, Oldsmobile and Pon- 
tiac—have sustained slight reverses 
in wagon penetration this year, but 
in none of these division’s cases 
have the dropoffs approached the 
size of overall production declines. 

Pontiac, always a strong per- 
former in this body style, slipped 
from 9.6 percent to 8.8 percent of 
its output. Buick and Oldsmobile 
both fell slightly below 5 percent 
from 1957 levels that ranged be- 
tween 5 and 6 percent. 


The newest entrant in the hard- 
hit medium-priced field—Edsel—re- 
ported a respectable 6% percent 
devotion to the wagons. This in- 
cludes one percent for two-door 
models, which are not found in the 
competitive GM lines. 


The four-door wagon is king 
among those medium-priced makes 
still building the once-popular two- 
door version. Mercury’s two-door 
share has fallen to barely over 2 
percent and Dodge’s to 1.4 percent. 

> > a: 


ONE member of the lowest- 

priced field showing a prefer- 
ence for the two-door wagon is 
Studebaker. The two-door outstrips 
the four-door in the Studebaker 
production mix by 13 percent to 5 
percent. 

Actually, Ford division produc- 
tion of station wagons has declined 
in the past year, but remains well 
above the industry average. Ford’s 
current 18 percent allocation (13.3 
for four-door and 4.7 for two-door) 
compares with 19.2 last year (12.8 
four-door and 6.4 two-door). 


The swing to wagons as & 
larger component among body- 
style options is getting a decided 
push from Rambler. Nearly half 
of all Rambler production last 
year went to the four-door wagon. 
This share has ebbed to 35 per- 
cent in 1958, but Rambler’s gen- 
erally stepped-up volume this 
year will add more wagons to the 
industry total from Kenosha. 

Chevrolet and Plymouth also 
have elevated their wagon shares 
this year, following closely on the 
average industry trend. The four- 
door model is gaining at the ex- 
pense of the two-door in both lines. 

- 

Roo J. FISHER, Mercury 

marketing manager, told AuTo- 
motive News that the exclusive 
station-wagon body plant operated 
at Wayne, Mich., is believed to be 
a key factor in making available 
the exact type of wagon to fill 
dealer orders in the field. 

The Wayne plant ships wagon 
bodies to assembly plants right 
next door and at St. Louis, Me- 
tuchen, N. J., and Los Angeles. A 
new vertical-shipment method is 
used on shipments to the Western 
plants, allowing 14 painted and 
trimmed bodies to be “hung” in a 
boxcar which could carry only six 
horizontal bodies previously. 

Since the “high cars” are not 
yet able to travel in New Jersey, 
the Metuchen assembly plant 
won’t receive the wagon bodies 
by the new method until ’59- 
model production begins. 
Mercury is saving production 
money by building its own wagon 


bodies and shipping them in ver- 
tical fashion. Low volume can dis- 
sipate such savings, but Mercury 
certainly can’t complain on this 
score. 

* * * 


A TOTAL of 14,174 wagons were 

built by Mercury in the first 
six months of the model year, sur- 
passing medium-price competition. 
Production of wagons alone in the 
1957 calendar year exceeded 45,000 
at Mercury, nearly tripling the 1956 
effort. 

Fisher said conquest sales from 
Ford, Chevrolet and Plymouth own- 
ers have accounted for a substan- 
tial amount of Mercury wagon 
business, He credited the “all- 
hardtop” styling, the retractable 
rear window that eliminates the 
lift gate and the extra roominess 
as selling features. 

Joseph E. Bayne, Lincoln and 
Mercury general sales manager of 
M-E-L, added the exclusive wagon- 
body plant as a sales point. 

“This is the only plant in the 
industry designed exclusively for 
the production of station-wagon 
bodies,” Bayne said, “and man- 
ned with specialists who work 
exclusively on station wagons.” 

Of Mercury’s three station-wagon 
series, the lowest-priced Commuter 
is the top seller, Fisher said. He 
expressed confidence that the 
wagon would continue to play a 
big part in Mercury’s plans, since 
a recent survey showed that 95 per- 
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cent of present wagon owners will 
choose the same body style again. 
* * * 


Production Notes 


OR the second week of contract- 

less operations in the auto 
plants, production schedules went 
along with a minimum of inter- 
ference. No attempts at sabotage 
of production models had shown 
up, despite friction at several 
Chrysler Corp. plants over disci- 
plining of union stewards and com- 
mitteemen, 

The on-again, off-again schedul- 
ing prevalent most of the year was 
again in evidence, but for the first 
time two plants booked six-day 
production simultaneously. Chevro- 
let Tarrytown (N. Y.) and Lincoln 
Wixom (Mich.), where the Thun- 
derbirds are assembled, both plan- 
ned to work Saturday. 


Rambler had been a Saturday 
worker until American Motors 
decided last week to drop the 
sixth day and increase its daily 
schedules from 750 to 835 cars. 
An additional 1,200 will be em- 
ployed to handle the added five- 
day load. 


Chevrolet’s Cleveland automatic- 
transmission plant went on a 45- 
hour week for the rest of June to 
meet the demand from other divi- 
sion assembly plants. 


Ford division, whose Dearborn 
and Atlanta assemblies were idle 
all last week, reopened its Dear- 
born and Nashville glass plants 
after three-month shutdowns. Its 
Chicago assembly unit was down 
Thursday and Friday, and its 
Mahwah (N. J.), Norfolk and San 
Jose (Calif.) units Friday. 

Other assembly shutdowns in- 
cluded: Dodge and DeSoto at De- 
troit, all week; Chevrolet California 
plants and Atlanta, one day; B-O-P 
plants at Kansas City and in Cali- 
fornia, three days, and in New Jer- 
sey and Delaware, one day. 





NADA Panel Calls Cost 
Key to Leasing Success 


(Continued from Page 2) 


ried on by a separate corporation, ,; tends to reduce such abuse and the 
perhaps in separate quarters,| dealer has the money to pay for 


rather than as an added service of 
dealership. 

The heart of successful leasing is 
in knowing the cost of the opera- 
tion. The resale value of the ve- 
hicle at the end of the lease is 
particularly important. 

The expected wholesale value of 
the vehicle at the end of the lease 
is deducted form the purchase 
price. The difference plus expenses 
and a profit margin make up the 
amount paid monthly during the 
period of the lease. 

However, should the vehicle 
not bring the expected whole- 
sale price at the end of the lease, 
the profit made during the lease 
can be wiped out and the dealer 
left with a loss. 

Most of the speakers said that 
a deposit above the lease charges 
should be obtained to cover dam- 
age beyond normal wear. The fact 
that the deposit has been paid 





Simea Dealer— 


Henri Pigozzi, left, president, Simca 
International, congratulates Victor Elmaleh 
at the opening of the latter's new Simca 
showroom in New York. A. Dolza, 
head of Simca USA, looks on. Pigozzi 
was winding up a two-week visit with 
Simca distributors and dealers. 


any repairs which are necessary. 
Twelve-month and other short- 
term leases are on the way out. 
Due to rapid depreciation in the 
first year of a vehicle's life, the 
monthly charges are too high for 
most people and firms to pay. 
While it is important that the 
sale at the end of the lease bring 
no loss to the dealership, the 
dealer should set his rates so that 
leasing shows a profit without 
counting on any gain from the 
resale at the end of the lease. 


Lee stressed the point that 
“you've got to know what months 
you are talking about” when an 
18 or 24-month lease is discussed. 
An 18-month lease signed in May 
brings the vehicle off the lease 
in November just at the time 
when its resale value has dipped. 


“You have got to get the bulk 
of the business in the first five or 
six months of the model year to 
make money,” Lee said. 

Brown said that careful selection 
of clients is the key to success in 
truck leasing. The right type of 
client uses the equipment properly 
and has good credit which makes 
financing easier. 

The financing to carry the leased 
vehicles can be obtained from 
banks and finance companies, but 
good legal advice and sound in- 
surance are important in obtaining 
credit. 

All speakers noted the import- 
ance of getting adequate insurance. 
“There is no cheap insurance,” 
Mulgrew said. Liability coverage 
of $1 million per unit was sug- 
gested. 

Lee said that he felt the prime 
reason for difficulty in obtaining 
bank credit for leasing was that 
the lease companies did not have 
sound legal documents which the 
bankers could have faith in, 

He said that the dealership’s 
documents should have an agree- 
able opinion from an outside law 
firm to win the respect of finan- 
ciers. 

Lee also discussed the open lease 
which leaves the dealership free 
to replace the leased vehicle at 
any time when the chances of a 
profitable resale look good. 
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AUTOMOTIVE NEWS, JUNE 16, 1958 


Obituaries 


William R. Wilson, 73; 
Former Maxwell Chief 


DETROIT.—William Robert 
Wilson, 73, former president of 
Maxwell Motor Corp., died June 5 
at his home in suburban Grosse 
Pointe. He also had been a banker. 

His automotive career started in 
1911 with Studebaker Corp. Later 
he served with Dodge Brothers Co., 
Murray Corp. of America, Allied 
Motors Industry, Inc., and Reo 
Motor Car Co. He also was the first 
president of Guardian Trust Co., 
Detroit, which he, Edsel Ford and 


other industrialists formed. 
= + . 


Frank Gaughen, 67; 


Represented Capper 

TOLEDO. — Services were held 
here June 14 for Frank X. Gaughen, 
67, advertising representative for 
Capper Publications in Michigan 
for many years, Mr, Gaughen died 
June 10 in Clearwater, Fla., where} 
he had retired two years ago. 

He is survived by his widow, 
Jeanne, a son, Frank jr., of Chi- 





Moraine Places 
All-Metal Brakes 


Into Production 


DAYTON, O.— Production of a 
new all-metal automotive brake has 
been announced by Calvin J. Wer- 
ner, general manager of GM's! 
Moraine Products division. He said 
the first order has 
gone to Chevro- 
let. 

In Detroit, a 
Chevrolet spokes- 
man said the 
metal brakes will 
be used on police 
cars and taxicabs. 
He said the divi-| 
sion does not plan | 


to install them on! 
passenger cars. 

C. J. Werner “This new de- 
velopment provides extra stopping 
power for the auto driver,” Werner | 
said. “The metal brake offers in-| 
creased capacity, stability and 
reliability and is especially suitable | 
for people doing hard stop-and-go 
driving.” 

The all-metal brake has centered | 





metal pads bonded to the brake 
shoe, it was explained, while the) 
regular, organic-type brake has a 
composition lining covering the) 
whole brake shoe. 

The metal pads allow more air} 
space around the brake shoe, ena-| 
bling greater heat dissipation due| 
to the increase in air circulation, 
an engineer said. 

Werner said the new brake was| 
developed after several years of 
testing more than 1,500 combina- 
tions of powdered metals. The! 
brake received extensive tests| 
before going into production, he) 
added. 


FTC Reverses 
Aide’s Dismissal 
Of Timken Charge 


WASHINGTON. — The Federal 
Trade Commission reversed an ex- 
aminer’s decision dismissing a 
charge that Timken Roller Bearing 
Co., Canton, O., bars its distribu- 
tors and jobbers from handling 
competitive replacement products. 

Referring the case to the exam- 
iner for further consideration, the 
FTC said he erred in refusing to 
admit into evidence “relevent docu- 
ments” offered by counsel support- 
ing the 1956 complaint. 

The FTC said the documents 
consisted of correspondence be- 
tween Timken officials and sales 
personnel and memoranda author- 
izing cancellation of agreements 
with dealers failing to live up to 
the alleged policy of handling Tim- 
ken products exclusively. 

The FTC said the documents 
showed a “constant pattern” in 
which new accounts “were given to 
understand that they were to liqui- 
date their stocks of competitive 
bearings and ‘go Timken 100 per- 
cent’ or to show ‘100 percent 
loyalty.’” 








cago, and a daugher, Mrs. Ralph C. 
Whitsett, of San Francisco. 


* * * 


William A. Chryst, 81; 


Ignition System Co-Inventor 


DAYTON, O.—William A. Chryst, 
81, a co-inventor of the automotive 
ignition system, died June 4, He 
retired in 1947 as a consulting en- 
gineer with Delco. 


Mr. Chryst, Charles F. Kettering, 
famed GM inventor, and Col. E. A. 
Deeds, senior chairman of National 
Cash Register Co., teamed in the 
invention of the ignition system. 

. . * 


Charles H. Yates 

MACON, Ga.—Charles H, Yates, one of 
Macon’s oldest automobile dealers, died 
June 8. He and Dana H, Adams founded 
Overland Macon Co. in 1916, and Mr.| 
Yates also had held Packard, Plymouth, 
DeSoto and Oldsmobile franchises. At the 
time of his death he was secretary-treas- 
urer of Yates Auto Contract Co. Mr. Yates 
was a past president of the Georgia Auto-| 
mobile Assn. | 





* * * 


Stephen J. Brenza 

CLEVELAND.—Stephen J. Brenza, who| 
retired last year as president and treasurer 
of Ohio Motors Co, (Lincoln-Mercury), 
died June 5. He was 58. Mr. Brenza joined 
the dealership, then known as Ohio Buick 
Co., more than 30 years ago. He became 
president in 1945. 

* * * 


Edward T. Roach 
DEARBORN. — Edward Thomas Roach, 
51, divisional sales manager for Maremont 
Automotive Products Co., died June 5. 
* * * 


John Hesse 
BALTIMORE.—(UTPS)—John Hesse, 61, 
operator of the Cloverleaf Motors (Used 
Cars), died at Bon Secours Hospital. He 
is survived by his widow, Mrs. Dora Reh- 


ling Hesse; a son, Ernest J. Hesse, and 
two daughters, Margaret and Johanna 
Hesse. 


* * > 


John W. Stevens 


ALHAMBRA, Calif.—John W. Stevens, 
63, retired Alhambra auto dealer, died June 
6 in a Pasadena hospital. He was a former 
president of the Foothill Chevrolet Dealers 
Assn. 

* * * 


Milo W. Hale 
LOWELL, Mass. — Milo W. Hale, 87, 


| pioneer Lowell automobile dealer, died June 


5 at Lowell General Hospital. He had been 
in the automotive business since 1911 as a 
member of the Lowell Buick Co., founded 
by him and Fred B. Emerson. 


. « > 


Rufus F. Holley 


ANNISTON, Ala.—Rufus F. Holley, 45, 
King-Chapman Motor Co., Inc., (Lincoin- 
Mercury), died May 25 in Birmingham. He 
formerly operated his own dealership here. 

* * * 


Gordan A. (Jack) Peebles 


WINDSOR, Va.—Gordan A. (Jack) Pee- 
bles sr., 50, owner and operator of a 
Ford dealership, died May 31. 

* * * 


Frederick C. Radloff 


MIAMI.—Frederick C. Radloff, 63-year- 
old former auto dealer of Lockport and/| 
Medina, N. Y., died May 29 in a local! 
hospital. 


- x * 


Don E. Brooke 


SEATTLE.—Don E. Brooke, 33, former | 
Seattle district manager of Buick, died 
June 6 of a heart attack. 

* * * 


Frank T. Bennett 


WINTER HAVEN, Fia.—Frank T. Ben-| 
nett, 77, one of the original employes of | 
Ford Motor Co., died June 6 at his home 
in nearby Lake Heights. He spent more 
than 30 years with Ford, most of them 
as a traveling representative in foreign 
countries. 


” * * 


William D. Fielding 


TORONTO, Ont.—William D. Fielding, 
56, assistant director of sales at General 
Motors of Canada, Ltd., for the last 15 
years, died June 2. 


* * * 


Frank E. Slusser 


DETROIT.—Frank E. Slusser, 72, former 
auto dealer, died June 6 at his home in 
suburban Ferndale. 


*” * * 


George D. Moore 


TOLEDO.—George D. Moore, former 
manager of the Chevrolet plant here, died 
June 2 in Fort Lauderdale, Fla. He came 
to Toledo from Cincinnati in 1909 and with 
T. W. Warner formed Warner Mfg. Co. to 
make auto transmissions. 


Reynolds Metals Moves 


Sales Offices to Virginia 


RICHMOND, Va. — The sales 
headquarters of Reynolds Metals 
Co. has been moved from Louisville, 
Ky., to Richmond. All of the alu- 
minum company’s headquarters 
functions — including manufactur- 
ing, marketing, advertising, re- 
search and corporate groups—now 
are located in Richmond. 

Unaffected by the move are seven 
Reynolds aluminum-fabricating 
plants in Louisville. 
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HELP WANTED 
EARN $1,200 - $6,000 YEAR extra spare 
time income just by presenting new ideas 
to car dealers. No selling. Permanent, 
interesting. Man or woman. Mercury 
Business Systems, Inc., 3148 W. Pico 
Bivd., Los Angeles 19. 





PARTS MANAGER — LOCATION FLOR- 
IDA. Opening for experienced man, 30- 
40 years of age, in Chevrolet dealership. 
One man can handle easily if reasonably 
fast. Good working conditions, salary 
and bonus, paid vacation and hospitali- 
zation insurance. This is a good job for 
a good man looking for a permanent 





place. Box 8274, c/o Automotive News, 
Detroit 26. 

SALES MANAGER—Wayne Management 
training preferred, but not essential. 


Must be excellent closer, age 35-45, good 
character, reliable and sober, able to 
take complete charge of new car sales. 
500 car deal — “Big 3” line — well 
financed —- Garden Spot of California. 
$10,000 up depending on ability, If in- 
terested please forward photo and com- 
plete resume, Box 921, San Jose, Cali- 
fornia. 





AUTO SALES MANAGER — Large. well 
established Ford dealership in Chicago 
offers exceptional opportunity for aggres- 
sive man not afraid of hard work and 
long hours. Must be capable of leading 
and training sales organization, helping 
salesmen close deals, eic. Must know 
used car values in today’s market. Sound 
management, modern facilities, excellent 
location. Top salary for qualified man. 
Replies confidential. Write Box 8302, c/o 
Automotive News, Detroit 26. 


HELP WANTED 
NEW CAR SALES MANAGER 


Successful, well established multiple point 
Ford dealer, middie west industrial and 
agricultural city, population 500,000, will 
employ successful, ambitious sales man- 
ager providing excellent compensation, 
and future opportunity to manage and 
own affiliated dealership. Reply full de- 
tails, photograph. Confidential. 


Box 8301, c/o Automotive News, 
Detroit 26. 





SALESMAN. 
AUTOMOTIVE ENGINE 
TESTING EQUIPMENT 


Must be experienced in automotive 


engine tune-up. Service Management ex- 
perience advantageous. Vehicle and train- 
ing furnished. Attractive proposition and 
opportunity for advancement. Submit de- 


tails of education and experience to Box 
8288, </o Automoiive News, Detroit 26. 
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GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and 
responsible. Thoroughly experienced in 
all phases of dealership management and 
operation, with proven buyer’s record of 
very successfully and profitably manag- 
ing one of General Motor’s largest metro- 
politan dealerships. Have good habits 
and excellent references. Can stand the 
most rigid investigation, and will assure 
you of factory approval and maximum 
operating results of any dealership, Fi- 
nancially able to buy part interest in any 
size dealership if desired. All replies will 
be kept strictly confidential. Box 8292, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER available, Chrysler 
products experience ten years. Former 
Chrysler service engineer, Will relocate. 
Phone WAlnut 2-0983 or write Max V. 
Navarro, 232.B. Tennessee Ave., San An- 
tonio 14, Texas. 


DOES YOUR SALES DEPARTMENT need 


guidance and management? I am under 
40 years, member of 100 Car Club and 
Rocket Vanguard, Your problem can be 
solved. Box 8303, c/o Automotive News, 
Detroit 26. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 


— 


POSITION WANTED 


AUTOMOTIVE ACCOUNTANT desires 
permanent position with metropolitan 
dealership, Aggressive, personable mar- 
ried man, 30 years old, with family, 
integrity and proven background. Posi- 
tively knows how to hire, train and 
guide personnel. Best references. Write 
or wire Box 8279, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER — Lincoln-Mercury, 
Edsel and Ford. Mature, hard-hitting 
manager with high-level, proven record 
in volume service operation. Excellent 
supervision—all phases dealer, customer 
and factory relations. Twenty years’ ex- 
perience. Highest references from former 
leading dealers and top factory person- 
nel, Will relocate for bonafide deal. Box 
8285, c/o Automotive News, Detroit 26. 


ATTENTION CHEVROLET DEALERS— 
Do you need an assistant? Experienced 
and educated in all phases of operation. 
Guarantee excellent references and fac- 
tory approval. Prefer southern location 
in town of 10,000 to 30,000. Available 
after proper notice to present employer. 
Box $304, c/o Automotive News, Detroit 
26. 

SALES MANAGER OR GENERAL MAN- 
AGER—Fully qualified to train and de- 
velop salesmen in today's extremely com- 
petitive market. Thirty-six years of age, 
married. Proven successful managerial 
background. Factory and financial ref- 
erences. Will relocate with aggressive 
dealer. Box 8305, c/o Automotive News. 
Detroit 26. 


GENERAL MANAGER OR SALES MAN- 
AGER—Prefer Ford or Chevrolet; 37, 
married, three children, college degree. 
Six years factory sales, four years Ford 
retail sales manager, former medium- 
price dealer. Good closer, strong on 
business management. Prefer south 
Resume on request. Box 8295, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER, age 33, married, 
three children——Desires to relocate in 
smaller town, Twelve years’ experience, 
four years as manager. Thoroughly ex- 
perienced in buying, retailing, financing, 
etc. Excellent references. Box 8296, c/o 

Automotive News, Detroit 26 


FINANCE BRANCH MANAGER: 10 years’ 
experience discount and small loan. Col- 
lege graduate, 33, married with family. 
Available immediately, Write Box 8297, 
c/o Automotive News, Detroit 26. 

EMPLOYED BUICK-PONTIAC SERVICE 
MANAGER desires permanent change to 
GM dealership using incentive pay plan 
Excellent background zone and dealer- 
ship. Prefer central or northern Cali- 
fornia. Background resume on request. 
Box 8316, c/o Automotive News, De- 
troit 26. 


























OFFICE MANAGER, ACCOUNTANT, 25 
years’ experience volume General Motors 
dealer, familiar with all phases automo- 
bile dealer operations. Prefer New Mex- 
ico, Arizona location. Box 8307, c/o 
Automotive News, Detroit 26. 





BOOKKEEPER-OFFICE MANAGER, age 
30, married. Nine years’ GM experience. 
Desires midwest position. Box 8308, c/o 
Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE» 


DEALERSHIP HANDLING BUICK AND 
OPEL—FLORIDA—1957 area population 
estimated at 25,000. Citrus, vegetables, 
cattle, railroad center with shops, Naval 
Air Base. I am 63 years old and want 
to retire. Factory approval and cash re- 
quired. In reply give business experience 
and banking references. Box 8257, c/o 
Automotive News, Detroit 26 


HANDLING FORD—In rural deep south 
wtih large industrial development in 
progress. Service sales will pay over- 
head. Will finance most of deal for right 
man. Box 8286, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING PONTIAC 
AVAILABLE in southern city of over 
1,000 new car registrations per month. 
One small additional Pontiac dealership 
in urban area. One Olds dealer in area 
and two Buick dealers. Strong, finan- 
cially stable market with no highly sea- 
sonal ups and downs. Will retain rea! 
estate, receivables and used cars. Ill 
health reason for selling. Will sell parts, 
accessories, equipment at fair and rea- 
sonable, agreed prices. The best physical 
location in the city. Have operated on 
not more than a 20-day supply of used 
cars for years because of the outstand- 
ing location. Box 8291, c/o Automotive 
News, Detroit 26. 


ILLINOIS DEALERSHIP, 100,000 city ex- 
clusive handling Pontiac and Vauxhall. 
Established 20 years. Service absorption 
high, Will lease building, paved used car 
lot, service lot and/or extra parking 
area. $50,000 should handle deal, Pur- 
chaser must have factory approval. In- 
spection at your convenience. Write Box 
8273, c/o Automotive News, Detroit 26. 


SOUTHERN CALIFORNIA — Suburban 
dealership handling DeSoto - Plymouth. 
Excellent location, modern facilities, low 
lease agreement. 200 car potential. Sell- 
ing to buy bigger agency. Will consider 
controlling interest or buy-out offer. Box 
8263, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING RAMBLER— 
Excellent location, good lease, want fast 
sale. $6,000 buys everything. Ranch 
Motors, Inc., 487 Main St., East Orange, 
New Jersey. 














IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 
DEALERSHIP HANDLING CHEVRO 
and Oldsmobile radius 250 miies Detro 





Six hundred thousand ($600,000) volum 
nineteen fifty-seven (1957). nly pa 
and equipment for sale, building and jp 
are leased. Factory approval necessary 
Box 8306, c/o Automotive News, De 
troit 26. 

RARE OPPORTUNITY to buy a dealer 


ship handling Chrysiler-Piymouth 
southeastern city of 100,000. Buy on 
parts and equipment at depreciated vaiye 
short term lease on modern building ap 
adjoining paved lot. $25,000 will hang 
and will return investment within a year 
Reason for selling, other interests, W 
Box 8298, c/o Automotive News 

26. 


PROFITABLE ALLIED FRANCHISE 
Some choice territories with guarant 
sales areas still available for Al 
Mobile Homes, the newest answer 
the nation’s housing problems. See 
big Alma ad page 56 this issue 

DEALERSHIP HANDLING CHEVROL 
in midwest. Good farming communit 
county seat, town 10,000 population. 
used cars or accounts. Will lease build 
ing. No brokers, Box 8299, c/o Automs 
tive News, Detroit 26 


DEALERSHIP HANDLING PLYMOUTH 








Located suburbs of Houston, Te 
New, modern building, new equip 
beautiful used car lot. No used cars ¢ 


Largest payrolls in south 
c/o Automotive News, Detre 


accounts. 
Box 8317, 
26 
DUAL DEALERSHIP HANDLING CHEV. 
ROLET-Oldsmobile, town of 12,000 
heart of fast growing Tennessee Val 
within 100 miles of Huntsville Arsenal 
No used cars or notes and accounts 
buy, Owners want to retire. Box 831 
c/o Automotive News, Detroit 26 
HANDLING FORD AND MERCURY 
Central Illinois dual franchise. Coz 
seat, 6.000 population, rich in farm 
and industry. Potential 175 cars 
trucks. Buy for parts, equipment, fu 
ture, fixtures only. Excellent faci 
Enjoys good reputation. Box 8309, ¢ 
Automotive News, Detroit 26 


DEALERSHIP FOR SALE HANDLING 





CHRYSLER and Imperial in most p 
gressive central Florida town. Trad 
area population 75,000 to 100,000. Buy 


equipment and signs 
lent lease agreement or property can 
purchased. Box 8310, c/o Autome 
News, Detroit 26. 

DEALERSHIP HANDLING “BIG 
DUAL—125 car franchise. Southern N 
Jersey near Atlantic City. All od 
facilities. Priced very low for quick by 
Box 8311, c/o Automotive News, 
26 

DEALERSHIP HANDLING FORD — © 
tral Illinois 100 car potential 
building—parts and equipment. Fact 
approval required. Box 8312, c/o A 
motive News, Detroit 26 

HANDLING FORD—SOUTHW 18,0 
population town. Low rent. Service 
sorption entire year 1957 was 4% 
Makes money. Parts can be bought f 
below inventory. Family health prob 
forces sale. Reply Box 8313, c/o Al 

motive News, Detroit 26. 


only parts 








DEALERSHIP WANTED 





WILL PAY CASH for dealership with 
Or more new car potential however, 
prefer larger deal. Have sufficient 
and operating experience to assure f@ 
tory approval of any dealership. P 
send details in confidence. Box 82 
c/o Automotive News, Detroit 26 

GENERAL MOTORS DEAL—Cash avail 
able—Approval assured. Dave Waite, ™ 
High Park Bivd., Buffalo 26, N. Y¥ 

SINGLE DEALER CITY in central states 
Factory approved. Replies held in o@ 
fidence. Box 8300, c/o Automotive News, 
Detroit 26. 


RETIRING TO FLORIDA? Want to # 
approximately $50,000 prime investm 
and new three bedroom, two bath 
front home in fabulous Fort Lauderd 
area for 200-500 car Blue Chip Aw 
Agency in Great Lakes area. Price @ 
be realistic and business must 
rigid investigation. Give or take @ 
ence—either way. Strictly confiden 
Box 8314, c/o Automotive News, ) 
troit 26. 


CADILLAC DUAL WANTED—200-300 
deal in Great Lakes area. Strict cm 
dence. Box 8315, c/o Automotive N 
Detroit 26. 


BUSINESS OPPORTUNITIES 












SELL TO 
DEALERS? 


We have space available for manufac 
turer or distributor of auto accessories 
or other business connected with aul 
industry. 

Dealers From All Over 

the South Congregate 


Here Every Tuesday. 
Write for information and appointment. 


Florida Auto Auction 


Owned and Operated by 
Leading Florida Independent Dealers 


P. ©. Box 1749 Daytona Beach, Florida 
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all ae SINESS OPPORTUNITIES 
Can You 
NET 
$50 to $75 A Day 


4$12.500 to $18,750 per year) 
Working at your present job? 


IF NOT 


advertisement is important 
to you. 





any GOOD AUTOMOBILE MAN CAN 
START THIS PROFITABLE ONE-MAWN 
RECESSION-PROOF BUSINESS ON AN 
INVESTMENT OF LESS THAN $1.000. 
You Provide a Service Needed by Al- 
yi most Every Automobile Dealer . . . and 
you get well paid for it. 

You regroove his slick tires, quickly and 


perfectly with an amazing, portable, elec- 
tric machine. THE HONEYCUTT AUTO- 


od Values MATIC TIRE REGROOVER that precisely 
ling duplicates... in minutes . . . any stand- 
| handi@l sd automobile or truck tire through 
5 aed 11:00 x 22. 
Det The Business is Waiting for You. 

; As an automobile man, you know that 
HISE~§ the dealer can't sell his used cars with 
aranti a a 

r Almay Sick tires. 


You and your machine can provide the 
deep tread and safe traction that the 


dealer's customers demand. 


swer 


Because you offer the cheapest way out 
for the dealer, your service is always in 
demand. You have a ready made market 
of almost unlimited potential. 


Te Get into This Business, You Buy Only 
the Machine. 


You pay for no franchise, but you get the 
benefit of the experience and accumulated 
know how of men in all 48 states who 
are making $50 to $75 a day every work- 
ing day. 

The Machine Pays for itself—Ovt of 
Profits—in 90 Days. 

Jest think! Your entire capital investment 
is usually returned within three months. 
fecause the machine is a proven, high 
income producer, it is easy to finance, 
and your initial capital investment may 
be considerably less than $1,000. 


We Show You How to Gain High In- 
come, independence, and Security. 

A qood man with automobile experience 
‘Sand a little push and hustle, can create 
for himself the finest one-man business 
in his community. It's a proven fact—Let 
4 ws Give you full information. 


WRITE—WIRE—CALL 
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TRUCKS FOR SALE 


WILL SACRIFICE—New 1957 Dodge 1-ton 
Power Wagon, 8 foot body, 900x16-8 ply 
tires, 1600 Ib. front, 3000 Ib. rear springs, 
booster brakes, power take off assembly, 
winch assembly, recirculating heater, 
turn lites, windshield washer, rear drive 
shaft assembly, tow hooks. Harold 
Medow, Ben Medow, Inc., 222 North 
Lafayette, South Bend, Indiana. 


CARS FOR SALE 


CITROEN — DS 19 — Demonstrator—very 
few miles, just like new. Never titled. 
Sacrifice $2,667.50. Also one 2 CV—new 
—$1,100. Bud Billings Motor Co., Olathe, 
Kansas. 


DO YOU WANT 


PROFITS NOW?7 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 

Volkswagen Operation 
All Cars ea’ Serviced, Cleaned 
and Ex Directly to 
All U. S. Parts, Contant our Ameri 
can Representatives for Details. 

Expincorp, 
Lyndhurst, New J 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Suppl Station Wagons, 
Panels, -ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 








DEALERS ONLY 


WHOLESALE 
VOLKSWAGENS AND 
KARMANN GHIAS 
New 1958s and Used 1957s 


Stock of 75 cars on hand at all times. 
Immediate delivery. Write or phone: 
Dan Matroni 
Foreign Car Division 
Underhill Motor Corp. 


1860 Broadway, New York, N. Y. 
JUdson 2-5930 
JUdson 2-5931 


24 hour telephone service 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, 58 
Completely Americanized 


Wholesale—To Dealers 
We are the only American Importers with 


our own organization in Germany—We 








ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


Long Island City 6, N. Y. 
EMPIRE 1-0557 


EMpire 1-0600 
We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, efc., either di- 





rectly from U.S.A. or through our German 
organization: 
Deutsch-Amerikanische Automobil 
Handelsgesellschaft 


HAMBURG 1, GERMANY 








in avail 


BUSINESS OPPORTUNITIES _ | 





Vaite, & 



















janutac 
»ssories, 
h auto 


2042 Virginia Ave. 






Hl. A. Makes All Tire Regrooving Obsolete 


HAMILTON-ART TREAD CARVER is the only completely auto- 
matic machine in the market with wrist and elbow movement as 
done by hand. The Hamilton-Art duplicates all standard tread 
designs with speed second-to-none. Three minutes on passenger 
car tires, four on trucks. Weighs only 132 Ibs., 
oll tires from the smallest passenger through 1100 x 22 truck. 
Will carve tires on or off trucks, buses, and even passenger cars. 
Carves mud and snow treads. Has side stroke from 1/16th of 
an inch to 4 inches with multiple cam. All this and more you get 
in a Hamilton-Art, yet it costs only $995 full price—with financ- 
ing available. Can learn to operate in one hour or less. Never 
before anything like it offered. 


For Demonstration Call or Write 


HAMILTON-ART, INC. 


Phone: 43 
ALSO EXCLUSIVE DISTRIBUTORS WANTED FOR 16 STATES 










yet it handles 

















Connersville, Indiana 








CARS FOR SALE 





Distressed Merchandise 
For Sale 
NEW GOLIATHS 


Station wagons and 2-door passenger 
Below dealer cost—All serviced. 
Selling reason: As of June 2, 1958, three 
selling dealers in town. 

Call or Write 


A B C MOTORS, INC. 


DeSoto Dealer 
550 W. Douglas, Wichita, Kansas 


cars. 


Phone: HO 4-2394 


1956 
FORDS 


PLYMOUTHS 


Four-door ex-taxis with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Billi Curry — ADirondack 44630! 





CARS WANTED 








Foreign Car Dealers!! 


NEW AND USED 

Don't sacrifice your foreign car inventories 
| —Call the ~ import dealer in the mid- 
| west. No stock too small or too large for 
us to handle. Write or call: 

JAN ROSS MOTOR CO. 

Import Division, 380 E. Broad St., 

Columbus, Ohio. CApitol 8-45/4. 





_ DEALER SERVICES 
ATTENTION DEALERS! Experienced auto 
men, operating placement bureau exclus- 
ively for dealers, have qualified appli- 
cants from all sections of country for 


departmental and general managers. 
Moderate fees. Write in confidence. Box | 
8319, c/o Automotive News, Detroit 26. 





MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title cor out of state. 
Toke car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 
sonnel. 


THornwall '3-7423° as 
“Worldwide Militory 
mann 


Something NEW in Selling! 
Sam Sell's 
“POCKET PROSPECTOR" 


(Pocket-Size Prospect Book) 
GUARANTEES 
MORE SALES - GREATER PROFITS 
PUTS “SALE” in Your SALESMEN 
KEEPS PROSPECTS at your 
FINGERTIPS 
EASY TO USE—ELIMINATES 
DETAIL 
Shift your selling into High Gear 
TODAY with the “POCKET PROS- 
PECTOR" 


BONUS OFFER 


Six Months Supply of Prospect 


Books for Average Dealership 
‘plus Full Details 


$10.00 


To: SAM SELL—PO Box 11183 
Debree Sta. 


Norfolk, Virginia 


Dear Sam: Here's my check for $10.00. 
Send me the “POCKET PROSPECTOR" 
Bonus Offer. You are to refund my 
money if | am not completely satisfied. 


From: 


Address 


AUTOMOTIVE NEWS, JUNE 16, 1958 





Finance Co. Corp. 
| 502 Tioga Bidg P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif CApitol 6-268! 


| Monroe & 


i 











DEALER SERVICES 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 


ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, , , and all beaches in 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 53757, Greensboro, N. C. 





@ © TWO ESSENTIAL SERVICES ® ®@ 
PHYSICAL INVENTORY SERVICE « ¢ parts 
accessories and similar goods. 
APPRAISAL SERVICE @ e@ furniture, equip- 
ment, machinery and tools. 

For Buy/Sell Agreements 

Annual Fiscal Reports 

Tax, Banking and insurance 
Call or Write for Details « e« 


Automotive Inventory & 
Appraisal Co. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


ACCESSORIES FOR SALE 














LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


Full Length | Half Length 
$62.30 $54.95 
72" platform SI" platform 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 


Factory Styled 
STATION WAGON LUGGAGE RACKS 


$59.95 


Shipped completely assembled stainless 
steel bed, permanent and removable 
models. 


Write for color photos. 
° ° 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3- 6666. 


PARTS FOR 





SALE 


| SPARK PLUGS—Guaranteed 10,000 miles. 


25 cents each. 
Spark Plugs, 1015 Eastover Drive, 
mingham, Michigan. 


Literature on request. 
Bir- 





SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 


~~ SHOP EQU IPMENT _FOR SALE __ 





EDSE L essential service tools, complete set 
never unpacked. Also reflective outside 
sign. Very reasonable. Frank Bradford, 
Newburyport, Mass. 


CLAYTON 
DYNAMOMETER 


Capable of checking roed speeds up to 120 
miles per hour. USED VERY LITTLE .. . in 
excellent condition. Will sacrifice 


$1,000. 
Gaane MOTORS, INC. 
lawrence Telede 6, Ohio 











CLASSIC CARS FOR SALE 


1946 CADILLAC 60 Special, 17,300 miles 
and a 1948 62, 24,600 miles. These cars 
are absolute showpieces and cannot be 
duplicated. Immaculate trades consid- 
ered. Call Deerfield, Michigan 211, Fash- | 
ion Clothes Shop. 
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‘New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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ANTIQUE CARS FOR SALE 


1929 DeSOTO coupe, good running condi- 
tion. One of the first manufactured. $200. 
Brown Motors, Washington, Iowa, 








MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 













THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 












































Four Clamp Hook-Up 
DEALERS’ SPECIAL FeO. 8. a Net) 


$44.85 Fed. Tax inciuded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canedian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


CLASSIFIED WANT ADS 
BRING RESULTS 


The “ORIGINAL YELLOW™ 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ $51* 


“WRIST ACTION” 
Incidg. BRAKE HOOK-UP 

$61 45 
BRAKE HOOK-UP 
TowKinG we, 45" 


COMPLETE with 
GUIDE CABLES AND 
» TRAIL-KING 


enter conte, $37.50 


Liberal “Trade In" or REBUILD ~ 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles 
BROWNIE CARRY-ALL — Oniy , 
BAG Mounted ON 

Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


Exclusive Factory Distribytors 
DE 2.0700 AN 38888. Nites: BA 1-8717 


Call Collect $52 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


YOUR 
CHOICE 
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Manufacturer [] 
Supplier [] 






Financial [] 









GOODFYEAR 


Jor its Sictieth Anniversary Year proudly presents 


‘The New N\alle Clu ttyl 





om 
% 


Now Goodyear Dealers, you’ve got the showpiece 





... the tire you’ve dreamed about and hoped for, 
but never really thought possible. 

First—here’s what the new Double Eagle gives 
you to talk about. Its 3-T Nylon Cord body is 
stronger because Goodyear’s exclusive 3-T process 
triple-tempers the cord under precisely controlled 
Tension, Temperature and Time. 


More. A revolutionary pre-shaping process pre- 





* 





pares this custom-crafted tire for greatly increased 
mileage. 

Result: A tire of incredible strength with road- 
gripping tread that provides far more safety. PLUS 
increased traction and nonskid protection for 
better all-round, high-speed performance. 


Best of all! The great new Double Eagle, marked 


' by the blue circle of safety, can be fitted with 


Goodyear’s new Captive-Air Steel-Cord Safety 








ee ad 





NEW DIAMOND JUBILEE TIRE } 


Shield for new freedom from worry over blowouts, 
punctures, or roadside tire changes. 


So... you’ve got the tire with an extra profit 
potential in replacement sales and change-over 
sales. How can you help but get increased busi- 
ness from the greatest high-speed, top-premium 
tire ever developed? 


Talk it over with your local Goodyear repre- 
sentative. Goodyear, Akron 16, Ohio. 


The worlds finest tire... by miles! 


Double Eagle, Captive-Air, T.M.’s, The Goodyear Tire & Rubber Company, Akron, Ohio 


Watch “Goodyear Theater” on TV—every other Monday, 9:30 P.M., E.D.T. 





